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Telcos  meet 
to  form  POS 
service  rules 


By  Bob  Brown 

Senior  Editor 


WASHINGTON,  D.C.  —  Repre- 
;  sentatives  from  Bell  Communica- 
;  tions  Research  and  a  group  of  re- 
-  gional  carriers  plan  to  meet  here 
a  this  week  to  discuss  offering  a  set 
of  uniform  services  for  point-of- 
sale  and  other  transaction-ori¬ 
ented  applications. 

By  offering  retailers  and  other 
customers  consistent  data  trans¬ 
mission  services,  the  carriers 
hope  to  make  it  easier  for  users  to 
manage  networks  that  cross  re¬ 
gional  carrier  boundaries. 

The  group,  which  met  for  the 
first  time  with  Bellcore  represen¬ 
tatives  two  weeks  ago  in  Denver, 
hopes  to  develop  technical  guide¬ 
lines  for  carriers  offering  data 
over  voice  and  other  transaction 
processing  services. 

Bellcore’s  National  Services 
Coordinating  Group  commis¬ 
sioned  a  special  committee  of 
carrier  and  Bellcore  representa¬ 
tives  to  develop  these  guidelines 
and  present  a  prospectus,  said 
Rick  Chapman,  a  group  manager 
for  new  products  at  US  West, 
Inc.’s  US  West  Communications, 
Inc.  subsidiary. 

In  addition  to  US  West,  attend¬ 
ees  at  the  first  meeting  included 
representatives  from  the  other 
( continued  on  page  55 ) 


Changing  economics  of  international  lines 

Calculating  the  crossover  point  of  switched  voice  and  fax  traffic 
needed  to  justify  a  56K  bit/sec  New  York-to-London  circuit 

Model  assumptions: 

•22%  of  calls  during  busiest  hour, 
25%  of  which  are  faxes. 

•Average  call  length  of  4.5  minutes. 

(T)  Based  on  AT&T  International 
Long-Distance  switched  service 
pricing.  Leased-line  alternative 
would  support  2  voice  channels 
and  result  in  56%  busy-hour 
call  blockage. 

( 2 )  Based  on  AT&T  World  Connect 
rates.  Leased  line  would 
support  8  voice  channels  and 
call  blockage  below  1 0%. 

(3)  Based  on  AT&T  Global 
Software-Defined  Network 
rates.  Leased  line  would 
support  8  voice  channels  and 
call  blockage  below  1 0%. 

SOURCES:  AT&T  ,  BASKING  RIDGE,  N.J.;  BRITISH  TELECOMMUNICATIONS  PLC..  LONDON;  AND 
COMMUNICATIONS  NETWORK  ARCHITECTS,  INC.,  WASHINGTON,  D.C. 
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A  Thousands  of  minutes  of 
switched  traffic  per  month 

Global  net  users  rethink 
public/ private  service  mix 

Leased  lines  become  more  attractive,  but  growth 
of  international  virtual  nets  changes  the  landscape. 


By  Barton  Crockett 

_ Senior  Editor _ 

New  technologies  have  dra¬ 
matically  altered  the  economics 
of  global  communications  over 
the  past  few  years  by  reducing  the 
cost  of  private  network  facilities. 

Since  1987,  the  prices  for 
some  international  leased  lines 
have  slid  more  than  50%.  This, 
combined  with  powerful  new 
voice-compression  technologies, 
has  made  international  private 
networks  more  cost-effective 


than  ever  before. 

But  just  as  international  pri¬ 
vate  networking  has  begun  to 
pick  up  steam,  new  low-cost  vir¬ 
tual  net  services  are  emerging 
that  promise  to  tip  the  scales  back 
in  favor  of  switched  facilities.  As  a 
result,  users  are  scrambling  to 
make  sure  their  international  net 
strategies  are  on  target. 

“Users  are  absolutely  reevalu¬ 
ating  what  they’re  doing,”  said 
Chuck  Papageorgiou,  manager  of 
( continued  on  page  54 ) 


SynOptics  airs  grand 
plan  for  net  control 

Hub  maker  opts  for  distributed  management, 
boosts  SNMP  support,  adds  bridge/router  tools. 


By  Eric  Smalley 

Senior  Editor 


SANTA  CLARA,  Calif.  —  Syn¬ 
Optics  Communications,  Inc.  last 
week  boosted  the  Simple  Net¬ 
work  Management  Protocol 
(SNMP)  capabilities  of  its  Ether¬ 
net  hub  and  introduced  a  distrib¬ 
uted  network  management  archi¬ 
tecture. 

The  company  also  announced 
bridge  and  router  modules  for  its 
local-area  network  hubs  and  de¬ 
tailed  plans  to  introduce  a  token¬ 
ring  bridge  module. 

SynOptics’  distributed  net¬ 
work  management  processing 
scheme,  implemented  by  a  new 
product  called  the  LattisNet  Mod¬ 
el  3040  Network  Control  Engine 
(NCE),  is  one  of  the  first  products 
to  support  what  many  are  calling 
the  next  phase  in  the  evolution  of 
network  management. 

This  phase  involves  establish¬ 
ment  of  hierarchical  manage¬ 
ment  structures  in  which  raw  net¬ 
work  data  is  processed  by 
intermediate  management  de¬ 
vices  positioned  strategically 
throughout  a  net. 

Only  when  error  counts  ex¬ 
ceed  predefined  thresholds  are 
event  messages  passed  on  to  an 
upper  level  centralized  network 


management  station. 

This  transfer  saves  managers 
of  large  networks  from  dealing 
with  raw  data  from  distant  net¬ 
work  elements.  The  managers 
( continued  on  page  55 ) 
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Tariff  12 
users  plan 
for  the  worst 


IBM  TO  UNVEIL  APPN  sup 

port  for  its  3174  cluster  con¬ 
troller.  Page  2. 

GROUP  TO  EXAMINE  7  tech 
nologies  for  use  in  an  object- 
oriented  application  blueprint 
for  net  environments.  Page  2. 

COS  ISDN  COUNCIL  members 
back  common  ISDN  specifica¬ 
tions  to  boost  service  usage. 
Page  4. 


NEW  MCI  800  SERVICE  fea¬ 
ture  offers  customized  call  rout¬ 
ing  and  messaging  capabilities. 
Page  4. 

NTIA  UNVEILS  PLAN  for  auc 
tioning  off  radio  spectrum. 
Page  4. 

BELL  ATLANTIC,  NYNEX  and 

Southwestern  Bell  outline 
schedules  of  tariffing  ISDN  ser¬ 
vices.  Page  54. 


Caution  advised  in  choice 
of  systems  integrator 


By  Salvatore  Salamone 

_ Features  Writer _ 

In  turbulent  markets,  buyers 
face  both  opportunity  and  risk. 
Dealing  with 
systems  integra¬ 
tors  involves 
plenty  of  both. 

There’s  a 
growing  trend 
toward  using 
systems  integra¬ 
tors  to  handle 
major  network 
projects.  One  in¬ 
dication  of  this  is  integration 
firms’  booming  revenues.  Inte¬ 


grator  revenues  are  projected 
to  more  than  triple  by  1994,  ac¬ 
cording  to  International  Data 
Corp.,  a  consulting  firm  in  Fra¬ 
mingham,  Mass. 

There  are 
several  good 
reasons  to  con¬ 
sider  using  inte¬ 
grators.  At 
times,  user  firms 
don’t  have  the 
in-house  techni¬ 
cal  expertise  to 
tackle  a  project 
or  they  have  insufficient  staff  to 
( continued  on  page  35 ) 


By  Anita  Taft 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  As  the 
industry  weighs  in  today  with 
comments  on  the  FCC’s  reinvesti¬ 
gation  of  Tariff  12,  some  users 
say  they  are  anxious  enough 
about  the  fate  of  their  custom  net¬ 
works  to  develop  contingency 
plans  in  case  Tariff  12  is  over¬ 
turned. 

At  a  conference  sponsored 
last  week  by  TeleStrategies,  Inc., 
users  including  American  Ex¬ 
press  Co.  and  USAir,  Inc.  said 
Federal  Communications  Com¬ 
mission  approval  of  AT&T’s  Tar¬ 
iff  1 2  once  again  is  far  from  cer¬ 
tain  and  acknowledged  that  they 
are  examining  alternative  net 
plans  in  the  event  that  Tariff  1 2  is 
found  illegal* 

The  primary  legal  question 
( continued  on  page  53 ) 


IBM  expected  to  serve  up 
surprise  in  APPN  rollout 

Besides  giving  OS/2  Extended  Edition  APPN 
support,  company  will  add  APPN  to  the  3174. 


By  Paul  Desmond 

_ Senior  Editor _ 

WHITE  PLAINS,  N.Y.  —  IBM 
this  week  is  expected  to  an¬ 
nounce  Advanced  Peer-to-Peer 
Networking  (APPN)  capabilities 
not  only  for  OS/2  Extended  Edi¬ 
tion  workstations  as  expected, 
but  also  for  its  3174  Establish¬ 
ment  Controllers. 

APPN  support  will  enable  the 
3174  to  act  as  a  low-end  Systems 
Network  Architecture  router, 
linking  APPN-equipped  worksta¬ 
tions  or  local-area  networks  to 
one  another  without  host  inter¬ 
vention,  analysts  said. 

But  APPN  support  on  the  3 1 74 


will  have  virtually  no  effect  on 
the  installed  base  of  3270  appli¬ 
cations;  it  only  applies  to  devices 
supporting  IBM’s  LU  6.2/Ad¬ 
vanced  Program-to-Program 
Communications  (APPC)  proto¬ 
col. 

APPN  is  designed  to  ease  net¬ 
work  configuration.  APPN  nodes 
can  make  their  presence  known 
in  a  network  without  being  man¬ 
ually  defined  in  configuration  ta¬ 
bles.  It  also  optimizes  routing  be¬ 
cause  data  can  take  the  most 
efficient  path  between  APPN 
nodes  rather  than  traversing  a 
mainframe. 

( continued  on  page  8 ) 


Nasdaq  enlists  MCI  muxes 
to  construct  nationwide  net 

System  will  help  exchange  guard  against  disaster. 


By  Barton  Crockett 

_ Senior  Editor _ 

TRUMBULL,  Conn.  —  Nasdaq, 
Inc.  last  week  said  it  is  building  a 
nationwide  data  network  based 
on  multiplexers  owned  and  oper¬ 
ated  by  MCI  Communications 
Corp.  that  will  bolster  the  elec¬ 
tronic  exchange’s  disaster  recov¬ 
ery  capabilities. 

The  network,  based  on  T-l 
and  64K  bit/sec  trunks,  is  sched¬ 
uled  to  be  cut  over  in  June.  It  will 
replace  a  mixed  bag  of  point-to- 
point  private  lines,  supporting 
speeds  ranging  from  2,400  to 
64K  bit/sec,  used  by  brokerages 
and  stock-quote  vendors  to  ob¬ 


tain  “special  services”  stock- 
quote  information  from  Nasdaq. 

Special  services  are  raw  trad¬ 
ing  information  feeds  sent  direct¬ 
ly  from  Nasdaq  computers  to  sys¬ 
tems  operated  by  brokerages  and 
stock-quote  vendors,  which  then 
disseminate  the  data  to  more 
than  100,000  users  and  subscrib¬ 
ers. 

Doug  Moore,  associate  direc¬ 
tor  of  network  operations  and 
planning  at  Nasdaq’s  main  data 
center  here,  said  the  problem 
with  the  existing  network  ar¬ 
rangement  is  that  brokerages  and 
stock-quote  vendors  obtain  their 
( continued  on  page  6 ) 


Object  Management  Group 
accepts  7  tech,  proposals 


By  Jim  Brown 

_ Senior  Editor _ 

FRAMINGHAM,  Mass.  —  The 
Object  Management  Group 
(OMG)  said  all  seven  technol¬ 
ogies  filed  by  last  week’s  deadline 
will  be  considered  for  inclusion  in 
the  blueprint  it  is  designing  to 
help  developers  build  object-ori¬ 
ented  applications  for  distributed 
computing  environments. 

By  August,  OMG  intends  to  se¬ 
lect  one  of  these  technologies  to 
form  its  Object  Request  Broker 
(ORB)  specification.  The  request 
broker  will  define  how  distribut¬ 
ed,  object-oriented  applications 
will  exchange  messages  via  a  re¬ 
mote  procedure  call  (RPC),  en¬ 
abling  one  system  to  kick  off 
tasks  on  another  across  a  net. 

The  technology  could  acceler¬ 


ate  development  of  applications 
that  enable  users  to  click  on  an 
icon  displayed  on  a  workstation 
to  invoke  a  series  of  software  rou¬ 
tines  stored  as  an  object  on  a  net¬ 
work  server.  An  object  is  code 
that  defines  specific  data  ele¬ 
ments  and  the  software  routines 
needed  to  access  and  process 
them. 

For  example,  clicking  on  an 
icon  titled  “report”  could  cause 
the  workstation  to  create  a  series 
of  messages  that  are  passed  via 
an  RPC  to  a  server-based  object 
that  describes  the  individual  ele¬ 
ments  comprising  the  report, 
such  as  text,  graphics  and 
scanned  images.  It  then  executes 
the  commands  needed  to  retrieve 
those  elements  from  one  or  more 
( continued  on  page  6 ) 


Briefs 


NATA  founder  dies.  Tom  Carter,  founder 
of  the  North  American  Telecommunications  Associ¬ 
ation,  died  on  Feb.  23  at  the  age  of  67. 

In  1959,  Carter  invented  the  Carterfone,  a  device 
for  connecting  a  two-way  radio  to  the  public  tele¬ 
phone  network.  The  Bell  System  balked  at  the  prod¬ 
uct,  however,  saying  it  did  not  meet  company  stan¬ 
dards  and  could  not  be  connected  to  the  public 
network.  Carter  took  the  issue  to  the  Federal  Com¬ 
munications  Commission,  which  issued  its  land¬ 
mark  Carterfone  decision  in  1968.  That  ruling  al¬ 
lowed  the  connection  of  nontelephone  company 
equipment  to  the  public  telephone  network,  there¬ 
fore  paving  the  way  for  the  independent  telecom¬ 
munications  equipment  market. 

Vendor  to  downsize  VSATs.  GTE  Space- 
net  Corp.  plans  to  roll  out  low-priced,  low-end  addi¬ 
tions  to  its  SkyStar  very  small  aperture  terminal 
product  line  within  the  next  30  days,  according  to 
Jim  MacDonald,  GTE  Spacenet’s  director  of  network 
services.  He  said  GTE  Spacenet  will  “more  than  ad¬ 
dress  the  competitive  offerings”  on  the  low  end, 
such  as  those  announced  by  Hughes  Network  Sys¬ 
tems,  Inc.  in  December.  The  addition  of  the  low-end 
VSATs  will  appeal  to  new  and  current  VSAT  users  for 
sites  they  previously  excluded  due  to  cost  factors, 
MacDonald  said. 

AT&T  inks  16th  Tariff  15  deal.  AT&T 
has  signed  its  16th  Tariff  15  deal  with  Siebe,  Inc.,  a 
multinational  firm  based  in  the  U.K.  with  subsidiar¬ 
ies  located  throughout  the  U.S.  AT&T  is  offering  to 
give  the  firm  a  2%  discount  off  of  its  Software-De¬ 
fined  Network  Service  Expanded  Volume  Plan.  Siebe 
must  sign  up  for  a  three-year  term.  AT&T  said  the 
deal  was  in  response  to  an  offer  from  MCI  Commu¬ 
nications  Corp.  in  which  Siebe  would  receive  a  dis¬ 
counted  Vnet  service. 

MCl’s  Venezuelan  connection.  MCI 

Communications  Corp.  last  week  said  it  will  offer 
digital  satellite  service  from  Venezuela  to  the  U.S. 
and  other  countries.  MCI  also  said  it  has  filed  an  ap¬ 
plication  to  sell  private  and  shared  digital  satellite 
earth  stations  to  users  in  Venezuela.  MCI  hopes  to 
commence  service  by  year  end.  In  addition,  MCI 
said  it  hopes  to  be  the  first  carrier  to  take  advantage 


of  new  regulations  allowing  users  and  vendors  to 
operate  private  and  shared  satellite  networks  in  the 
country.  An  MCI  official  said  he  expects  AT&T  to 
provide  a  similar  service. 

AT&T  offers  incentive  to  stay.  AT&T  is 
offering  AT&T  Computer  Systems  employees  bo¬ 
nuses  as  an  incentive  to  stay  with  the  telecommuni¬ 
cations  giant  while  it  pursues  NCR  Corp.,  a  spokes¬ 
man  for  the  carrier  said  last  week.  Many  AT&T 
Computer  Systems  employees  have  begun  looking 
for  new  jobs  as  a  result  of  AT&T’s  plan  to  shut  down 
much  of  its  computer  operations  if  the  $6. 1 2  billion 
NCR  acquisition  takes  place.  The  AT&T  spokesman 
said  that  although  some  AT&T  Computer  Systems 
employees  are  on  the  lookout  for  new  jobs,  a  mass 
exodus  has  not  taken  place. 

UBS  banks  on  Newbridge.  Union  Bank  of 
Switzerland  (UBS)  last  week  announced  a  $7.7  mil¬ 
lion  contract  with  Newbridge  Networks,  Inc.  for  1 12 
T-l  multiplexers  that  will  replace  Timeplex,  Inc. 
equipment  in  the  bank’s  T-l  network.  UBS  will  in¬ 
stall  3600  MainStreet  and  3612  MainStreet  multi¬ 
plexers  plus  Newbridge’s  4602  MainStreet  Network 
Manager. 

UBS’  international  T-l  data  network  includes 
more  than  280  Timeplex  Link/1  and  Link/2  multi¬ 
plexers.  The  Newbridge  contract  is  only  for  the  re¬ 
placement  of  domestic  T-l  nodes. 

Novell,  Banyan  post  big  gains.  Novell, 
Inc.  last  week  reported  that  its  earnings  for  the  first 
quarter,  ended  Jan.  26,  more  than  doubled  to  $30.4 
million,  up  from  $15.1  million  in  the  first  quarter  of 
1990.  Revenue  for  the  quarter  was  $134.6  million, 
up  27%  from  last  year’s  $105-9  million. 

Banyan  Systems,  Inc.,  which  is  privately  held  and 
rarely  releases  detailed  financial  information,  last 
week  reported  record  1990  revenue  of  $98.2  mil¬ 
lion,  up  23%  from  $80  million  in  1989-  Net  earnings 
rose  24%  from  1989,  reaching  $4.7  million. 

Banyan’s  annual  results  were  boosted  by  a 
strong  fourth  quarter,  ended  Dec.  31,  1990,  in 
which  the  company  reported  earnings  of  $2.3  mil¬ 
lion,  up  53%  over  the  comparable  period  the  previ¬ 
ous  year.  Fourth-quarter  revenue  was  $28.4  mil¬ 
lion,  up  35%  from  last  year’s  fourth  quarter. 
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1984  Sprint  begins  constniction  of  the  first  and  only  coast-to<oast  100%  digital  fiber  optic  network.  1985  Sprint  introduces  the  world's  first  virtual  private  network.  1986  First  transcontinental  fiber  optic  call  transmitted  by  Sprint.  1987  Fight  million  FONCARDsx  distributed  m  first  year  of  introduction 


Dedicated  Data  Circuits  Rated 


By  Region 


PACIFIC 

NORTHEAST  SOUTHEAST  MIDWEST  ROCKY  MTN.  SOUTHWEST  CALIFORNIA  NORTHWEST 


SPRINT  AT&T  SPRINT  AT&T  SPRINT  AT&T  SPRINT  AT&T  SPRINT  AT&T  SPRINT  AT&T  OTHER  SPRINT  AT&T 


In  1990,  Data  Communications  Magazine  asked 
Americas  highly  sophisticated  users  of  long  distance 
networks  to  rate  their  carriers.  And  if  you’re  looking  for 
the  users’  choice  in  private  lines,  you  might  want  to  have 
a  second  look  at  this  study.  In  six  of  seven  regions  of  this 
country,  telecom  managers  rated  US  Sprint®  number  one. 

Of  course,  these  results  didn’t  surprise  us  at  all. 
From  the  very  beginning,  we  were  made  for  data.  With 
100%  digital  technology. 

C  1WI  US  Sprint  Communications  Company  Lmntrd  Partnership.  Reprinted  from  Data  Pro's  report  of  Data  Communications  C31-010-507  October  1990. 


As  Data  Comm  said,  “Most  likely,  Sprint’s  high  rat¬ 
ing  is  a  result  of  its  all  fiber  network.  It  is  the  only  one  of 
the  Big  Three  long  distance  carriers  to  have  completed 
the  move  to  fiber.’’ 

So  if  you’re  looking  for  the  highest  rated  network 
for  your  critical  data,  call  us  at  1-800-736-1130.  And  we’ll 
show  you  the  best  way  to  # 

send  data.  On  a  network  — 

that  was  made  for  it.  ~  IT’S  A  NEW  WORLD*' 


1988  Sprint  awarded  40%  of  Federal  Telecommunications  System  2000  contract.  1989  Sprint  completes  the  world's  first  and  largest  privately ■  owned  transadanbc  fiber  optic  cable.  199 0  Sprint  announces  the  first  commercial  video  services  to  the  Soviet  Union. 


Carriers,  CPE  firms  pledge 
support  for  ISDN  strategy 


MCI  adds  advanced  routing 
feature  to  its  800  service 

ECR  lets  users  customize  call  routing,  messaging. 


By  Bob  Wallace 

_ Senior  Editor _ 

NEW  YORK  —  As  expected, 
the  ISDN  Executive  Council  of  the 
Corporation  for  Open  Systems 
International  (COS)  last  week 
detailed  plans  here  to  incorpo¬ 
rate  a  set  of  Bellcore  technical 
references  (TR)  in  their  products 
beginning  in  1992. 

User,  vendor  and  regional  Bell 
holding  company  members  of  the 
ISDN  Executive  Council  said 
widespread  support  for  the  TRs 
may  accelerate  deployment  of  In¬ 
tegrated  Services  Digital  Net¬ 
works,  spur  equipment  develop¬ 
ment  by  a  larger  group  of  vendors 
and  boost  use  of  the  technology. 

The  TRs,  collectively  referred 
to  as  National  ISDN  1 ,  define  how 
customer  premises  equipment 
accesses  an  ISDN  switch  and  how 
different  vendors’  switches  inter¬ 
operate  using  a  Common  Chan¬ 
nel  Signaling  System  7  network 
(“User,  vendor  camps  rally  to 
boost  ISDN,”  NW,  Feb.  25). 

The  gathering,  heralded  by 
some  as  a  watershed  event  for 
ISDN,  was  sponsored  by  the  COS 
ISDN  Executive  Council,  which 
was  formed  in  January  1990  to 
promote  deployment  and  use  of 
ISDN.  The  council  consists  of  us¬ 
ers,  carriers  and  equipment  mak¬ 
ers.  Users  include  Aeronautical 
Radio,  Inc.,  Eastman  Kodak  Co. 
and  General  Motors  Corp. 

Central  office  switch  vendors 


By  Ellen  Messmer 

Washington  Correspondent 

WASHINGTON,  D.C.  —  The 
National  Telecommunications 
and  Information  Administration 
(NTIA)  last  week  unveiled  a  plan 
supported  by  the  Bush  adminis¬ 
tration  to  auction  radio  spec¬ 
trum. 

The  NTIA’s  plan,  more  de¬ 
tailed  than  similar  proposals 
floated  by  White  House  adminis¬ 
trations  over  the  past  eight  years, 
calls  for  the  Federal  Communica¬ 
tions  Commission  to  auction  off 
only  available  or  newly  appropri¬ 
ated  radio  spectrum. 

Existing  spectrum  licensees 
would  not  have  to  bid  for  the 
spectrum  they  already  use,  a  pro¬ 
vision  that  would  be  welcomed  by 
small  users  that  cannot  compete 
financially  with  large  corpora¬ 
tions  for  spectrum. 

The  NTIA  proposal  also  calls 
for  Congress  to  enact  new  legisla¬ 
tion  supporting  the  concept  of 
spectrum  auctioning  because 
NTIA  officials  concede  that  the 
proposed  plan  violates  the  Com¬ 
munications  Act  of  1934,  which 
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pledged  to  support  capabilities 
specified  by  the  Bell  Communica¬ 
tions  Research  TRs,  and  three 
RBHCs  mapped  out  their  updated 
ISDN  deployment  plans  at  the 


National  ISDN  1 
participants 

Users: 

Aeronautical  Radio,  Inc. 
Eastman  Kodak  Co. 

General  Motors  Corp. 

CO  vendors: _ 

AT&T  Network  Systems  Group 
Northern  Telecom,  Inc. 

Siemens  Stromberg-Carlson 

Regional  Bell  holding  companies: 

Bell  Atlantic  Corp. 

Nynex  Corp. 

Southwestern  Bell  Corp. 

Computer  vendors: 

Digital  Equipment  Corp. 

IBM 

Others: 

Bell  Communications  Research 

Council  members  not  represented 
at  the  event: _ 

Apple  Computer,  Inc. 

Motorola,  Inc. 

The  Boeing  Co. 

The  event  was  sponsored  by  the 
Corporation  for  Open  Systems 
International. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


event  (see  “Three  RBHCs  discuss 
ISDN  strategies,”  page  54). 

Users  said  that  although 
they’re  sold  on  ISDN,  they  will 
wait  for  vendors  to  deliver  prod¬ 
ucts  that  support  National  ISDN  1 
before  widely  deploying  the  tech- 


does  not  recognize  the  rights  of 
individuals  or  companies  to  own 
spectrum. 

In  its  proposal,  the  NTIA  calls 
on  the  FCC  to  implement  the 
plan,  urging  it  to  immediately 
open  up  a  rule  making  to  estab¬ 
lish  a  new  system  and  procedures 
for  spectrum  allocation.  The  FCC 
would  be  allowed  to  determine 
which  public  interests  should  be 
excluded  from  any  auctioning  re¬ 
quirement. 

NTIA  officials  believe  the  time 
has  come  to  change  the  nation’s 
spectrum  allocation  policy. 

Instead  of  relying  on  FCC 
spectrum  managers  or  lotteries 
to  parcel  out  available  frequen¬ 
cies,  the  NTIA  is  in  favor  of  a  pro¬ 
cess  in  which  competitive  bidding 
and  spectrum  resale  are  the  pri¬ 
mary  means  of  allocating  spec¬ 
trum. 

Janice  Obuchowski,  head  of 
the  NTIA,  said  it  is  time  to  intro¬ 
duce  a  market-based  approach  to 
spectrum  allocation  in  order  to 
encourage  more  efficient  use  of 
scarce  radio  spectrum. 

The  NTIA  plan  reasons  that, 


nology  in  their  companies. 

“We’re  facing  an  unprece¬ 
dented  increase  in  the  amount  of 
electronic  data  we  transmit,” 
said  Rudolph  Blatt,  a  network 
manager  with  GM.  “It’s  going  up 
by  an  order  of  magnitude,  but  we 
can’t  afford  [transmission  costs] 
to  go  up  by  an  order  of  magnitude 
as  well.  The  only  way  we  know  to 
control  costs  is  through  ISDN.  We 
are  convinced  it’s  the  way  to  go.” 

A  year  from  now,  GM  will  de¬ 
cide  whether  to  use  ISDN,  Blatt 
said.  Another  attendee,  Eastman 
Kodak,  is  trying  to  determine 
which  ISDN  services  are  currently 
offered  by  the  seven  RBHCs  and 
the  interexchange  carriers. 

“We’ve  sent  out  about  60  re¬ 
quests  for  quote  to  see  how  far  we 
can  get  with  ISDN  today  and  hope 
to  hear  back  from  the  carriers  in  a 
few  weeks,”  said  Charles  Gard¬ 
ner,  information  technology  in¬ 
frastructure  director  for  Eastman 
Kodak’s  MIS  Photographic  Prod¬ 
ucts  Group.  “We’re  just  testing 
the  water.”  Kodak  would  like  to 
use  ISDN  at  its  regional  market¬ 
ing,  sales  and  distribution  sites. 

Three  vendors  —  AT&T  Net¬ 
work  Systems  Group,  Northern 
Telecom,  Inc.  and  Siemens 
Stromberg-Carlson  —  plan  to 
have  switch  software  supporting 
National  ISDN  1  ready  for  testing 
by  phone  companies  in  Decem¬ 
ber  and  generally  available  in 
1992. 

“We’ve  spent  many  millions 
of  dollars  to  develop  software 
that  [supports]  National  ISDN  1,” 
said  Joseph  Colson  Jr.,  switching 
systems  vice-president  for  AT&T. 
( continued  on  page  54 ) 


through  bidding,  auctioned  spec¬ 
trum  would  find  its  fair  price  in 
the  market  and  companies  would 
determine  its  most  appropriate 
use. 

But  in  its  report,  the  NTIA  ac¬ 
knowledges  that  auctioning  has 
no  legal  foundation  at  present. 
“As  a  matter  of  law,  the  1934  act 
does  not  recognize  spectrum 
property  rights  in  licensees,”  the 
NTIA  report  stated,  adding  that 
all  of  legislative  history  “sug¬ 
gests  that  Congress  did  not  view 
spectrum  as  something  to  be 
‘owned.’  ” 

However,  Obuchowski  cau¬ 
tioned  that  under  the  NTIA’s 
plan,  spectrum  property  rights 
would  still  be  subject  to  govern¬ 
ment  control  of  licenses. 

Obuchowski  suggested  that 
the  revenues  accrued  in  spectrum 
sales  would  help  the  public 
through  increasing  government 
revenues. 

FCC  Chairman  Alfred  Sikes  re¬ 
cently  expressed  enthusiasm  for 
spectrum  auctioning.  Therefore, 
should  Congress  enact  the  legis¬ 
lation  requested  by  the  NTIA, 
spectrum  auctioning  would  likely 
be  adopted. 

Although  little  frequency  is 
available  for  new  allocations  to¬ 
day,  efforts  by  the  FCC  and  Con- 
( continued  on  page  54 ) 


By  Bob  Wallace 

_ Senior  Editor  _ 

WASHINGTON,  D.C.  —  In  an 
effort  to  add  value  to  its  800  ser¬ 
vices,  MCI  Communications 
Corp.  last  week  unveiled  an  ad¬ 
vanced  call  routing  feature  for 
voice  processing  systems  in  its 
public  network. 

The  new  feature,  dubbed  En¬ 
hanced  Call  Router  (ECR)  en¬ 
ables  800  service  users  to  save 
money  by  customizing  call  rout¬ 
ing  and  messaging  capabilities 
supported  in  MCI’s  network.  This 
obviates  the  need  to  buy  on¬ 
premises  voice  processing  sys¬ 
tems  to  perform  similar  func¬ 
tions. 

ECR  has  capabilities  that  in¬ 
clude  menu  routing,  message  an¬ 
nouncements,  data  base  routing 
and  busy/no  answer  rerouting. 
MCI  outlined  plans  to  offer  these 
features  last  June  (“MCI  to  roll 
outvoice  features,”  NW,  July  2). 

MCI  is  the  second  of  the  Big 
Three  carriers  to  offer  public  net- 
work-based  voice  processing  fea¬ 
tures  for  use  with  an  800  service. 
AT&T  announced  similar  offer¬ 
ings  based  on  its  InfoWorks  net¬ 
work  platform  in  1989- 

“ECR  is  only  the  first  in  a  new 
line  of  voice  processing  features 
we  will  offer  to  customers,”  said 
Rick  Calder,  800  ECR  product 
manager  for  MCI.  The  carrier 
plans  to  roll  out  voice  recogni¬ 
tion  and  additional  recorded 
messaging  features  at  some  un¬ 
specified  date. 

ECR  Menu  Routing  presents 
users  with  a  menu  of  options  for 
routing  the  call,  enabling  them  to 
press  a  keypad  number  to  choose 
a  routing  function. 


M 

XT  ACI  is  the  second  of 
the  Big  Three  carriers  to 
offer  public  net-based 
voice  processing. 

AAA 


Calls  are  answered  by  a  voice 
processing  system  in  the  MCI  net¬ 
work  that  plays  a  recorded  mes¬ 
sage  asking  the  caller  to  input  sin¬ 
gle  digits  to  advance  to  the  next 
fimction  or  forward  the  call  to  a 
customer  site. 

ECR  Message  Announcement 
plays  a  prerecorded  message  for 
callers  with  information  on  ser¬ 
vice  hours,  site  closings  and  alter¬ 
nate  800  numbers.  Users  can  set 
this  feature  to  terminate  the  call 
after  the  message  or  offer  the 
caller  other  functions. 

ECR  Database  Routing  enables 


users  to  press  keypad  numbers  in 
response  to  ECR  Menu  Routing 
voice  prompts.  After  the  number 
is  keyed  in,  the  call  is  routed  to  a 
customer  location  based  on  an 
MCI  data  base  that  maps  caller 
routing  requests  to  specific  sites 
predefined  by  the  user. 

With  ECR  Busy/No  Answer, 
calls  are  automatically  rerouted 
to  other  extensions  or  to  another 
ECR  function,  such  as  a  recorded 
announcement,  when  the  num¬ 
ber  dialed  is  busy  or  unanswered. 

Users  pay  per-minute  charges 
that  cover  the  call  from  the  point 
of  connection  until  the  time  the 
caller  hangs  up.  Customers  with  a 


“V 

Xj  CR  is  only  the 
first  in  a  new  line  of 
voice  processing 
features,”  Calder  said. 


dedicated  access  line  to  an  MCI 
point  of  presence  (POP)  pay  15 
cents  per  minute.  Those  with 
shared  access  —  access  lines  that 
support  a  mix  of  800  and  WATS 
services  —  800  business  line  ac¬ 
cess  or  Dial  1  access  to  an  MCI 
POP  pay  20  cents  per  minute. 

Users  with  mixed  termination 
to  an  MCI  POP,  which  is  any  com¬ 
bination  of  dedicated  and  shared 
access,  pay  17.5  cents  per  min¬ 
ute.  Customers  must  also  pay  per- 
call  charges  for  each  ECR  feature. 
Users  pay  3  cents  per  call  for  ECR 
Menu  Routing,  8  cents  per  call  for 
ECR  Message  Announcements,  9 
cents  for  each  time  ECR  Database 
Routing  is  used  and  1  cent  per  call 
for  ECR  Busy/No  Answer. 

In  addition,  users  whose  audio 
storage  for  recorded  messages 
exceeds  10  minutes  must  pay  a 
onetime  fee  of  $500  for  each  ad¬ 
ditional  minute  up  to  a  maximum 
of  20  minutes.  Users  who  change 
their  message  more  than  once  a 
month  must  pay  $150  for  each 
message  revision  and  $150  for 
each  new  message. 

MCI  will  assist  users  in  the  cre¬ 
ation  of  the  ECR  data  base.  If  the 
data  base  is  created  from  disk¬ 
ettes  or  other  media,  users  pay 
$1,000  for  the  first  1,000  data 
base  records  and  $750  for  each 
additional  1 ,000  records  up  to  a 
maximum  of  10,000  records. 

If  the  data  base  is  created  from 
hard-copy  sources,  users  get  the 
first  25  records  free,  pay  $2,000 
for  26  to  1,000  records  and 
$1,500  for  each  additional  1,000 
records  up  to  a  maximum  of 
10,000  records.  □ 


NTIA  serves  up  plan  for 
auctioning  radio  spectrum 


There's  An  Easier  Way  To 
Double  Your  Processing  Power. 


The  ALR  POWERPRO 

Prices  Starting  at  $7495 

Strapping  two  traditional  PCs  together 
won  t  give  you  the  dual  processing 
power  you  need  to  keep  pace  with 
today’s  growing  networks  and  multi¬ 
user  environments,  but  the  new 
ALR®POWERPRO  will.  It’s  the  afford¬ 
able,  high-performance  alternative  to 
the  COMPAQ®  SYSTEMPRO™. 


to  keep  pace  with  your  future 
needs.  The  POWERPRO  also  c 
incorporates  a  32-bit  EISA 
bus,  so  you'll  have  maxi¬ 
mum  compatibility  with 
cutting-edge  enhancement 
products  while  enjoying  the 
affordability  of  today's  low- 
cost  "AT "  compatible  hardware 
SUPERIOR  CACHE 
The  POWERPRO  uses  ALR’s  proprie¬ 
tary  PROCACHE  scalable  cache  mem¬ 
ory  architecture.  This  mainframe-like 
read-and-write-back  design  is  more 
efficient  than  the  standard  write- 
through  architecture  found  on  the 
SYSTEMPRO.  More  importantly,  this 
scalable  architecture  allows  you  to 
equip  the  POWERPRO  with  up  to  1-MB 
of  cache. 

ADVANCED  DISK  PERFORMANCE 
AND  SECURITY 

Yet  the  POWERPRO's  performance 
edge  doesn’t  stop  there.  Selected 
models  use  ALR's  SCSI  SDA  (Software 
Disk  Array)  to  provide  the  capabilities 
of  hardware  disk  arrays  —  including 
disk  striping,  spanning  and  mirroring 
—  with  greater  flexibility  and  higher 
performance.  ALR’s  SDA  protects  your 


data  while  helping  to  eliminate 
hard  disk  bottlenecks. 

OFF  THE  SHELF 
COMPATIBILITY 

The  SYSTEMPRO-compat- 
ible  ALR  POWERPRO  runs 
off  the  shelf  dual-processing 
versions  of  SCO®  UNIX™  with 
SCO  MPX  as  well  as  Banyan® 
Vines™  SMP.  And  it's  positioned 
for  use  with  future  dual  processing 
versions  of  Novell®  NetWare™,  OS/  2™ 
and  LAN  Manager  2.0™. 

Only  ALR  can  deliver  a  dual-processing 
system  that's  more  powerful  than  the 
COMPAQ  SYSTEMPRO  for  a  price 
that’s  up  to  30%  less. 

For  more  information  call  ALR  now; 

1 -800-444-4ALR 


— Advanced  Logic  Research.  Inc. 


9401  Jeronimo,  Irvine,  CA  92718 
(714)  581-6770  FAX  (714)  581-9240 

Available  at  these  selected  resellers: 


ALR  Power  Partner  Connecting  Point  333  —=^TCBC 

Resellers  compute*  cwras 


UP  TO 
40  VAX™; 
MIPS 


Whether  you  need  a 
system  for  single  or 
multiple  users,  CAD/ 
CAM,  office  automation, 
manufacturing  manage¬ 
ment  systems,  shared 
databases  or  a  host  of  other  applica¬ 
tions,  there's  a  POWERPRO  that  deliv¬ 
ers.  Choose  between  one  or  two 
33-MHZ  i486  processors  and  up  to 
1-MB  of  cache  for  performance  ranging 
from  14.7  to  40  VAX™  MIPS.  Single 
CPU  models  can  be  quickly  and  easily 
upgraded  to  dual  processors  and  in  the 
future,  even  faster  processors. 


With  the  POWERPRO's  advanced  modular  system  architecture, 
the  choices  you  make  today  won't  limit  your  options  tommorrow. 


With  49-MBs  of  possible  RAM,  twelve 
expansion  slots,  and  accommodations 
for  up  to  2.5-GB  of  internal  storage  (up  to 
10-GB  of  total  storage  utilizing  an  exter¬ 
nal  ALR  expansion  chassis),  the 
POWERPRO  has  the  expandability  needed 

Prees  and  configurations  subject  to  change  without  notice  please  verity  competitive  prices  with  manufacturer 
System  shown  with  optional  monitor  ALR  is  a  registered  trademark  of  Advanced  Logic  Research.  Inc  All  other  brand 
and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  owners  C  1 990  by  Advanced  Logic 
Research.  Inc 


Manufacturer 
Model  Name 

CPU 

ft  of  Processors 
Max.  ft  of  Processors 
Bus  Architecture 
Memory  Cache 
RAMStd. 

Hard  Drive 
Expansion  Slots 
Price 


ALR 

POWERPRO  486/33 
VM  64 

Single  33-MHz  i486 
1 
2 

32-bit  EISA- 
64-KB 
5-MB 
none 
12 

$7,495 


ALR 

POWERPRO  486/33 
SMP  512 

Single  33-MHz  i486 
1 
2 

32-bit  EISA 

512-KB 

17-MB 

330-MB  <18ms 
12 

$14,495 


Compaq 

SYSTEMPRO 

486/33 

Single  33-MHz  i486 
1 
2 

32-bit  EISA 

512-KB 

8-MB 

240-MB<19ms 

11 

$20,995 


Group  accepts  7 
technology  proposals 

continued  from  page  2 
systems,  merge  the  data  elements  and  re¬ 
turn  the  report  to  the  user. 

Among  the  seven  submissions  that  will 
vie  to  become  the  foundation  for  the 
OMG’s  ORB  is  a  joint  bid  from  arch  rivals 
Hewlett-Packard  Co.  and  Sun  Microsys¬ 
tems,  Inc. 

Other  entries  came  from  Architecture 
Projects  Management,  Ltd.,  Digital  Equip¬ 
ment  Corp.,  DSET  Corp.,  Group  Bull,  Hy- 
perDesk  Corp.  and  NCR  Corp. 

The  ORB  will  be  the  first  specification 
developed  in  accordance  with  OMG’s  “Ob¬ 
ject  Management  Architecture  Guide’’ 


(OMAG).  Published  last  November,  the 
OMAG  defines  a  framework  vendors  can 
use  to  develop  an  object-oriented  environ¬ 
ment,  which  consists  of  an  object-oriented 
language  such  as  C+  +  ,  a  graphical  user 
interface,  distributed  computing  software 
and  an  object-oriented  data  base. 

Several  vendors  are  already  building 
object-oriented  environments.  The  goal  of 
OMG’s  more  than  100  vendor  and  user 
members  is  to  define  specifications  devel¬ 
opers  can  use  to  build  applications  that  will 
run  under  any  compliant  object-oriented 
environment. 

“Our  intent  is  to  have  all  of  our  mem¬ 
bers  start  singing  from  the  same  hymnal,” 
saidjohn  Slitz,  vice-president  of  marketing 
for  OMG  and  a  founder  of  NetWise,  Inc.,  a 


supplier  of  RPC  technology. 

“The  beginning  of  that  hymnal  is  the 
idea  of  creating  object-oriented  environ¬ 
ments  that  enable  applications  to  commu¬ 
nicate  through  standardized  [application 
program  interfaces],  which  constitute  the 
ORB,”  he  said. 

Analysts  applauded  OMG’s  attempt  to 
define  standards  for  object-oriented  envi¬ 
ronments  and  said  the  ORB  could  spur  fur¬ 
ther  interest  in  distributed  computing  by 
making  it  easier  for  one  vendor’s  worksta¬ 
tion  to  access  objects  stored  on  another’s 
server. 

“The  pressure  from  users  is  to  have  ap¬ 
plications  that  can  run  across  a  wide  vari¬ 
ety  of  different  computing  platforms,  and 
this  is  a  step  on  the  way  toward  that,”  said 


She  became  the  first  woman 
aviator  to  cross  the  Atlantic,  an  author, 
entrepreneur  and  nurse.  Just  what 
you’d  expect  from  a  fashion  designer. 

w; 


ith  the  right  combination  of 
bravado  and  talent,  there’s  no 
telling  what  you  can  accomplish. 

Nicknamed  “Lady  Lindy,”  Amelia 
Earhart  was  not  only  the  first  woman 
to  fly  solo  across 
the  Adantic,  she  held 

it 

*  women’s  speed  and 
distance  records. 
As  a  nurse 
during  World 
War  I,  Earhart 
began  her  cause  for  human 
rights.  Her  accomplishments  in  the 
air  moved  her  to  pen  three 
best-selling  books. 

She  served 
as  aviation 


Newfoundland 

•« 


Northern  Ireland 


editor  for 
Cosmopolitan 

and  designed  and  marketed  a  line  of 

luggage.  She  founded  two  successful  together,  they  can  provide 
airlines  and  created  fashions  for  technologically  advanced  solutions  to 

top  department  stores  like  Macy’s  and  a  variety  of  communications  problems. 

Marshall  Field’s. 


If  you  understand  how 
Amelia  Earhart  combined 
many  talents  in  her  pursuit  of 
excellence,  you’ll  understand 
the  commitment  of  BellSouth. 

Individually,  the  various 
companies  of  BellSouth 


HERE’S  HOW  BELLSOUTH  INTEGRATED  MANY 
TALENTS  TO  HELP  THE  HEALTH  CARE  INDUSTRY. 

Developed  a  systemfor  electronic  insurance  claims 
processing  utilizing  an  advanced  interactive  network, 
reducing  overhead costs  and  handling  time. 

Created  disaster  recovery  systems  employing  net¬ 
work  and  cellular  services. 

Designed  an  interactive  network  linking  medical 
centers,  physician  groups,  insurance  companies  and 
employers  to  achieve  a  signif candy  higher  level  of  cost 
effectiveness  in  the  provision  of  services. 


Senior  industry  executives  have 
are  considered  to  be  named  BellSouth  the  most  admired 
among  the  best  telecommunications  company  in 

in  their  field.  America  for  the  past  three 
Brought  years  in  an  annual  Fortuny 
magazine  survey. 

Which  means 
if  you’re  looking  at 
your  own  needs,  the 
companies  of 
BellSouth  may 
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you’re  looking  for. 

After  all,  when  you  surround  a 
problem  with  remarkable  talent, 
there’s  no  telling  how  far  you  can  go. 
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BELLSOUTH 


Everything  you  expect from  a  leader'' 


Martyn  Roetter,  director  of  the  informa¬ 
tion  industries  practice  at  Arthur  D.  Little, 
Inc.  in  Cambridge,  Mass. 

OMG’s  work  will  also  go  a  long  way  to¬ 
ward  helping  vendors  develop  applica¬ 
tions  that  can  make  use  of  one  vendor’s 
graphical  user  interface  and  another’s  ob¬ 
ject-oriented  data  base,  said  Tom  Will- 
mott,  vice-president  at  the  Aberdeen 
Group,  a  consulting  firm  in  Boston. 

In  object-oriented  environments,  “the 
software  and  hardware  packages  from  var¬ 
ious  suppliers  will  achieve  a  much  higher 
level  of  interoperability  than  we’ve  experi¬ 
enced  in  the  past,”  Willmott  said.  “That  is 
the  key  and  fundamental  benefit  here.” 

In  addition  to  submitting  technology 
for  the  ORB,  Sun  and  HP  said  they  will 
work  with  standards  bodies  to  develop  a 
standard  RPC  for  their  respective  distribut¬ 
ed  computing  environments. 

Sun’s  Open  Network  Computing  (ONC) 
and  HP’s  Network  Computing  System 
(NCS)  software  currently  use  different 
RPCs,  meaning  they  will  have  to  be  re¬ 
vamped  to  work  with  the  ORB  until  a  stan¬ 
dard  RPC  is  adopted. 

“What  we’ve  done  is  team  up  to  ensure 
that  what  we’re  building  has  the  flexibility 
to  run  across  multiple  RPCs,”  said  Jeff 
Liotta,  operation  manager  for  HP’s  coop¬ 
erative  object  computing  division. 

Neither  firm  would  elaborate  on  the  se¬ 
lection  process  for  a  standard  RPC. 

However,  Liotta  said  the  firms  will  not 
create  a  new  standard  that  would  contra¬ 
dict  the  groundwork  that  has  already  been 
laid,  such  as  the  Open  Software  Founda¬ 
tion’s  development  of  a  standard  RPC 
based  on  HP’s  technology.  □ 


Nasdaq  enlists  MCI 
muxes  to  build  net 

continued  from  page  2 
own  links  to  Nasdaq  data  centers.  Typical¬ 
ly,  he  said,  they  only  obtain  point-to-point 
leased  lines  to  the  main  data  center. 

As  a  result  of  this  arrangement,  disaster 
recovery  capabilities  suffer.  More  than 
three-quarters  of  the  85  firms  that  obtain 
special  services  do  not  maintain  links  to 
Nasdaq’s  backup  data  center  in  Rockville, 
Md.  If  the  main  data  center  goes  down  and 
Nasdaq  has  to  shift  operations  to  Rock¬ 
ville,  subscribers  to  these  special  services 
would  be  cut  off. 

Outlining  the  new  setup 

Under  the  new  network  setup,  special 
services  subscribers  will  maintain  dedicat¬ 
ed  links  to  the  nearest  MCI  points  of  pres¬ 
ence  running  at  the  same  speed  as  the  sub¬ 
scribers’  existing  links.  Traffic  then  will  be 
routed  to  one  of  six  Network  Equipment 
Technologies,  Inc.  (NET)  IDNX  multiplex¬ 
er  nodes  throughout  the  country  that  will 
be  owned,  housed  and  maintained  by  MCI. 

Two  other  IDNX  boxes,  also  owned  by 
MCI,  will  be  housed  at  the  Trumbull  and 
Rockville  data  centers. 

These  NET  nodes  will  be  interconnect¬ 
ed  by  a  redundant  T- 1  and  64  K  bit /sec  net¬ 
work  based  on  a  ring  topology  that  will 
support  automatic  rerouting  of  traffic  to 
the  backup  data  center  in  the  event  of  an 
outage. 

“Our  principle  goal  is  to  provide  disas¬ 
ter  recovery  capability  to  our  special  ser¬ 
vices  subscribers,”  Moore  said. 

According  to  Moore,  the  MCI  network, 
worth  an  estimated  $10  million  over  five 
years,  was  the  least  expensive  way  for  Nas- 
( continued  on  page  8) 


Because  the  data  you  need 
isn’t  always  blue. 


six; 

for  easy  access  to 


non 


easy  a 

-IBM 


You’ve  worked  hard  to  create  a  powerful  IBM®  network. 

Now  your  users  want  the  same  kind  of  easy  access  to 
non-IBM  data  sources.  Legal  needs  access  to  LEXIS® 
Engineering  needs  quality  assurance  files  transferred  from 
an  HP  on  the  factory  floor.  R&D  relies  on  a  database  supported 
on  a  public  network. 

What’s  the  answer?  More  PCs  and  modems? 

More  dial-out  charges?  More  time  consuming,  awkward 
connection  procedures? 

LEGENT  has  a  better  way.  STX.  A  unique  software 
solution  that  provides  quick  access  to  non-IBM  data  sources 
with  a  single  keystroke  from  an  ordinary  3270  terminal. 

With  STX,  users  simply  select  the  sources  they  need 
from  a  menu  screen.  Sources  such  as  DEC’S  All-In-1  or  a 
Hewlett  Packard  database.  Public  networks  like  Telenet™, 
TYMNET®,  or  Datapac™.  Public  databases  such  as  Dow 
Jones  News  Retrieval™  or  LEXIS/NEXIS®  And  you  can 
easily  integrate  this  non-IBM  data  into  IBM  applications  via 

TM 

an  Application  Programming  Interface  that  uses  popular 
languages  like  REXX,  CLIST,  C,  and  more. 


sources.  STX  automatically  connects  users  to  the 

information  they  need,  without  special  hardware  or  awkward 
procedures.  The  result?  Significant  cost  savings  on 
hardware... and  even  more  significant  benefits  in  user 
productivity  and  satisfaction. 

Access  STX  today  and  see  what  lies  beyond  the  blue. 
Contact  your  local  LEGENT  account  representative  or  call 
800-323-2600  (412-323-2600  in  Pennsylvania).  Free 
evaluations  are  available  for  MVS  and  VM  environments. 


©  199!  LEGENT 

STX  is  a  trademark  of  LEGENT. 

IBM  is  a  registered  trademark  of  International  Business  Machines. 

LEXIS  and  NEX1S  are  registered  trademarks  of  Mead  Data  Central,  Inc. 

DEC  and  All-ln-1  are  trademarks  of  Digital  Equipment  Corporation. 

HP  is  a  trademark  of  Hewlett  Packard. 

TYMNET  is  a  registered  trademark  of  British  Telecommunications  Pic. 

Telenet  is  a  trademark  of  Telenet  Communication  Corporation  (A  U.S.  Sprint  Communications  Company). 
CompuServe  is  a  trademark  of  CompuServe  Inc. 

Datapac  is  a  trademark  of  Bell  Canada. 

Dow  Jones  News  Retrieval  is  a  trademark  of  Dow  Jones  and  Company  Inc. 


mmunnunii  i 

LEGENT 


IBM  to  serve  up 
surprise  in  rollout 

continued  from  page  2 

APPN  is  currently  supported  in  full  only 
on  the  Application  System/400  and  Sys¬ 
tem/36  minicomputers,  but  last  January, 
IBM  said  it  would  announce  APPN  support 
for  OS/2  Extended  Edition  (“IBM  to  bring 
OS/2  into  APPN  family,’’  NW,  February 

4). 

That  announcement  will  come  this 
week  and  3174  support  will  be  unveiled  as 
well,  according  to  sources  close  to  the 
company.  IBM  only  acknowledged  that  its 
Communication  Systems  division  will 
make  an  announcement  Tuesday. 

The  sources  expect  IBM  will  announce 


the  ability  to  configure  a  3174  as  an  APPN 
network  node  —  a  node  that  maintains  full 
routing  tables  in  an  APPN  network.  APPN 
end  nodes  do  not  maintain  routing  tables 
but  can  request  routing  information  from 
network  nodes. 

Analysts  say  that  as  an  APPN  network 
node,  the  3174  will  be  able  to  route  traffic 
among  LANs  supporting  OS/2  Extended 
Edition  workstations  equipped  as  APPN 
end  nodes. 

“A  3 1 74,  if  it  supported  APPN,  could  be 
used  as  basically  a  low-end  SNA  router  to 
link  these  LANs  together  —  either  over  a 
backbone  network  or  via  direct  links  [be¬ 
tween  3174s],”  said  David  Passmore,  a 
partner  at  Ernst  &  Young’s  Network  Strate¬ 
gies,  a  consultany  in  Vienna,  Va. 


The  3174  would  only  support  IBM’s  LU 
6.2  protocol,  which  is  the  only  protocol 
IBM  has  announced  that  will  work  with 
APPN,  Passmore  said.  Therefore,  it  will  not 
enable  users  to  link  LANs  using  other  pro¬ 
tocols,  such  as  Novell,  Inc.’s  IPX,  over  SNA 
nets.  It  will  coexist  with  other  protocols  on 
the  same  LAN,  however. 

Inherent  in  the  3174  APPN  announce¬ 
ment  is  another  long-awaited  enhance¬ 
ment  —  support  for  PU  Type  2.1  on  the 
3174.  PU  Type  2.1  is  a  prerequisite  for 
APPN. 

That  support  will  give  users  more  flexi¬ 
bility  in  how  they  use  personal  computers 
attached  to  3174s,  analysts  said. 

“Today  if  you’re  attached  to  a  3 1 74,  the 
only  application  you  can  talk  to  is  the  host 


application,”  said  Atul  Kapoor,  vice-presi¬ 
dent  of  Kaptronix,  Inc.,  a  Haworth,  N.J., 
consulting  firm. 

The  addition  of  PU  Type  2.1  support 
would  give  the  3 1 74  the  ability  to  commu¬ 
nicate  as  a  peer  with  any  other  Type  2.1 
node.  It  also  means  devices  attached  to  the 
3174  could  support  parallel  sessions. 

With  parallel  sessions,  a  device  requires 
only  a  single  logical  unit  definition  in 
VTAM  and  NCP  to  support  multiple  ses¬ 
sions  with  other  logical  units.  Today,  if  an 
OS/2  machine  attached  to  a  3174  wants  to 
conduct  multiple  sessions,  it  must  have  a 
logical  unit  configured  in  VTAM  and  NCP 
for  each  of  those  sessions,  Kapoor  said. 

According  to  Frank  Dzubeck,  president 
of  Communications  Network  Architects, 
Inc.,  a  consultancy  in  Washington,  D.C., 
announced  enhancements  in  the  next  re¬ 
lease  of  VTAM  will  support  dynamic  alloca¬ 
tion  of  logical  units  to  PU  Type  2.1  devices. 
That  means  a  series  of  3174s,  if  they  sup¬ 
ported  APPN,  could  find  the  appropriate 
host  at  the  request  of  an  attached  OS/2  Ex¬ 
tended  Edition  machine.  The  OS/2  ma¬ 
chine  could  then  be  assigned  a  logical  unit 
by  that  host  even  though  it  was  not  prede¬ 
fined  in  VTAM.  □ 


Nasdaq  enlists  MCI 
muxes  to  build  net 

continued  from  page  6 
daq  to  improve  its  disaster  recovery  capa¬ 
bilities.  MCI  will  collect  this  money  from 
brokerages  and  stock-quote  vendors  that 
obtain  special  services  information.  As  a 
result,  Nasdaq  will  incur  no  expense  for  the 
network. 

Moore  said  that  every  special  services 
subscriber  will  pay  the  same  or  less  than 
they  are  currently  paying  for  network  ser¬ 
vices.  He  said  savings  would  be  largest  for 
subscribers  on  the  West  Coast,  who  will  no 
longer  have  to  maintain  dedicated  circuits 
spanning  the  country.  Users  in  this  catego¬ 
ry  could  save  more  than  50%,  according  to 
Moore. 

For  their  money,  subscribers  not  only 
will  obtain  better  disaster  recovery  capa¬ 
bilities,  but  better  facilities  management 
services  as  well.  MCI  will  work  with  local 
carriers  to  provide  access  circuits  and  ob¬ 
tain  modems  for  subscribers  from  Codex 
Corp.,  and  also  to  monitor  and  maintain 
the  network. 

Moore  said  MCI  beat  out  AT&T  and  Ca¬ 
ble  &  Wireless  Communications,  Inc.  by  of¬ 
fering  more  attractive  contract  terms.  For 
example,  he  said  both  AT&T  and  Cable  & 
Wireless  wanted  Nasdaq  to  collocate 
equipment  on  the  carriers’  facilities. 

This  condition  would  have  required 
Nasdaq  to  rent  floor  space,  increasing 
costs  further.  By  contrast,  MCI  agreed  to 
use  its  own  equipment  to  support  the  Nas¬ 
daq  network,  which  enabled  Nasdaq  to 
avoid  collocation  charges  and  capital  ex¬ 
penditures  on  new  equipment. 

Jonathan  Crane,  president  of  MCI’s 
Eastern  division,  said  MCI  may  use  the  Nas¬ 
daq  network  as  a  model  for  other  users. 

“We  are  the  largest  IDNX  user  in  the 
United  States,”  Crane  said.  “One  thing  we 
could  do  with  our  IDNX  boxes  is  provision 
[network]  applications  to  other  users.” 

Crane  said  MCI  currently  operates  a 
network  of  1 14  NET  IDNX  T-l  muxes  that 
support  data  communications  between 
MCI  data  centers.  Crane  said  MCI  is  consid¬ 
ering  allowing  users  to  maintain  dedicated 
data  links  between  their  own  private  net¬ 
works  and  MCI’s  IDNX  network.  □ 


3290  ...THE  NEXT  GENERATION 


The  Visible  Advantage  workstation  plugs  right  into  your  3290  applications 

The  Visible  Advantage  requires: 

•  no  IBM®  host  program  changes 

•  no  controller  reconfiguration 

•  no  new  cabling  •  no  retraining. 

See  for  yourself!  Call  800-722-2482. 

Rabbit 

SOFTWARE 

A  Safeguard  Scientifics  Partnership  Company 


At  last,  an  intelligent  migration  path 
to  the  next  generation  3290. 

Based  on  personal  computer  tech¬ 
nology,  The  Visible  Advantage 
software  manages  up  to  eight  host 
sessions  at  a  time. ..displays  up  to 
four  full  host  sessions  concurrently 
...in  high  resolution  monochrome 
or  color. 


Use  The  Visible  Advantage 's  color 
highlighting,  dynamic  font  sizing, 
APIs,  and  DOS  session  support  to 
improve  operator  efficiency  in  time 
sensitive  customer  service  and 
transaction  processing. 

Use  The  Visible  Advantage  in  stand¬ 
alone  or  LAN  configurations  with 
any  SNA  host  interconnect  options. 
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The  Visible  Advantage 
software  runs  on  IBM® AT 
and  PS/2®computers,  and 
compatible  PCs 
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INDUSTRY  UPDATE 

VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Worth  Noting 


iovell,  Inc.  reported  in 
a  1990  filing  with  the 
Securities  and 
Exchange  Commission 
that  it  spent  about 
$59.3  million  on  product 
development  in  that 
year.  That's  up  about 
44%  from  the  $41.3 
million  spent  on  product 
development  in  1989, 
the  report  said. 


eople  & 
Positions 


Former  FCC  Commissioner 

Patricia  Diaz  Dennis  last 
week  was  appointed  vice-pres¬ 
ident  of  government  affairs  at 
United  Telecommunica¬ 
tions,  Inc.  and  its  US  Sprint 
Communications  Co.  sub¬ 
sidiary. 

Dennis’  major  responsibil¬ 
ities  will  be  to  represent  Unit¬ 
ed  Telecom  and  US  Sprint  be¬ 
fore  Congress  and  various 
federal  government  agencies 
on  domestic,  international 
and  Federal  Telecommunica¬ 
tions  System  2000  issues.  She 
will  also  be  involved  in  mat¬ 
ters  before  the  Federal  Com¬ 
munications  Commission. 

Dennis  served  as  a  commis¬ 
sioner  with  the  FCC  from  1986 
to  1989  and  most  recently  was 
a  partner  in  the  law  firm  of 
Jones,  Day,  Reavis  &  Pogue  in 
Washington,  D.C. 

Robert  Puette,  president 
of  Apple  Computer,  Inc.’s 
Apple  USA  organization,  last 
week  w'as  elected  to  the  board 
of  directors  of  Cisco  Sys¬ 
tems,  Inc.,  a  Menlo  Park, 
Calif.,  maker  of  internetwork¬ 
ing  products.  Puette  has  been 
with  Apple  since  1980  when 
he  joined  to  head  its  U.S.  sales, 
marketing  and  support  activi¬ 
ties.  Before  that,  he  spent  24 
years  at  Hewlett-Packard  Co. 

John  Morgridge,  president 
of  Cisco,  said  that  with 
Puette’s  experience  in  the  per¬ 
sonal  computer  local-area 
network  business,  he  “will 
provide  Cisco  with  valuable 
guidance  as  we  expand  our  ef¬ 
forts  in  that  area.”  □ 


Virtual  private  network  penetration 


1  Figures  represent  survey  respondents  at  1,000  sites  who  use  virtual 
private  nets  from  a  certain  carrier. 

GRAPHIC  BY  SUSAN  J,  CHAMPENY _ SOURCE:  COMPUTER  INTELLIGENCE,  LA  JOLLA,  CALIF. 


Start-ups  poised  to  impress 
net  users  with  new  wares 


Emerging  companies  may  be  future  industry  stars. 


Despite  tough  economic  con¬ 
ditions  and  intense  competition 
among  established  vendors,  ob¬ 
servers  believe  there  is  still  plen¬ 
ty  of  room  for  innovative  start¬ 
ups  to  make  their  mark  on  the 
networking  industry. 

Emerging  high-bandwidth  ap¬ 
plications,  such  as  local-area  net¬ 
work  interconnection  and  imag¬ 
ing,  have  presented  opportuni¬ 
ties  for  some  newcomers,  while 
the  growing  intelligence  of  the 
public  network  will  be  exploited 
by  other  innovators. 

Network  World  Senior  Edi¬ 
tors  Bob  Brown  and  Caryn  Gilloo- 
ly  recently  polled  industry  ana¬ 
lysts,  consultants  and  venture 
capitalists  to  compile  this  list  of 
emerging  companies  that  are 
likely  to  have  a  big  impact  on  user 
networks  in  the  years  ahead. 


Ascend 

Communications,  Inc. 


Based:  San  Francisco 

ASCEND  Founded: 1988 


Primary  business:  ISDN  data 
communications  access  equipment 
and  software 


Ascend  Communications, 
Inc.’s  goal  is  to  solve  a  perennial 
problem  —  users’  lack  of  high¬ 
speed  access  to  the  public  net¬ 
work. 

Multiband  is  Ascend’s  flagship 
product.  Introduced  in  January, 
the  customer  premises  device 
uses  Integrated  Services  Digital 
Network  Basic  Rate  Interface, 
Primary  Rate  Interface  or  short 
T-l  ‘stubs’  to  provide  high-speed 
access  —  up  to  4M  bit/sec  —  to 
the  public  network. 

Multiband  uses  a  technique 
known  as  inverse  multiplexing  to 
support  such  speeds.  Like  a  multi¬ 
plexer,  Multiband  divides  band¬ 
width  into  channels  but  instead  of 
sending  one  data  stream  per 
channel,  it  breaks  up  the  data 
stream  and  sends  it  simulta¬ 


neously  over  multiple  channels. 
The  stream  is  then  reassembled 
at  the  receiving  end. 

By  using,  for  example,  six  56K 
bit/sec  channels  at  once,  a  device 
has  access  to  a  virtual  336K  bit/ 
sec  channel. 

“The  user  sees  one  digital 
high-speed  data  stream,”  said  Jay 
Duncanson,  cofounder  and  prod¬ 
uct  manager  at  Ascend. 

Ascend  has  targeted  four  pri¬ 
mary  applications  for  Multiband, 
Duncanson  said.  They  are  video- 
conferencing,  imaging,  LAN  brid¬ 
ging/routing  and  network  back¬ 
up. 

“Customers  usually  lease  dual 
T-l  lines”  for  redundancy,  which 
can  get  expensive,  Duncanson 
said.  With  Multiband,  however, 
the  user  has  the  option  to  lease 
only  one  private  line  and  use  the 
public  network  as  a  redundant 
path  in  case  of  disaster. 

Pipeline 

Ascend’s  other  product,  Pipe¬ 
line,  has  been  shipping  since  No¬ 
vember  1990.  It  reduces  the  num¬ 
ber  of  ISDN  terminal  adapters 
that  hosts  need  to  communicate 
with  remote  workstations.  It 
passes  data  from  multiple  incom¬ 
ing  ISDN  circuits  to  a  host,  elimi¬ 
nating  the  need  to  install  multi¬ 
ple-host  ISDN  adapters  to 
support  each  remote  worksta¬ 
tion. 

According  to  Duncanson, 
Pipeline  is  a  rack-based  system 
that  can  support  as  many  as  500 
terminal  connections. 

“Multiband  is  intended  for  a 
wide  base  of  customers,  while 
Pipeline  is  intended  for  ISDN 
campus  installations,”  Duncan¬ 
son  said.  “Pipeline  is  for  large 
government  installations,  uni¬ 
versities  or  advanced  companies 
that  have  gone  for  full  campus¬ 
wide  ISDN.” 

According  to  Berge  Ayvazian, 
(continued  on  page  10) 


Esrey  predicts  slow 
growth  for  US  Sprint 

Carrier’s  president  and  CEO  briefs  financial 
analysts  on  firm’s  cost  controls,  global  push. 


By  Ellen  Messmer 

Washington  Correspondent 

NEW  YORK  —  William  Esrey, 
president  and  chief  executive  of¬ 
ficer  of  United  Telecommunica¬ 
tions,  Inc.,  recently  told  financial 
analysts  to  expect  slower  growth 
from  US  Sprint  Communications 
Co.  for  some  time  to  come. 

At  a  meeting  of  investment  an¬ 
alysts  here,  Esrey  said  US  Sprint’s 
revenue  is  likely  to  grow  more 
slowly  in  coming  quarters  than  it 


William  Esrey 


has  in  the  past.  But  he  vowed  that 
the  carrier,  which  is  a  joint  ven¬ 
ture  of  United  Telecom  and  GTE 
Corp.,  will  maximize  its  bottom 
line  through  tight  cost  controls. 

Esrey  said  US  Sprint  would 
hold  costs  flat  throughout  1991, 
but  he  cautioned  that  the  weak 
economy  and  tough  long-dis¬ 
tance  competition  will  be  a  drag 
on  revenue  and  earnings.  He  add¬ 
ed  that  US  Sprint  does  not  intend 
to  capture  new  long-haul  traffic 
through  price  slashing. 

“I  believe  a  company  can  pay 
too  high  a  price  to  generate  reve¬ 
nue  growth,”  Esrey  said.  “Our 
challenge  is  to  keep  our  perspec¬ 
tive  and  not  be  captivated  by  the 
allure  of  growth  for  growth’s 
sake.  Our  first  priority  is  improv¬ 
ing  operating  profits.” 

Esrey  did  not  issue  specific  fi¬ 
nancial  forecasts  on  revenue  or 
profit  for  upcoming  quarters. 

In  1990,  US  Sprint  achieved 
17%  growth  in  revenue  for  a  total 
of  $5.06  billion,  compared  with 
$4.32  billion  in  1989-  Minutes  of 
usage  also  grew  by  23% 
( continued  on  page  10 ) 
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Groups  make  position  known  on  RBHC  ban. 

Three  telecommunications  equipment  trade  groups  last  week 
eased  their  opposition  to  a  bill  introduced  recently  by  Sen.  Fritz 
Hollings  (D-S.C.)  that  would  lift  equipment  manufacturing 
restrictions  imposed  on  the  regional  Bell  holding  companies  by 
the  Modified  Final  Judgment. 

In  a  proposal  widely  circulated  on  Capitol  Hill,  the  Indepen¬ 
dent  Data  Communications  Manufacturers  Association,  Inc.,  the 
North  American  Telecommunications  Association  and  the  Tele¬ 
communications  Industry  Association  jointly  issued  a  compro¬ 
mise  position  stating  the  ban  on  manufacturing  be  limited  at 
this  time  to  allow  research  and  development. 

The  three  groups  also  said  they  would  not  object  to  RBHCs 
being  allowed  to  work  jointly  with  other  equipment  makers  nor 
would  they  balk  at  RBHCs  being  allowed  to  hind  product 
development.  The  groups  said  further  lifting  of  the  manufactur¬ 
ing  ban  should  not  be  considered  until  75%  of  residential  and 
business  customers  in  a  given  RBHC  territory  have  an  alterna¬ 
tive  phone  service  available  and  25%  actually  subscribe  to  an 
alternative  service. 

NCR  establishes  dealer  program.  NCR  Corp. 
recently  announced  it  is  establishing  the  Gold  Medallion 
Program  to  expand  its  dealer  channels  in  100  cities.  Under  the 
plan,  NCR  will  team  up  with  one  dealer  in  each  city  to  sell 
NCR  equipment,  including  its  high-speed  local-area  network, 
WaveLAN,  and  the  NCR  System  3000  computer  systems.  Dan 
Doster,  NCR  director  of  dealer  sales,  said  his  company  will 
support  the  dealers  through  aggressive  advertising,  provide 

( continued  on  page  10) 
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Esrey  predicts  slow 
growth  for  US  Sprint 

continued  from  page  9 
during  the  year.  But  the  carrier  had  only 
$148  million  in  operating  profit  vs.  $227 
million  in  1989- 

John  Bain,  an  analyst  with  Raymond, 
James  &  Associates,  said  analysts  are  not 
entirely  sure  what’s  behind  US  Sprint’s  de¬ 
cline  in  profitability. 

Bain  said  MCI  Communications  Corp.  is 
able  to  make  a  fairly  hefty  profit.  “It’s  not 
just  industry  conditions,”  said  Bain,  whose 
firm  is  predicting  that  the  recession  will 


uw 

▼  V  hile  you  won’t  see  us 
rushing  headlong  into  the 
international  market,  neither  will 
you  see  us  ignoring  it,”  he  said. 

AAA 


limit  this  year’s  growth  to  6%  in  the  long¬ 
distance  market. 

Because  United  Telecom  provides  little 
line-item  information  regarding  US 
Sprint’s  financials,  details  about  the  carri¬ 
er’s  spending  are  unavailable.  “We  don’t 
know  where  the  problem  is,”  Bain  said. 

Esrey  told  analysts  that  US  Sprint  has 
aggressive  growth  plans  for  the  expanding 
global  market.  “Countries  all  around  the 
world  are  modernizing  their  infrastruc¬ 
tures,”  he  said.  “The  opportunity  is  there 
to  provide  advanced  voice,  data  and  video 
services.  It  is  essential  that  we  position  our 
company  to  take  advantage  of  that 
growth.” 

However,  Esrey  was  temperate  in  as¬ 
sessing  the  risks.  He  acknowledged  that  in 
the  Soviet  Union,  where  US  Sprint  and  the 
Soviet  Ministry  of  Posts  and  Telecommuni¬ 
cations  jointly  own  and  operate  a  switch¬ 
ing  center  for  data  communications,  the 


Industry  Briefs 

continued  from  page  9 

them  with  access  to  NCR’s  installed  base  of 
customers  and  conduct  joint  sales  calls 
with  resellers. 

Consulting  service  formed. 

IBM  and  Coopers  &  Lybrand  last  week  an¬ 
nounced  the  formation  of  a  new  company, 
Meritus  Consulting  Services,  which  pro¬ 
vide  management  consulting  services  to  a 
broad  range  of  manufacturers  and  will  fo¬ 
cus  on  makers  of  consumer  package 
goods,  pharmaceutical  and  health  care 
companies. 

Naming  its  consulting  service  Premier, 
Meritus  will  provide  analyses  of  corporate 
manufacturing  operations  and  will  design 
computer-integrated  manufacturing  sys¬ 
tems  for  installation. 

Retix  offers  OSI  licensing.  Re- 

tix  recently  announced  a  new  licensing 
program,  the  Corporate  OSI  Partners  Pro¬ 
gram,  under  which  manufacturers  can  li¬ 
cense  Retix’s  Open  Systems  Interconnec¬ 
tion  source  code  for  a  onetime  fee.  Retix 
said  the  program  would  allow  large  OEMs 
to  purchase  a  package  composing  the 
firm’s  full  suite  of  OSI  protocols,  instead  of 
buying  them  a  la  carte.  □ 
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outlook  is  politically  uncertain  at  present. 

Esrey  said  US  Sprint  would  continue  to 
invest  in  foreign  ventures,  although  it 
would  not  consider  investments  in  which 
US  Sprint  did  not  have  significant  owner¬ 
ship  or  control  over  operations. 

“While  you  won’t  see  us  rushing  head¬ 
long  into  the  international  market,  neither 
will  you  see  us  ignoring  it,”  he  said. 

The  brightest  note  sounded  in  Esrey’s 
address  to  analysts  concerned  United  Tele¬ 
com’s  seven  local  telephone  companies. 
“Our  local  operating  companies  earned  at 
or  above  the  industry  average  last  year,” 
Esrey  said,  “and  we  expect  that  will  contin¬ 
ue  in  1991.” 

Revenues  from  the  local  companies  in¬ 
creased  from  $2.64  billion  in  1989  to 
$2.72  billion  in  1990,  and  operating  in¬ 
come  in  1990  totaled  $650  million,  up 
from  $636  million  in  1989- 

But  Bain  cautioned,  “They  may  be  mak¬ 
ing  money  today,  but  they’re  not  as  valu¬ 
able  in  the  long  term  because  they  don’t 
have  their  cellular  component.” 

Bain  said  United  Telecom  sold  off  cellu¬ 
lar  communications  rights  years  ago  in  or¬ 
der  to  finance  US  Sprint.  He  predicted  that 
United  Telecom  will  sell  the  seven  compa¬ 
nies  in  the  future. 

In  an  interview  with  Network  World, 
Esrey  discussed  a  number  of  additional  is¬ 
sues,  including  delays  in  cutover  to  a  new 
billing  system  dubbed  Invoice  Processing 
System  (IPS).  Esrey  acknowledged  that  US 
Sprint  had  expected  to  have  IPS  cut  over  by 
now,  but  he  predicted  it  will  not  be  avail¬ 
able  until  the  end  of  the  year. 

Esrey  said  US  Sprint  will  likely  invest 
around  $800  million  this  year  in  its  net¬ 
work,  slightly  less  than  the  $840  million  it 
spent  in  1990.  He  did  not  provide  specific 
details  of  how  the  money  will  be  allocated. 
In  addition,  he  said  US  Sprint  will  an¬ 
nounce  the  availability  of  international 
Virtual  Private  Network  (VPN)  services  to 
new  countries  this  year. 

US  Sprint  expects  to  add  “a  handful”  of 
new  post,  telegraph  and  telephone  admin¬ 
istrations  to  its  list  of  international  VPN 
supporters,  he  explained.  □ 


Start-ups  poised  to  impress  net  users 
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vice-president  of  communications  re¬ 
search  at  The  Yankee  Group  in  Boston,  As¬ 
cend  will  face  a  wall  of  competition,  not 
only  from  other  small  companies,  but  from 
the  larger  carriers  as  well.  But  Ascend  is 
the  first  to  market,  he  said,  and  they  are 
the  first  to  have  the  technology. 

Ayvazian  also  said  he  was  impressed  by 
Ascend’s  awareness  of  the  competition 
and  what  it  must  do  to  keep  its  place  in  the 
market.  “They  realize  they  have  to  play 
ball  with  the  carriers,”  he  said.  “So, 
they’re  working  closely  with  the  carriers, 
and  the  equipment  vendors  and  the  T-l 
[multiplexer]  vendors,”  although  he  de¬ 
clined  to  be  more  specific. 

Duncanson  concurred.  “We  intend  to 
make  the  [technology]  available  to  the 
public,”  he  said.  “And  we  intend  to  make  it 
a  de  facto  standard  using  our  technology.” 


BEYOND 


Inc. 


Based:  Cambridge,  Mass. 
Founded: 1988 

Primary  business:  E-mail-enabled 

applications  software 


Start-up  Beyond,  Inc.  aims  to  make  it 
easier  for  users  to  manage  the  exploding 
growth  of  electronic  mail. 

Within  the  next  six  months,  Beyond 
plans  to  bring  out  BeyondMail,  a  front-end 
management  tool  for  existing  mail  trans¬ 
port  technologies,  such  as  Novell,  Inc.’s 
Message  Handling  System  (MHS).  Within 
the  next  three  months,  the  company  will 
release  @Mail,  which  will  let  Lotus  Devel¬ 
opment  Corp.  spreadsheet  users  send  and 
receive  E-mail  from  within  the  spreadsheet 
program. 

BeyondMail  uses  a  rule-based  software 
engine  that  can  automatically  sort  through 
incoming  mail  messages  and  forward,  file 
or  discard  them  according  to  the  individual 
users’  specifications.  Using  an  icon-based 
interface,  users  can  literally  set  rules  re¬ 


garding  where  certain  messages  should  be 

sent. 

A  user  can,  for  example,  specify  that  if  a 
message  contains  the  word  “urgent”  it  be 
filed  in  an  urgent  folder;  or,  if  a  message 
contains  the  words  “I  want”  and  “wid¬ 
gets,”  the  user  can  specify  that  the  mes¬ 
sage  automatically  be  sent  to  the  sales  de¬ 
partment. 

The  advantages  of  BeyondMail,  accord¬ 
ing  to  Eugene  Lee,  Beyond’s  director  of 
product  planning,  are  that  it  is  a  front-end 
application  based  on  the  standards  under¬ 
lying  mail  transport  technology  and  that  it 
works  with  existing  local-area  network- 
based  E-mail  systems.  The  first  version  of 
BeyondMail  is  based  on  MHS.  Future  re¬ 
leases,  Lee  said,  will  be  based  on  other  mail 
transport  technologies,  such  as  the  Open 
Systems  Interconnection  X.400  specifica¬ 
tion  and  other  vendor-specific  mail  trans¬ 
port  technologies. 

“Our  long-term  focus  is  to  establish  a 
standard  for  rule-based  messaging,”  Lee 
said. 

According  to  Dave  Atlas,  senior  analyst 
for  electronic  messaging  at  International 
Data  Corp.  in  Framingham,  Mass., 
“There’s  a  big  trend  in  E-mail  toward 
client/server  messaging,  where  different 
companies  do  the  back-end  [transport 
mechanisms]  and  different  companies  do 
the  front  end.” 

Beyond’s  other  product,  @Mail,  is  add¬ 
on  software  for  Lotus’  1-2-3  and  Sympho¬ 
ny.  According  to  Lee,  with  @Mail,  users 
will  be  able  to  press  a  function  key  and  pull 
up  a  window  to  access  their  mailboxes  and 
send  mail  from  within  the  spreadsheet  ap¬ 
plications. 

“You  can  get  user  mail  snapped  into  the 
Lotus  spreadsheet,”  Lee  said.  “It’s  com¬ 
pletely  integrated.  The  user  doesn’t  have 
to  learn  a  new  environment.” 

No  flash  in  the  pan 

Analysts  say  it  is  not  uncommon  for 
early  innovators  to  get  quickly  lost  in  a  fast 


At  this  moment,  Jim  Adams  is  repoi 
account,  printing  a  bill, 
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growing  market.  Lee,  however,  does  not 
see  Beyond  suffering  that  flash-in-the-pan 
fate.  “We  made  a  strategic  decision  to  stay 
out  of  the  mail  business,”  he  said.  “Mail 
vendors  are  big  with  feature  wars  and  gate¬ 
way  wars.  We’re  independent  of  all  that. 

“We’re  independent  of  the  mail  trans¬ 
port,”  he  continued.  “So  not  only  is  it  easi¬ 
er  to  develop  broad  network  acceptance, 
companies  with  heterogeneous  back  ends 
can  standardize  with  us  on  the  front  end.” 

Coral  Network  Corp. 

Based:  Marlborough,  Mass. 
Founded: 1989 
Primary  business:  High¬ 
speed  LAN/WAN  switches 

Coral  Network  Corp.’s  mission  is  to 
help  users  blend  local-area  networks  and 
wide-area  networks  into  all-encompassing 
enterprise  nets. 

“We’re  going  to  sit  right  on  top  of  the 
dividing  line  between  the  LAN  and  WAN 
and  we’re  going  to  try  to  erase  the  distinc¬ 
tions  between  the  two,”  said  Frank  Bruns, 
Coral’s  senior  vice-president  of  develop¬ 
ment  and  strategic  systems. 

Coral,  whose  management  ranks  in¬ 
clude  former  employees  of  Proteon,  Inc. 
(such  as  Bruns),  Northern  Telecom,  Inc. 
and  Prime  Computer,  Inc.,  among  others, 
rolled  out  its  first  product  in  January 
(“Start-up  to  unveil  hybrid  T-3  mux, 
bridge/router,”  AHFJan.  21). 

Coral’s  Broadband  Enterprise  Switch, 
due  to  ship  this  summer,  combines  the 
functionality  of  a  T-3  multiplexer,  router 
and  bridge,  and  will  support  emerging 
high-speed  network  standards  such  as  Fi¬ 
ber  Distributed  Data  Interface  and  Syn¬ 
chronous  Optical  Network. 

The  product  was  given  a  boost  shortly 
after  it  was  introduced  when  internetwork¬ 
ing  vendor  Vitalink  Communications  Corp. 
announced  that  it  would  resell  the  Coral 
switch  and  make  an  equity  investment  in 
the  start-up  firm  (“Vitalink  to  sell  Coral 
switch  as  high-end  router,”  NW,  Jan.  28). 
According  to  Bruns,  Coral  recognizes 
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that  it  faces  competition  from  established 
internetworking  and  WAN  equipment  ven¬ 
dors,  as  well  as  start-ups,  such  as  T3plus 
Networking,  Inc. 

“The  competition  is  stiff,  but  more  so  in 
sharing  our  mind-set  than  in  providing  ca¬ 
pabilities,”  he  said.  “We  believe  we’ve 
made  a  leap  in  technology.” 

Rick  Malone,  a  principal  at  Vertical  Sys¬ 
tems  Group,  a  Dedham,  Mass.-based  mar¬ 
ket  research  firm,  described  Coral’s  hard¬ 
ware  design  as  “powerful  and  impres¬ 
sive.”  He  also  applauded  Coral’s  software 
development  plans,  though  he  noted  that 
the  software  piece  of  Coral’s  switches  has 
yet  to  be  seen.  But  questions  remain  about 
how  Coral  will  position  its  switch,  Malone 
said. 


Setting  the  focus 

“Coral’s  market  entry  strategy  lacks  fo¬ 
cus,”  he  said.  “Coral  seems  to  be  covering 
all  the  bases  at  the  same  time.  Depending 
on  whom  you  talk  to  at  Coral,  you’ll  hear 
that  the  switch  is  a  souped-up  router  or 
that  it’s  a  networking  T-3  mux.” 

But  if  Coral  can  focus  its  marketing 
strategy  and  deliver  on  the  software  it  has 
promised,  the  firm  has  the  potential  to 
carve  itself  a  lucrative  niche,  Malone  said. 


T3plus 


Networking,  Inc. 


Based:  Santa  Clara,  Calif. 

Founded: 1988 

Primary  business:  High-speed  backbone 
network  multiplexers 


T3plus  Networking,  Inc.  has  set  its 
sights  on  the  emerging  market  for  T-3  and 
higher  speed  networks. 

“We  are  focusing  on  leadership  in  the 
T-3  market  and  are  moving  in  the  [Syn¬ 
chronous  Optical  Network]  direction,” 
said  Alan  Menezes,  T3plus’  director  of 
marketing.  “[Users]  will  feed  T- Is  into  our 
products  via  other  vendors’  muxes  and 
feed  LANs  into  our  products  via  routers.” 

Menezes  believes  the  T-3  market  is 
poised  for  rapid  growth,  given  the  emer¬ 
gence  of  high-bandwidth  applications  such 


as  imaging  and  LAN  interconnection. 

“Anything  below  T-l  is  a  commodity 
market,”  he  said. 

T3plus  received  good  reviews  from  in¬ 
dustry  observers  when  it  unveiled  a  line  of 
competitively  priced  T-3  multiplexers  in 
January  (“Mux  mart  newcomer  airs  low- 
end  T-3  box,”  NW,  Dec.  31,  1990/Jan  7, 
1991). 

The  new  BMX45  T3  Bandwidth  Manag¬ 
ers,  which  offer  users  the  flexibility  to  sup¬ 
port  channels  of  any  bandwidth  between 
T-l  and  T-3,  are  being  beta-tested  now  and 
should  become  generally  available  later 
this  month. 

The  BMX45,  which  supports  one  or  two 
T-3s,  is  well-positioned  to  meet  the  needs 
of  users  beginning  the  migration  to  T-3, 
observers  said. 

“T3plus  is  a  very  nicely  focused  compa¬ 
ny,”  said  Steve  Taylor,  a  principal  at  Dis¬ 
tributed  Networking  Associates,  a  tele¬ 
communications  planning  and  research 
firm  in  Greensboro,  N.C.  “They’ve  identi¬ 
fied  a  market  niche.” 

But  Taylor  warned  that  T3plus  will  be 
challenged  by  established  multiplexer 
firms  heading  in  the  same  direction. 

“[T3plus’]  product  is  a  good  idea,  but 
not  a  unique  idea,”  Taylor  said.  “As  others 
begin  to  roll  out  similar  products,  T3plus 
will  need  to  be  ready  to  move  forward  with 
SONET  compatibility.” 

Menezes  recognizes  that  competition 
will  come  from  many  directions.  But  he 
said  T3plus  has  an  edge  over  traditional 
players  in  that  its  products  are  “built  from 
the  ground  up”  to  support  T-3,  while  es¬ 
tablished  players  have  tried  to  support  T-3 
simply  by  stretching  their  existing  T-l  ar¬ 
chitectures. 

Sticking  to  the  basics 

“We  plan  to  stick  to  the  basics  of  T-3 
networking  and  expand  from  there,”  Men¬ 
ezes  said. 

Rather  than  building  routing  capability 
into  the  BMX45,  for  example,  T3plus  plans 
to  provide  links  to  other  vendors’  routers 
and  let  the  router  vendors  do  what  they  do 
best,  Menezes  said. 
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new 


In  today’s  fast-paced,  “get  it 
done  yesterday  and  do  it  cheaper’’ 
marketplace,  die  only  way  for 
an  organization  to  excel  is 
through  better,  faster,  and  more 
economical  ways  of  communi¬ 
cating. 

Introducing  the  RAM 
Mobile  Data  Network.  Designed 
for  efficient  data  communica¬ 


tions  and  computer-aided 
dispatch,  the  network  uses 
mobile  terminals  in  the  field  to 
give  your  personnel  the  power  to 
send,  receive,  and  use  data  on 
local,  regional,  and  national 
levels — as  if  they  were  in  your 
office. 

And  because  RAM  has  the 
most  advanced  digital,  packet- 


switched  radio  network  in  the 
world,  your  employees  can 
communicate  with  unprecedented 
levels  of  speed,  accuracy, 
security,  and  cost-efficiency  from 
office  to  portable,  car  to  car,  and 
mainframe  to  dashboard.  Without 
all  the  expenses  in  building, 
operating,  and  maintaining  a 
network  infrastructure. 


For  more  Information  and 
our  free  brochure,  contact  us 
at  (212)  373-1930,  ext.  36. 

RAM  Mobile  Data,  Inc.,  Corporate 
Offices,  One  Rockefeller  Plaza, 
Suite  1600,  New  York,  NY  10020. 

cata 

The  open  road  to  data. 


The  company  fully  expects  its  products 
to  be  used  in  multivendor  networks  in  con¬ 
junction  with  a  multitude  of  other  vendors’ 
routers,  multiplexers  and  other  equip¬ 
ment,  he  said. 


Unifi  Communications  Corp. 


Based:  Billerica,  Mass. 
Founded: 1989 
Primary  business:  Call 
management  software  for  public  networks 


inifi 


Bob  Pokress,  president  and  chief  execu¬ 
tive  officer  of  Unifi  Communications 
Corp.,  said  he  “cracked  up  laughing”  when 
a  speaker  at  a  recent  trade  show  labeled 
him  “an  industry  renegade.” 

But  Pokress  said  the  description  is  apt 
when  discussing  his  involvement  with  Uni¬ 
fi,  the  call  processing  and  management 
software  firm  he  cofounded  in  1989  after 
spending  time  at  the  laboratory  divisions 
of  AT&T  and  GTE  Corp. 

“We’re  doing  something  very  differ¬ 
ent,”  Pokress  said.  “We’re  positioning  our 
software  as  an  end-user  network  operating 
system  for  the  public  network.” 

Unifi  has  yet  to  announce  many  details 
about  its  PhoneServer  product,  which  just 
entered  beta-testing  and  will  be  generally 
available  by  midyear. 

Basically,  PhoneServer  is  a  client/ser¬ 
ver  software  package  designed  to  run  on 
Unix-based  servers  supporting  a  variety  of 
client  computers  running  Microsoft 
Corp.’s  Windows  3  0. 

Among  the  initial  applications  for 
PhoneServer,  Pokress  said,  will  be  creat¬ 
ing  distributed  automatic  call  distributor 
(ACD)  systems  that  utilize  the  intelligence 
of  the  public  network  rather  than  a  stand¬ 
alone  ACD  device  located  at  the  customer 
site. 

The  Unifi  software  would  enable  calls 
into  an  airline  reservation  network,  for  ex¬ 
ample,  to  be  transferred  to  agents  at  client 
workstations  anywhere  on  a  network.  This 
differs  from  current  private  branch  ex¬ 
change-based  or  stand-alone  ACD  sys¬ 
tems,  which  generally  confine  ACD  func¬ 
tions  to  a  particular  site,  Pokress  said. 

With  built-in  support  for  public  tele¬ 
phone  network  standards,  such  as  Inte¬ 
grated  Services  Digital  Network,  Unifi’s 
product  is  designed  to  enable  users  to  build 
applications  on  Unix  servers  that  can  share 
information  across  the  public  network, 
Pokress  said. 

“We’re  out  to  eliminate  the  tyranny  of 
proprietary  hardware  that  customers  have 
been  saddled  with  from  [telecommunica¬ 
tions]  equipment  vendors  for  the  past  20 
years,”  Pokress  said. 

Unifi  is  trying  to  give  users  more  con¬ 
trol  over  the  public  network,  said  Mary 
Johnston-Turner,  a  principal  at  Northeast 
Consulting  Resources,  Inc.  in  Boston. 

“[Unifi]  has  recognized  that  there  is  a 
role  for  the  public  network  to  play  in  cor¬ 
porate  networks,”  she  said. 

Paris  Burstyn,  an  analyst  at  Business 
Research  Group,  a  Newton,  Mass.,  market 
research  firm,  agreed.  “Unifi  is  right  that 
users  are  moving  more  traffic  to  the  public 
networks  off  of  their  private  networks”  to 
take  advantage  of  virtual  private  networks 
and  other  attractive  new  public  network 
offerings,  he  said. 

A  concern,  however,  is  that  Unifi’s  fu¬ 
ture  may  be  tied  too  closely  to  the  carriers’ 
rollout  of  advanced  network  capabilities, 
such  as  ISDN,  he  said. 

“The  LECs  can  be  slow  horses  to  tie 
your  sled  to,”  Burstyn  said.  □ 
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Overall  Satisfaction 


Six  years  after  di¬ 
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still  tops  among 
users  of  long-dis¬ 
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When  asked  to 
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Vffe won  the  poll. 
But  you  get  the  prize. 


Here’s  where  we  came  out  on  top  in  quality  in  the  August  1990  Data  Communications  User’s  Poll. 


In  Switched  Services: 

Best  planning  assistance. 

Best  circuit  quality— voice. 

Best  circuit  quality— bit  error  rate. 

Best  circuit  quality— network  synchronization. 
Best  circuit  uptime/month. 

Best  call  set-up  speeds. 

Best  problem  diagnosis/response  time. 

Best  billing  accuracy 
Best  overall  satisfaction. 


In  Private  Line  Services: 

Best  circuit  quality— data. 

Best  circuit  quality— bit  error  rate. 

Best  circuit  quality— network  synchronization. 
Best  circuit  uptime/month. 

Best  call  set-up  speeds. 

Best  problem  diagnosis/response  time. 

Best  billing  accuracy 
Best  overall  satisfaction. 


But  what’s  really  satisfying  to  us  isn’t  winning.  It’s  knowing  that  whatever  your  communications  needs  are,  for  home,  business, 

domestic  and  international, you  win.  When  you  choose  AT&T 

Quality-  Another  AUST  advantage. 


AT&T 


The  right  choice. 


Have  you  moved? 

To  change  your  address  of  your  subscription,  simply  attach  your  mailing  label  to  this 
form,  fill  in  your  new  address,  complete  the  questions  and  return  this  form  to  us. 


Fold  Here 


FREE  subscription  application 

Why  wait  to  read  someone  else’s  copy  of  NETWORK  WORLD?  You  can  have  your 
own  copy  on  your  desk  every  week. 

To  apply  for  a  FREE  subscription,  simply  complete  this  subscription  application 
form  and  return  it  to  us. 


Fold  &  Tape  Here 


Note! 

Please  answer  ALL  questions,  sign  and  date  the  application.  Incomplete  forms  cannot  be 
processed  or  acknowledged.  For  those  questions  requesting  quantities,  please  respond  with 
specific  numbers.  The  publisher  reserves  the  right  to  limit  the  number  of  free  subscriptions 
accepted  in  any  business  category. 

Your  name,  title,  company  name  and  company  address  must  appear  in  the  space  provided  for 
your  application  to  be  processed,  or  you  may  affix  your  business  card.  Subscriptions  cannot  be 
mailed  to  a  home  address. 

Thank  You! 


The  Newsweekly  of  Enterprise  Networking  Strategies 

Fold  Here 


PLACE 

POSTACE 

STAMP 

HERE 


The  Newsweekly  of  Enterprise  Networking  Strategies 

P.O.BOX  1021 

SOUTHEASTERN,  PA  19398-9979 


A.  I  Wish  to  Receive  a  FREE  Subscription  to  Network  World. 
YES  □  NO  □ 


Signature . Date 

Business  Phone . 

B.  Please  Provide  your  Name,  Title  &  Company  Address. 

DR./MR./MRS./MS . 

First  Name  Middle  Name  Last  Name 


TITLE . 

COMPANY  NAME  . 

DIVISION/DEPARTME  NT 

STREET  ADDRESS  . 

CITY . 


STATE . ZIP 


C.  Please  Answer  ALL  Questions,  Sign  &  Date  the  Form. 


Industiy:  (check  one  only) 

01D  Manufacturers  (other  than  computer/communications) 

02.  □  France, Bank  ng 

03.  □  Insurance 

04.  □  Real  Estate 

05  .  □  Healthcare  Services 

06.  □  Legal 

07.  □  Hospitality 

08  □  Reta/I/Whoiesale  Trade 

09.  □  Transportation 

10.  □  Utilities 

11.0  Education 

12.  □  Process  Industries  (Mining/Construction/Retroleum 

Refining/ Agriculture/Forestry) 

13.  □  Government  State/Local 

14.  D  Government  Federal 

15.  □  Military 

16.  □  Aerospace 

17.  □  Constants  (independent) 

18.  □  Carters 

19.  □  Interconnects 

20.0  Manufacturers  (Computer/Communications) 

21.  □  VAR/VAD/Systems  House 

22.  □  Distnbutor,  Computer  Related 

23.  □  Distnbutor,  Communications  Related 

24.  □  Other  _ 

Job  function:  (check  one  only) 

1 .  □  Networking  Management  (Responsible  for 

both  voice  &  data) 

2.  □  MIS  Management  (VP,  Dir. ,  Department  Head) 

3.  □  Corporate  Management  (Chairman.  President, 

Owner,  General  Manager,  CEO.  CIO.  VP) 

4.  □  Data  Communications  Management 

(Responsible  for  data  only) 

5.  □  Telecommunications  Management 

(Responsible  for  voice  only) 

6.  □  Financial  Management 

7.  □  Engineering  Management 

8.  □  Consultant  (Independent) 

9.  □  Other  _ 

3  What  is  the  scope  of  your  involvement  in 
purchase  decisions  for  Netwoik/ 
Communications  products  +  services? 
(check  one  only) 

1 .  □  Enterprise  Wide  (Organization/Subsidiary/Division) 

2.  □  Multi  Enterprise  (Consultants) 

3.  □  Department  Wide 

4  What  is  the  total  number  of  sites  for 
which  you  have  purchase  influence? 

1.  □  100+  4.Q10-19 

2.050-99  5.02-9 

3.0  20-49  6.01 

5  Your  primary  responsibility: 

(check  one  only) 

1 .  □  Both  Data  +  Voice  3. 0  Voice  Networking  Only 
2. 0  Data  Networking  Only  4 .  D  None 

6  Which  transmission  media  do  you  use 
in  your  netwoik:  (check  all  that  apply) 

Public: 

01.0  Switched-Based  06  O  Broadband 

(DDD,  Wats.  Megacom,  etc.)  07.  O  ISDN 

02. 0  Leased  Line  (not  including  T-1 )  Private: 

03.  □  T-1  08  O  Satellite 

04. 0  Fractional  T-1  09.  O  Microwave 

05.0  T-3/S0NET  10.  □  FiberOptic 

Is  your  network:  (check  all  that  apply) 

LOCAL  AREA  NETWORK  WIDE  AREA  NETWORKS 
1 . 0  Local  (within  building)  3.  □  International 

2.  □  Local  (in  a  campus  4.  □  National 

environment)  5. 0  Regional  (several  states) 

6. 0  Metropolitan 

8  What  is  your  network  architecture? 
(check  all  that  apply) 


1.0  SNA 

2.  □  DECNET 

3.  □  OSI 

4.  □  GOSIP 


5.  □  MAP/TOP 

6.  □  TCP/IP 

7  GDCA  (UNISYS) 
8.  □  OTHER  _ 


9  What  is  your  LAN  Operating  System? 
(check  all  that  apply) 

01. □  3COM  (3 +.3+ open) 

02  □  LOCAL  TALK  (APPLETALK) 

03.  □  BANYAN  (VINES) 

04.  □  DCA  (IRMALAN) 

05  □  IBM  (LAN  Server) 

06.  □  IBM  (PC  LAN  PROGRAM) 

07.  □  MICROSOFT  (LAN  MANAGER) 

08.  □  UNGERMAN  BASS  (NET/1) 

09  O  NOVELL  (NETWARE) 

10.  □  TOPS 

11.  □  PROTEON  (PRONET) 

12.  □  OTHER _ 


If!  What  is  your  LAN  environment? 

L (check  all  that  apply) 

1 .  □  4M  TOKEN  RING  6.  □  FDDI 

2.  □  16M  TOKEN  RING  7.  □  LOCALTALK 

3.  □  ARCNET  8.  □  1 0BASET 

4.  □  ETHERNET  9.  □  OTHER  - 

5.  □  STARLAN 

n  Which  operating  systems  do  you 
utilize?  (check  all  that  apply) 

1 .  □  IBM  DOS  (VSE)  6.  □  VM 

2.  □  UNIX  7.  □  VMS 

3.  Q  OS/2  8  □  XENIX 

4.  □  OS/2  Extended  Edition  9  □  PICK 

5.  □  MVS  0  □  OTHER  _ 


-  Please  indicate  by  vendor  the  number 
1  of  mainframes/ minicomputers  installed 
in  your  network. 


VENDOR  MAINFRAMES 

A 

01.  DEC 

MINIS 

B 

02  IBM 

03  AMDAHL 

04.  AT&T 

05.  BULL  HN  IS 

06  NCR 

07  DATA  GENERAL 

08.  WANG 

09  HEWLETT  PACKARD 

10  PRIME 

11  TANDEM 

12.  UNISYS 

13  CONTROI  DATA 

14  OTHER 

13 


Please  indicate  by  vendor  the  number 
of  microcomputers/workstations: 

A.  Presently  installed  in  your  network. 

B.  The  approximate  quantity  you  plan  to 
install  in  the  next  12  months. 


MICROCOMPUTER/  PRESENTLY 

WORKSTATION/  INSTALLED 

VENDOR 

A 

01  PCs  based  on  80286  chiD 

PLAN  TO 
INSTALL 

NEXT  12 
MONTHS 

B 

02  PCs  based  on  80386  ChiD 

03  PCs  based  on  80486  chip 

04  8086/8088 

05  Macintosh 

06  RISC-based  workstations 

07  IINIX-hased  workstations 

14 


What  is  your  planned  PC 
standard?  (check  all  that  apply) 


1.  □  EISA 

2.  □  MCA 

3.  □  NUBUS  (MACINTOSH) 


15 


For  which  areas  outside  of  the 
U.S.  do  you  have  purchasing 
influence?  (check  all  that  apply) 


1 .  □  Europe 

2.  □  Asia 

3.  □  South  America 


4.  □ 
5.0 


Australia 
Middle  East 
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Check  ALL  that  apply  in  columns 
A  and  B 


A)  I  am  presently  involved  in  the  purchase 
process  for  the  following  products/ services: 

B)  I  plan  to  purchase  the  following  products/ 
services  in  the  next  12  months: 


Presently 

Involved 

A 

01.  □ 

02  .  □ 
03.  □ 
04.  □ 
05.  □ 
06.  D 
07.  □ 

A 

08.  □ 

09  □ 
10.  □ 
11. □ 
12.  □ 

13.  □ 

14.  a 

is.  a 

16.  □ 


Plan  to 
Purchase 

B  LOCAL  AREA  NETWORKS: 

□  Local  Area  Networks 

□  LAN  Servers 

□  LAN  Services 

□  Cables.  Connectors.  Baiuns 

O  Bridges.  Routers.  Gateways 

□  UPS 

□  LAN  Storage  Devices 

B  COMPUTERS/PERIPHERALS: 
O  Micros 

□  Mints 

□  Mainframes 

D  Front  End  Processors 

□  Terminals 

□  Laptops 

G  Printers 

□  Work  Statons 

O  Cluster  Controllers 


(continued  on  next  column) 


Presently 

Involved 

A 

17.  □ 

18.  □ 

19.  a 

20.  □ 
21.  □ 
22.  □ 

23.  □ 

24.  □ 

25.  □ 

26.  □ 

A 

27.  a 

28.  □ 
29.0 
30.0 
31.0 
32.0 
33.0 
34.0 
35.0 
36.0 
37.0 
38. 

39 

40. 

41. 

42 

43 


Plan  to 
Purchase 

B  SOFTWARE: 

Network  Management 
Micro  to  Mainframe 
Network  Security 
Call  Accounting 
Distributed  DBMS 
Communications  Software 
Applications  Software 
Network  Operating  Systems  Software 
EDI  Software 
E-Mail  Software 


□ 

□ 

□ 

□ 

□ 

□ 

□ 

□ 

□ 

□ 


B  DATA  COMMUNICATIONS: 


45 


46.0 
47.0 
48.0 
49.0 
50.  O 
51.0 
52.0 


O 

O 

O 

D 

O 

O 

o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

B 

o 

o 

o 

o 

o 

o 

o 


A 

53.0 
54  O 
55.  O 
56.0 
57.0 
58.0 
59.0 
60.0 
61.  O 
62.0 
63.0 
64.0 
65.0 


Modems  (over  9  6kbps) 

Modems  (under  9  6kbps) 

T-1  Multiplexers 

T-3  Multiplexers 

Fractional  T-1  Multiplexers 

Data  Switches 

Matrix  Switches 

Packet  Switches 

Protocol  Converters 

Netwoik  Management  Systems 

Terminal  Emulation  Boards 

Facsimile  Machines 

Diagnostic  Test  Equipment 

DSU/CSU 

Data  Security 

Data  Compression  Equipment 
Network  Adapter  Boards 
Microwave 
Messaging  Software 
TELECOMMUNICATIONS: 

PBXs  (over  1000  lines) 

PBXs  (200 -1000  lines) 

PBXs  (under  200  lines) 

Key  Systems 

Automatic  Call  Distributors 
Voice  Messaging  Systems 
Video  Teleconferencing  Systems 
SERVICES: 


Switched  Voice 
Dedicated  Leased  Line 
T-1 
T-3 

Digital  Data 
Packet  Switched 
Centrex 

Central  Office  Lan 
Satellite 

On-Line  Information 

ISDN 

EMail 

VSAT 


Estimated  value  of  networking  equipment 


and  services: 


A 

1  □ 
2  □ 
3G 

4  □ 

5  □ 

6  □ 

7  □ 

8  □ 
9  □ 


A:  Which  you  helped  specify,  recommend  or  approve 
in  the  last  12  months? 

B:  Which  you  plan  to  help  specify,  recommend 
or  approve  in  the  next  12  months? 

B 

□  $100  million  and  over 

□  $50  -  $99.9  mill 

□  $25  -  $49  9  mill 

□  $20  -  $24.9  mill. 

□  $10 -$19  9  mill. 

□  $5  -  $9  9  mill. 

□  $1  -  $4.9  mill, 

□  $500,000  -  $999,999 

□  Under  $500,000 


Estimated  gross  annual  revenue  of  your 
entire  company/ institution: 

(check  one  only) 


1.  Dover  $10  billion 

2.  □  $1  to  $9.9  bill. 

3.  □  $500  to  $1  bill. 

4.  □  $100  to  $499.9  mill. 


5.  □  $50  to  $99  9  mill. 

6.  □  $10  to  $49.9  mill. 

7.  □  $5  to  9.9  mill. 

8.  □  under  $5  mill. 


Estimated  number  of  employees  for  your 
entire  corporation: 


1.  □  over  10,000 

2.  □  5.000  -  9.999 
3  □  2,500  -  4.999 


4.  □  1,000  -  2.499 
5  .  □  500  -  999 
6.  □  under  500 


Which  of  the  following  ISDN  products  do 
you  plan  to  purchase  in  the  next  12 
months?  (check  all  that  apply) 


1 .  □  Basic  Rate  Interface  Terminal  Adapters 
2  □  Primary  Rate  Interface  Equipment 
3.  □  Voice/Data  terminals 

4  □  Vbice-only  terminals 

5  □  Data-only  terminals 


TELECOMMUNICATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


Dow  Chemical  safeguards 
call  center  with  AT&T  help 

Megaconn  800  feature  protects  against  outages. 

By  Bob  Wallace 

Senior  Editor 


Rate  cases  completed  by  state  regulators 

Revenue  requested 
(in  millions  of  dollars) 

Rate  changes  ordered 
(in  millions  of  dollars) 

1989 

First  quarter 

$85.7 

($203.7) 

Second  quarter 

0.2 

(107.6) 

Third  quarter 

21.2 

(48.9 ) 

Fourth  quarter 

74.6 

(478.3) 

Total 

$181.7 

($838.5) 

1990 

First  quarter 

$54.7 

($134.6) 

Second  quarter 

6.8 

(109.9) 

Third  quarter 

4.6 

(316.9) 

Fourth  quarter 

832.0 

110.3 

Total 

$898.1 

($451.1) 

SOURCE:  FEDERAL  COMMUNICATIONS  COMMISSION,  WASHINGTON.  D.C. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 

Intrastate  rates  rise 
in  4th-quarter  1990 

First  quarterly  increase  in  three  years,  but  prices 
for  the  full  year  decrease  $451  million  from  1989. 

By  Anita  Taff 

Washington  Bureau  Chief 


Worth  Noting 


Mci  Communications 
Corp.’s  nationwide 
network  is  38%  fiber, 
27%  digital  microwave 
and  35%  analog 
microwave.  The 
network  uses  41 
Northern  Telecom,  Inc. 
switches,  41  Digital 
Switch  Corp.  switches, 
eight  Rockwell 
International  Corp. 
switches  and  three 
Ericsson,  Inc.  switches. 


Iarrier 

Watch 

Pacific  Bell  and  Tandem 
Telecommunications  Sys¬ 
tems,  Inc.  (TTSI)  recently  an¬ 
nounced  plans  to  evaluate  the 
feasibility  of  using  the  ad¬ 
vanced  intelligent  net  (AIN) 
concept  to  offer  customized 
services  to  large  users. 

The  goal  of  AIN  is  to  create 
standards  that  will  enable  tele¬ 
phone  companies  to  mix  and 
match  information  processing 
and  switching  components  to 
provide  advanced  services,  in¬ 
stead  of  being  at  the  mercy  of  a 
few  central  office  switch  sup¬ 
pliers. 

Part  of  that  initiative  calls 
for  off-loading  some  signaling 
and  intelligence  processes 
from  switches  into  special  ad¬ 
junct  processors.  TTSI  makes 
such  adjunct  units. 

In  the  project,  both  parties 
will  evaluate  AIN  and  conduct 
a  series  of  studies  with  cus¬ 
tomers  to  determine  the  scope 
of  their  needs  and  acceptance 
of  prospective  AIN-enabled 
sendees.  The  tests  will  be  con¬ 
ducted  from  Pacific  Bell’s 
technology  laboratory'  in  Con¬ 
cord,  Calif.,  using  TTSI's  Ser¬ 
vice  Control  Point  and  Sendee 
Creation  Environment,  the 
latter  of  which  is  an  applica¬ 
tion  development  tool. 

The  two  companies  are  still 
developing  the  specifics,  but 
they  said  the  effort  may  result 
in  the  creation  of  a  call-for¬ 
warding  sendee  that  could  be 
used  in  a  number  of  ways. 

( continued  on  page  15 ) 


Wary  of  the  havoc  a  switch 
failure  would  wreak  on  its  nation¬ 
al  call  center,  Dow  Chemical 
U.S.A.  partnered  with  AT&T  to 
develop  an  advanced  800  routing 
feature  that  will  enable  it  to  sur¬ 
vive  this  type  of  disaster. 

The  Megacom  800  service  fea¬ 
ture,  which  AT&T  now  offers 
commercially  as  Split  Access  Fea¬ 
ture  Egress  Routing  (SAFER), 
helps  further  safeguard  Dow’s 
call  center  from  downtime.  The 
center  is  used  to  field  calls  from 
around  the  country. 

SAFER  is  designed  for  custom¬ 
ers  with  a  single  call  center  sup¬ 
ported  by  T- 1  access  from  a  single 
AT&T  4ESS  switch.  With  the  fea¬ 
ture,  if  the  customer’s  primary 
serving  center  cannot  complete 
calls  over  the  T-l ,  they  are  routed 
to  another  4ESS  switch  and  deliv¬ 
ered  over  a  separate  T-l  line. 

In  early  1989,  Dow  consoli¬ 
dated  its  many  far-flung  sales  and 
service  centers  into  a  single  call 
center  in  Midland,  Mich.  After 
that,  it  met  with  AT&T,  its  prima¬ 
ry  800  service  provider,  to  devel¬ 
op  a  means  of  protecting  the  cen¬ 
ter  from  problems  that  would 


knock  out  the  4ESS  serving 
switch  in  Lansing,  Mich.  The  cen¬ 
ter  handles  25,000  incoming 
calls  a  month. 

“The  Lansing  4ESS  became  a 
single  point  of  failure  for  our  en¬ 
tire  sales  and  service  operation, 
so  we  created  a  task  force  of  Dow 
and  AT&T  [representatives]  to 
come  up  with  a  plan  to  protect  the 
center  from  a  switch  outage,” 
said  Michael  Hewitt,  U.S.  tele¬ 
communications  manager  for 
Dow.  “They  worked  with  us  as 
part  of  a  strategic  partnership  we 
have  with  them.” 

With  strategic  partnerships, 
users  select  one  or  two  preferred 
network  vendors  from  which  they 
purchase  most  services  and 
equipment  under  multiyear  con¬ 
tracts.  For  their  commitment,  the 
customers  are  ensured  the  lowest 
possible  prices  and  a  higher  level 
of  service  and  support  than  that 
provided  to  other  buyers. 

AT&T  came  up  with  SAFER 
and  equipped  its  4ESS  switch  in 
Detroit  to  automatically  route 
Dow’s  800  calls  over  a  separate 
T-l  to  its  Midland  call  center  in 
the  event  that  the  Lansing  switch 
was  damaged  or  knocked  out  of 
( continued  on  page  15 ) 


WASHINGTON,  D.C.  —  State 
regulators  ordered  an  increase  in 
intrastate  rates  in  the  fourth 
quarter  of  last  year,  the  first  quar¬ 
terly  rate  increase  granted  in 
three  years.  For  the  year,  howev¬ 
er,  local  carriers  were  required  to 
cut  prices  by  $451  million. 

According  to  a  recent  report 
issued  by  the  Industry  Analysis 
Division  of  the  Federal  Communi¬ 
cations  Commission,  state  regu¬ 
lators  across  the  country  allowed 
a  total  of  $110.3  million  in  price 
increases  during  the  fourth  quar¬ 
ter  last  year.  This  was  the  first 
time  that  the  amount  of  local  rate 
increases  exceeded  overall  de¬ 
creases  since  the  fourth  quarter 
of  1986. 

A  good  barometer 

Pending  rate  cases  provide  a 
good  barometer  for  rate  trends 
during  the  next  year,  according  to 
the  FCC  division,  which  prepared 
the  report.  But  the  rate  increases 
at  the  end  of  last  year  may  be  a 
onetime  anomaly  and  not  a  trend 
toward  higher  local  rates. 

The  vast  majority  of  the 
fourth-quarter  increase  occurred 
in  New  York,  where  local  regula¬ 
tors  allowed  a  $250  million  in¬ 
crease  after  a  five-year  moratori¬ 
um  on  rate  hikes  ended  last  year. 
New  York  Telephone  Co.  had  re¬ 
quested  an  $832  million  increase 
and  wrangled  with  state  regula¬ 
tors  for  almost  one  year  to  re¬ 
ceive  only  one-quarter  of  that  re¬ 
quest. 

In  almost  30  states,  regulators 
are  beginning  to  experiment  with 
price  cap-style  regulation.  Many 
observers  believe  this  will  help 


hold  prices  down  because  prices 
are  capped  and  because  many  of 
the  plans  include  a  mechanism 
through  which  carriers  must 
share  excess  profits  with  ratepay¬ 
ers. 

In  other  states,  such  as  Massa¬ 
chusetts,  regulators  are  looking 
into  ways  to  force  rates  closer  to 
cost.  After  conducting  a  five-year 
study,  the  Massachusetts  Public 
Utility  Commission  determined 
that  New  England  Telephone  and 
Telegraph  Co.  was  charging  rates 
that  were  higher  than  the  cost  of 
providing  service  and  ordered  a 
large  rate  reduction. 

Local  access  charges  were  cut 
by  40%  and  business  class  rates 
were  cut  10%,  although  residen¬ 
tial  rates  were  allowed  to  rise  in 
some  areas. 

Also  this  year,  the  FCC  threw 
out  $1.6  billion  from  local  carri¬ 
ers’  access  rates,  saying  the  firms 
had  included  inappropriate 
items,  such  as  Capitol  Hill  lobby¬ 
ing  costs,  or  had  inflated  revenue 
needs. 

Last  year,  local  carriers  across 
the  country  requested  rate  in¬ 
creases  totaling  $898.1  million 
but  instead  were  ordered  to  cut 
prices  by  $451.1  million.  In 
1989,  carriers  requested  rate  in¬ 
creases  of  $181.7  million  but 
were  ordered  to  cut  rates  by  a 
whopping  $838.5  million. 

State  regulators  dispensed 
with  the  bulk  of  rate  cases  pend¬ 
ing  last  year,  leaving  only  $258.6 
million  in  requests  uncompleted. 

The  FCC  compiles  data  from 
the  Bell  operating  companies, 
GTE  Telephone  Operations,  Unit¬ 
ed  Telecommunications,  Inc.  and 
Contel  Corp. 

( continued  on  page  15 ) 
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WASHINGTON  UPDATE 


BY  ANITA  TAFF 

Sikes  defends  FCC  budget.  FCC  Chairman  Alfred 
Sikes  went  to  Capitol  Hill  last  week  to  defend  his  budget  request 
for  fiscal  1992.  If  approved,  the  request  of  $  133-4  million,  up 
15%  from  the  115.8  million  allotted  for  fiscal  1991,  will  be  the 
highest  level  of  funding  in  the  agency’s  history.  The  increase 
would  also  represent  the  largest  percentage  jump  in  funding 
ever  given  to  the  agency. 

Sikes  said  that  about  half  of  the  increase  over  the  1991 
budget  is  needed  for  nondiscretionary  spending  such  as  growth 
in  operating  costs  and  increased  employee  compensation 
stemming  from  recent  and  projected  federal  pay  raises. 

Much  of  the  remainder  of  the  money  will  be  used  to  improve 
operations.  For  example,  Sikes  wants  to  add  38  employees  to 
handle  common  carrier  matters,  including  tariff  processing, 
mobile  radio  and  international  services.  The  agency  has  been 
under  increasing  pressure  to  handle  the  “exponential  increase” 
in  the  number  of  common  carrier  actions,  he  said. 

Sikes  said  additional  funding  is  also  needed  to  upgrade 
computer  systems.  “Our  systems  today  are  just  barely  adequate 
to  handle  rudimentary  tasks,”  he  told  Congress.  “We  lack  the 
ability  of  several  other  agencies  to  accommodate  electronic 
filing,  a  step  that  would  both  reduce  our  burdens  and,  more 
importantly,  better  serve  the  public.” 

FCC  delays  satellite  decision.  FCC  officials  said  last 
week  that  the  agency  will  hold  off  on  a  final  decision  about 
whether  to  allow  new  satellite  carriers  to  provide  switched 

(continued  on  page  15 ) 


THAT 


Who  says  remote  bridges 
from  different  vendors  can't  inter¬ 
operate?  They  can! 

Because  now  there’s  the 
MAXserver  6510  remote  bridge 
from  Xyplex  that’s  completely 
compatible  with  any  Vitalink  bridge 
or  bridge/router.  Furthermore, 
only  the  MAXserver  LANBLJ5  can 
be  configured  to  act  as  its  own 
remote  LANI,  eliminating  the  need 
to  install  and  maintain  a  costly 
Ethernet  segment  at  the  remote 
site.  Simply  plug  the  6510  card  into 
any  MAXserver  LANBUS  chassis 
and  you  economically  connect 
remote  users  or  satellite  offices  to 
a  corporate  Ethernet  backbone. 

And  you  can  choose  the 
WAN-link  configuration  that’s  best 
for  you.  For  example,  link  two  6510 
cards  together  over  your  WAN 
with  IPO."  Xyplex’s  solution  for 


enhanced  handling  of  time  sensitive, 
interactive  protocols  such  as  LAT. 
Or  link  to  a  Vitalink  TransLAN  bridge 
or  TransPATH  bridge/router  using 
Vitalink’s  Communication  Protocol. 
The  MAXserver  6510  delivers 
complete  interoperability,  high  per¬ 
formance,  and  unmatched  flexibility. 

But  that’s  not  all.  Vou  can 
monitor  and  configure  the  6510 
with  Vitalink’s  WANmanager,  any 
SNIV1P  management  system,  or 
local  and  remote  console  support 
from  Xyplex.  Furthermore,  the 
6510  supports  a  broad  range  of 
transmission  speeds  and  physical 
interfaces  as  well  as  providing 
protocol  transparency,  IEEE 
spanning  tree  support,  remote 
software  loading  and  a  three  year 
warranty. 

So  if  you’ve  been  looking  for  a 
high  function,  cost-effective  bridge 


solution,  contact  us  for  complete 
details  about  the  6510. 

We’re  certain  it’s  the  one  bridge 
you’ll  want  to  cross  when  you  come 
to  it. 


For  more  information  call 

1 -BOO-338-531 6 

Op  write,  Xyplex,  Inc.,  330  Codman  Hill  Road, 
Boxbonough,  fVIA  OT719 


Company  Name . 


Address . 


BRNW2 


XYPLEX 
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Carrier  Watch 

continued  from  page  13 

For  example,  the  service  might  allow 
users  to  program  a  daily  itinerary  into  the 
Service  Control  Point  so  that  calls  could 
follow  them  from  site  to  site.  They  might 
also  be  able  to  specify  the  telephone  num¬ 
bers  of  callers  whose  calls  they  would  like 
to  have  forwarded. 

Pacific  Bell  and  TTSI  are  working  with 
AT&T  Network  Systems  Group  and  will  be 
using  its  5ESS  for  initial  testing.  Pacific 
Bell,  however,  will  evaluate  the  capabili¬ 
ties  for  use  across  all  of  its  switches. 

TTSI  is  a  wholly  owned  subsidiary  of 
Tandem  Computers,  Inc. 

Prime  Computer,  Inc.  last  week  ac¬ 
knowledged  it  has  awarded  US  Sprint 
Communications  Co.  a  three-year,  $  1 5 
million  contract  that  designates  the  carrier 
as  its  exclusive  voice  and  data  services  pro¬ 
vider. 

Under  the  contract,  Prime  will  use 
SprintNet  packet-switched  data  services, 
its  Clearline  T1 .5,  Virtual  Private  Network, 
FONLine  800,  Ultra800  and  FONcard  ser¬ 
vices. 

US  Sprint  has  also  created  an  employee 


Washington  Update 

continued  from  page  13 

international  service  until  other  agencies 
can  weigh  in  on  the  matter. 

Richard  Firestone,  chief  of  the  FCC’s 
Common  Carrier  Bureau,  said  the  agency 
has  notified  the  U.S.  Department  of  State 
and  the  U.S.  Department  of  Commerce 
that  it  will  not  act  on  a  recent  Pan  Ameri¬ 
can  Satellite  Corp.  (PANAMSAT)  petition 
to  liberalize  international  satellite  rules  to 
allow  for  provision  of  switched  traffic. 

Under  rules  established  six  years  ago, 
only  the  International  Telecommunica¬ 
tions  Satellite  Organization  is  allowed  to 
interconnect  with  the  public  switched  net¬ 
work  and  provide  switched  service. 

Although  the  FCC  is  considering  PAN- 
AMSAT’s  petition  for  a  rule  change,  offi¬ 
cials  from  the  State  Department  and  the 
Commerce  Department  recently  asked  the 
FCC  to  not  move  ahead  until  they  have  de¬ 
termined  the  international  impact  and  can 
issue  a  recommendation,  which  is  expect¬ 
ed  to  be  delivered  in  May.  Communications 
Satellite  Corp.,  the  U.S.  representative  to 
INTELSAT,  questioned  the  FCC’s  authority 
to  act  unilaterally  in  any  rule  change.  □ 


Dow  safeguards  call 
center  with  AT&T 

continued  from  page  13 
service,  Hewitt  said.  The  carrier  has  since 
equipped  other  4ESS  switches  to  support 
SAFER. 

Dow  has  had  the  capability  to  use  SAF¬ 
ER  since  September  1989  but  has  not  yet 
needed  it.  “SAFER  gives  us  a  great  deal  of 
comfort  and  backup,”  Hewitt  said. 

As  part  of  its  partnership  with  AT&T, 
Dow  persuaded  AT&T  in  September  1990 
to  build  a  dedicated  point  of  presence  in 
Midland  for  data  services  because  the  near¬ 
est  network  entry  point  at  the  time  was 
more  than  20  miles  away,  Hewitt  said. 

“This  was  a  substantial  investment  by 
AT&T  in  helping  reduce  risk  in  our  [call 
center]  operations  and  was  in  keeping  with 
our  stated  need  for  route  diversity,” 
Hewitt  said.  □ 


benefits  program  under  which  Prime  em¬ 
ployees  will  receive  substantial  discounts 
through  combined  service  usage  with  the 
company. 

Blue  Bell  Creameries,  Inc.  last  week  ac¬ 
knowledged  it  has  awarded  Metromedia 
Communications  Corp.  a  contract  for  a 
variety  of  long-distance  services  for  use  at 
its  18  Southwest  offices. 

The  ice  cream  manufacturer  will  use  the 
carrier’s  Precision  and  Six-Second  Dial-Up 
basic  long-distance  services  with  Metrome¬ 
dia’s  Corporate  Billing  feature,  which  pro¬ 
vides  a  single  bill  for  all  customer  loca¬ 
tions. 

The  companies  declined  to  detail  the 
length  or  value  of  the  contract.  □ 


Intrastate  rates  rise 
in  4th-quarter  1990 

continued  from  page  13 

These  firms  carry  about  90%  of  all  local 
traffic  in  the  U.S. 

State  regulators  virtually  ignored  re¬ 
quests  for  rate  increases  this  year,  instead 
ordering  a  variety  of  direct  rate  decreases 
and  other  rate-reducing  programs  includ¬ 
ing  customer  credits,  elimination  of  taxes, 
restructuring  of  service  costs  and  revenue¬ 
sharing  plans  for  users. 

Other  increases 

Although  there  was  a  large  rate  in¬ 
crease  allowed  to  New  York  Telephone, 
more  moderate  increases  were  granted  in 


a  handful  of  states.  Regulators  granted 
GTE  North  in  Michigan  a  $  1 3-7  million  in¬ 
crease,  and  New  England  Telephone  won  a 
$  1 1 .6  million  increase  in  New  Hampshire. 

But  even  those  instances  of  rate  in¬ 
creases  were  small  victories  since  the  car¬ 
riers  had  both  requested  about  double  the 
amount  granted.  GTE  had  asked  for  an  in¬ 
crease  of  $22.8  million  in  Michigan,  and 
New  England  Telelphone  asked  for  $21 
million  in  New  Hampshire. 

Carriers  had  requested  rate  increases  in 
only  six  other  states  —  Iowa,  Missouri, 
New  Hampshire  (Contel),  South  Carolina, 
Tennessee  and  West  Virginia  —  and  all  of 
the  requests  were  for  less  than  $10  mil¬ 
lion.  State  regulators  granted  $2  million  or 
less  in  each  of  those  instances.  □ 


HIST  DOESN'T  OFFER  YOU 

THESE  Dm  NETWORKING 

BENEFITS. 


BENEFIT 

CYLIX 

AT&T 

Monthly  network  performance  and  data  traffic  reports 

YES 

NO 

Coordinate  installation  of  all  network  components  including  modems, 
circuits,  splitters,  etc. 

YES 

NO 

24-hour,  7-day  a  week  toll-free  Customer  Resource  Center  to  handle 
all  troubles  including  modems,  circuits,  etc. 

YES 

NO 

Assistance  with  front-end  protocol 

YES 

NO 

Comprehensive  disaster  recovery  service  with  telco  bypass 

YES 

NO 

Uncomplicated  monthly  billing  for  each  location  on  the  network 

YES 

NO 

Optimize  network  configuration  regardless  of  geographic  location 

YES 

NO 

Migration  to  VSAT  technology  within  the  same  network 

YES 

NO 

Remote  location  datascope  monitoring 

YES 

NO 

Toll  free  dial  back-up  service  for  remotes 

YES 

NO 

CYUXD0ES. 


It’s  a  fact.  And  it’s  also  the  reason  why  more  and  more  AT&T  customers  are  making  the  switch  to  Cylix 
data  networking.  We’ve  always  been  big  on  benefits  and  that  translates  into  a  long-range  total  commitment 
to  high  quality  data  network  service.  Compare  the  benefits.  Each  one  represents  another  important 
reason  why  Cylix  has  a  respected  reputation  as  a  full  service  data  networking  company. 
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COMMUNICATIONS 
CORPORATION 

Data  Networking  Excellence 

800  Ridge  Lake  Boulevard 

Memphis,  TN  38120-9404/(901)  761-1177/FAX:  (901)  766-0229 


/'  We’ll  cover  your 
/  needs  one  way  or 
/  another.  (Send  us  your 
y  wide  area  data  network 
configuration.  Well  give 
,''you  an  umbrella  and  a  detailed 
/  price  analysis  of  your  network.) 

Dept.  N 
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UDS  puts  Sync- Up 
modem  software  suppor 
at  your  fingertips 


Superior  software  support  is  one  of 
the  many  reasons  why  Sync-Up™ 
emulator/modems,  by  UDS,  have 
become  the  industry-wide  choice 
for  remote  micro-to-mainframe, 
micro-to-mini  and  micro-to-micro 
communication  solutions. 

Leading  software  publishers, 
writing  for  today’s  (and  tomorrow’s) 
most  popular  applications  —  that’s 
the  combination  that  has  brought 
Sync-Up  to  the  forefront  of  remote 
PC  communications.  Consider  these 
applications,  and  the  software 
houses  that  support  them: 

•  TAX  FILING— CPAid;  Nelco; 

Tax$imple;  Teletax 

•  EDI— Scheme  Software  Corp.; 

Edwin  Systems;  CTI;  Fortell 


•  REMOTE  ACCESS— Triton  Tech¬ 
nologies;  NSA;  SoftKIone;  CRG 
(Blast) 

•  3270  EMULATION— CQ  Computer 
Communications;  NSA;  Attach- 
mate;  Black  Box;  Sterling  Software 

•  5250  EMULATION— CQ  Computer 
Communications;  Black  Box; 
Emerald 

•  X.25— Microdyne;  NSA 

•  UNIX,  XENIX,  AIX— The  Santa 
Cruz  Operation;  Cleo;  Serengeti 
Software 

•  REMOTE  JOB  ENTRY— CQ  Com¬ 
puter  Communications;  Serengeti 
Software;  Eastham  Assoc.;  Sterling 
Software;  Barr  Systems;  NSA; 
Black  Box;  Cleo 

•  APPC/LU6.2— NSA 


For  information  about  specific 
packages  available  from  these  and 
other  outstanding  software  sup¬ 
pliers,  consult  our  Sync-Up  prod¬ 
uct  management  team.  Contact 
UDS,  5000  Bradford  Drive, 
Huntsville,  AL  35805-1993. 
Telephone  205/430-8000; 

FAX  205/430-8926. 


MOTOROLA 


Created  by  Dayner/Hall,  Inc.,  Winter  Park,  Florida 


DATA  COMMUNICATIONS 

PRODUCTS,  SERVICES,  ARCHITECTURES,  STANDARDS  AND  NETWORK  MANAGEMENT 


Worth  Noting 


Citicorp  recently  said  it 
will  link  1 ,430  of  its 
1 ,800  automated  teller 
machines  to  Cirrus 
System,  Inc.’s  national 
network,  thus  enabling 
its  ATM  cardholders  to 
use  Cirrus  ATMs  and 
Cirrus  cardholders  to 
use  Citicorp  ATMs  for 
the  first  time. 


D 


11  Packets 

GE  Information  Ser¬ 
vices  last  week  announced 
the  availability  of  9.6K  bit/sec 
synchronous  dial-up  access  to 
its  value-added  network  from 

12  U.S.  and  12  European  cit¬ 
ies. 

Previously,  9-6K  bit/sec 
synchronous  access  was  avail¬ 
able  only  via  leased  lines  and 
synchronous  dial-up  access 
was  limited  to  2,400  and  4.8K 
bit/sec. 

The  dial-up  capability  will 
offer  the  advantages  of  higher 
speed  access  to  users  with  lim¬ 
ited  hardware  resources  or 
with  volumes  too  low  to  justify 
leased  lines. 

The  9-6K  bit/sec  synchro¬ 
nous  access  supports  2780/ 
3780  Binary  Synchronous 
Communications,  3270  BSC, 
3270/3770  Systems  Network 
Architecture  devices  and 
IBM’s  LU  6.2. 

The  Missouri  Highway 
and  Transportation  De¬ 
partment  recently  pur¬ 
chased  T4  Systems,  Inc.’s 
T4  Link  facsimile  server.  The 
department  takes  calls  from 
truck  drivers  seeking  permits 
to  move  overweight  or  over¬ 
size  loads  through  the  state. 
Currently,  between  200  and 
500  permits  per  day  are  man¬ 
ually  faxed  to  truck  drivers  or 
trucking  companies. 

With  T4  Link,  department 
employees  using  IBM  3270 
terminals  attached  to  a  3090 
or  4381  mainframe  will  be 
able  to  enter  the  proper  recipi¬ 
ent  fax  number  and  send  the 
permit  from  their  termi¬ 
nals.  □ 
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US  Sprint’s  fractional  T-1  rate  proposal 

Bandwidth 

Intercity 

Fixed  charge 

Charge  per  intercity 

(bit/sec) 

circuit 

per  circuit 

circuit  mile 

mileage 

Old* 

New* 

Old 

New 

112K 

1-50 

$121 

$126 

$4.68 

$4.88 

51-100 

248 

258 

2.16 

2.25 

101  + 

413 

430 

0.48 

0.50 

168K 

1-50 

178 

185 

6.89 

7.18 

51-100 

366 

381 

3.18 

3.31 

101  + 

609 

634 

0.71 

0.74 

224 K 

1-50 

237 

247 

9.18 

9.56 

51-100 

487 

507 

4.23 

4.41 

101  + 

810 

844 

0.94 

0.98 

280K 

1-50 

284 

296 

10.97 

11.43 

51-100 

583 

607 

5.06 

5.27 

101  + 

970 

1,010 

1.13 

1.18 

336K 

1-50 

358 

373 

13.83 

14.41 

51-100 

735 

766 

6.39 

6.66 

101  + 

1,223 

1,274 

1.42 

1.48 

392 K 

1-50 

407 

424 

15.67 

16.32 

51-100 

833 

868 

7.23 

7.53 

101  + 

1,385 

1,443 

1.61 

1.68 

448 K 

1-50 

455 

474 

17.56 

18.29 

51-100 

933 

972 

8.10 

8.44 

101  + 

1,552 

1,617 

1.81 

1.89 

504K 

1-50 

511 

532 

19.68 

20.50 

51-100 

1,047 

1,091 

9.09 

9.47 

101  + 

1,740 

1,813 

2.03 

2.11 

560K 

1-50 

538 

560 

20.74 

21.60 

51-100 

1,103 

1,149 

9.57 

9.97 

101  + 

1,834 

1,910 

2.13 

2.22 

61 6K 

1-50 

621 

647 

23.95 

24.95 

51-100 

1,274 

1,327 

11.05 

11.51 

101  + 

2,117 

2,205 

2.46 

2.56 

672K 

1-50 

677 

705 

26.08 

27.17 

51-100 

1,387 

1,445 

12.04 

12.54 

101  + 

2,306 

2,402 

2.68 

2.79 
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Primary  Access  adds  PAD 
to  network  access  system 

Sixteen-port  card  provides  X.25  interface  to  nets. 

By  Paul  Desmond 

Senior  Editor 


Users  tackle  concepts 
of  DECnet  Phase  V 

Addition  of  OSI  to  product  forces  customers  of 
DECnet  Phase  IV  to  master  new  terminology. 


By  Jim  Brown 

Senior  Editor 


SAN  DIEGO  —  Primary  Access 
Corp.  last  week  announced  the 
addition  of  a  1 6-port  packet  as¬ 
sembler/disassembler  to  the  ex¬ 
isting  channel  bank  and  modem 
capabilities  of  its  integrated  net¬ 
work  access  system. 

The  Primary  Access  network 
access  system,  based  on  a  chassis 
with  an  internal  bus,  replaces  mo¬ 
dems,  channel  banks  and  now 
PADs.  The  channel  bank  and  mo¬ 
dem  functions  let  users  employ 
digital  T-l  services  such  as 
AT&T’s  Megacom  800  to  support 
remote  dial-up  modem  users. 

A  new  1 6-port  Data  Communi¬ 
cations  Processor  (DCP)  card 
will  add  a  PAD  capability  to  give 
the  product  an  X.25  interface  to 
host  computers,  public  packet 
nets  and  private  T-l  networks, 
said  Robert  Berlin,  director  of 
marketing  at  Primary  Access. 

Primary  Access  also  an¬ 
nounced  that  The  Travelers  Corp. 
of  Hartford,  Conn.,  will  be  the 
first  user  of  the  new  PAD  func¬ 
tion.  The  Travelers  plans  to  use 
the  new  function  to  support  the 
thousands  of  independent  insur¬ 
ance  agents  who  dial  into  its 


mainframes,  Berlin  said. 

One  of  the  main  benefits  of  the 
Primary  Access  system  is  that  it 
lowers  line  costs  for  users  by  al¬ 
lowing  them  to  use  digital  ser¬ 
vices  such  as  Megacom  800  and 
Feature  Group  B.  These  offerings 
can  be  accessed  via  a  T-l  line  and 
are  more  cost-effective  than  com¬ 
parable  analog  services. 

“The  economics  of  terminat¬ 
ing  dial  modem  traffic  over  Mega¬ 
com  is  a  no-brainer,”  Berlin  said. 
“There’s  about  a  three-month 
payback  for  modest  applications 
and  even  less  for  large  net¬ 
works.” 

According  to  Primary  Access, 
a  user  with  24  AT&T  800  Sendee 
analog  lines  used  six  hours  a  day 
would  save  more  than  $15,000 
monthly  by  switching  to  Mega¬ 
com  800. 

The  new  PAD  takes  that  a  step 
further  by  not  only  letting  the  Pri¬ 
mary  Access  system  accept  digital 
T-l  lines  from  carriers,  but  also 
by  giving  it  the  ability  to  output  a 
single  high-speed  V.35  bit 
stream.  Previously,  a  separate 
RS-232  connection  was  required 
for  each  channel  supported  by 
the  Primary  Access  system. 

(continued  on  page  18) 


LITTLETON,  Mass.  —  Users 
gearing  up  to  migrate  from  Digi¬ 
tal  Equipment  Corp.’s  DECnet 
Phase  IV  to  the  Open  Systems  In¬ 
terconnection-based  DECnet 
Phase  V  must  not  only  master  the 
architectural  shift,  but  also  the 
terminology  used  to  describe  it. 

Its  support  for  OSI  protocols  is 
forcing  DEC  to  introduce  a  num¬ 
ber  of  new  terms  and  concepts 
into  DECnet  Phase  V. 

For  instance,  DEC  is  helping 
users  understand  domains  and 
subdomains  and  how  they  com¬ 
pare  to  DECnet  areas,  according 
to  Steve  Kelly,  a  DEC  network 
consultant  who  assists  customers 
preparing  DECnet  Phase  V  migra¬ 
tion  strategies. 

Under  DECnet  Phase  IV,  users 
can  split  a  network  of  as  many  as 
64,000  nodes  into  63  areas,  or 
subnetworks,  of  1,023  nodes 
each. 

DECnet  Phase  IV  also  provides 
a  mechanism  for  interconnecting 
DECnet  areas  via  a  backbone  net¬ 
work  so  nodes  in  different  areas 
can  communicate. 

But  under  DECnet  Phase  V, 
networks  will  be  broken  into  mul¬ 
tiple  routing  domains  that  can  be 
managed  as  a  single  administra¬ 
tive  domain.  Routing  domains 


HERNDON,  Va.  —  Transaction 
Communications,  Inc.  (TCI)  re¬ 
cently  announced  that  it  is  build¬ 
ing  a  nationwide  backbone  based 
on  Netrix  Corp.  circuit/packet 
switches  to  support  its  new  public 
transaction  processing  net. 

The  company  expects  its  new 
backbone  to  provide  credit  trans¬ 
action  services  that  are  faster  or 
less  expensive  than  similar  ser¬ 
vices  used  by  prospective  clients. 

TCI  is  a  start-up  that  currently 
serves  four  East  Coast  cities  and 
plans  to  expand  nationwide  by 
the  end  of  the  year.  Its  primary 
marketing  focus  is  credit  card  au¬ 
thorization  transactions,  but  the 
network  will  also  support  check 
authorizations  and  medical  or 
pharmaceutical  claims. 

TCI's  net  will  initially  consist 


shuttle  traffic  between  subdo¬ 
mains,  which  are  analogous  to 
DECnet  Phase  IV  areas. 

This  setup  would  enable  a 
company  to  build  a  network  as  a 
single  administrative  domain  and 
place  subsidiaries  and  operating 
units  into  their  own  routing  do¬ 
mains,  each  consisting  of  multi¬ 
ple  subdomains. 

Network  managers  can  then 
decide  whether  users  in  the  dif¬ 
ferent  routing  domains  will  be 
able  to  communicate  with  one  an¬ 
other.  They  can  also  determine 
whether  nodes  in  the  administra¬ 
tive  domain  would  be  able  to 
communicate  with  nodes  of  an¬ 
other  company. 

These  DECnet  Phase  V  con¬ 
cepts  are  supported  by  DEC’S 
adoption  of  OSI’s  addressing 
scheme,  which  enables  users  to 
build  networks  supporting  hun¬ 
dreds  of  thousands  of  nodes. 

“Phase  V  will  let  you  have 
thousands  of  areas  with  thou¬ 
sands  more  nodes  per  area,”  Kel¬ 
ly  said.  “What  you'll  also  have  is 
more  choice  to  segment  your  net¬ 
work  to  match  the  way  your  com¬ 
pany  or  agency  is  organized.” 

What  used  to  be  called  simply 
an  address  in  DECnet  Phase  IV  is 
now  referred  to  as  a  Network  Ser¬ 
vice  Access  Point  (NSAP)  in  DEC- 
/ continued  on  page  18) 


of  five  Netrix  #1-ISS  circuit/ 
packet  switches,  said  Craig  Stutz- 
man,  TCI’s  vice-president  of  net¬ 
work  operations.  Those  five 
nodes  will  support  traffic  coming 
from  2 1  devices  that  act  both  as 
channel  banks  and  packet  as¬ 
sembler/disassemblers,  he  said. 

Point-of-sale  terminals  used 
to  initiate  credit  card  authoriza¬ 
tions  will  use  a  local  exchange 
carrier’s  Feature  Group  B  sendee, 
which  means  they  dial  a  seven¬ 
digit  number  to  be  connected  to  a 
local  carrier’s  switch.  The  carrier 
will  combine  as  many  as  24  such 
calls,  each  of  which  is  transmit¬ 
ting  data  at  300  to  1,200  bit/sec, 
onto  a  T-l  circuit.  The  T-l  line 
will  feed  into  the  channel  bank/ 
PAD,  which  will  be  collocated  at 
the  carrier's  central  office, 
according  to  Brian  Bates,  di- 
(continued  on  page  18) 
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Start-up  plans  backbone 
credit  transaction  net 

By  Paul  Desmond 

Senior  Editor 


DATA  COMMUNICATIONS 


Start-up  plans 
backbone  net 

continued from  page  1 7 
rector  of  sales  at  TCI. 

The  PAD  will  wrap  the  data  in 
an  X.25  packet  and  hand  it  off  to 
the  nearest  Netrix  switch  via  a 
56K  bit/sec  leased  line. 

The  56K  bit/sec  backbone  will 
also  provide  the  connection  to 


the  appropriate  host. 

For  credit  card  authorizations, 
Bates  said,  the  TCI  approach  is 
more  efficient  than  the  two  ap¬ 
proaches  used  today. 

Some  companies  use  WATS 
lines  to  connect  to  a  host,  and  the 
average  connect  time  is  20  to  30 
seconds,  according  to  Bates. 
“TCI,  end-to-end,  can  do  the  ap¬ 
proval  process  in  six  to  eight  sec¬ 


onds,”  he  explained. 

The  other  alternative  com¬ 
monly  used  is  to  connect  the  POS 
terminal  to  a  public  packet  net¬ 
work,  which  offers  a  response 
time  of  about  15  seconds. 

Excluding  local  access 
charges,  he  said,  TCI  could  offer 
leased  lines  for  20%  to  30%  less 
than  what  any  of  the  three  major 
carriers  charge.  □ 


Users  tackle 
Phase  V  concepts 

continued from  page  17 
net  Phase  V.  The  NSAP  is  up  to 
160  bits  long,  vastly  larger  than 
the  1 6-bit  DECnet  Phase  IV  ad¬ 
dress.  The  NSAP  consists  of  an 
Initial  Domain  Part  (IDP)  that 
defines  the  administrative  do¬ 
main  a  node  belongs  in  and  the 
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Audition  Crossbow  LightWatch  and  try  out  the  most 
intuitive  LAN  Hub  management  interface  available.  Let 
easy-to-use  screens  guide  you  through  network  trouble¬ 
shooting  and  traffic  analysis.  Get  real-time  alarms,  events, 
and  port-level  statistics  from  easy-to-read  graphic  displays. 

Moves,  adds,  or  changes  take  only  a  simple  point-and- 
dick.  And  manage  all  your  Ethernet,  Token  Ring,  Apple- 
Talk,  and  Apollo  Domain  LANs  from  just  one  screen. 

Select  the  LightWatch  platform  that  suits  your  network 
best:  affordable  386-based  PC-DOS  with  Super  VGA 
graphics,  or  powerful  Sun  SPARC™  UNIX™  with  Open- 
Windows™.  Both  support  industry-standard  SNMP  to 
ease  integration  in  multi-vendor  applications. 


Crossbow  LightWatch  Network  Management 


Configure,  Monitor,  and  Analyze  Crossbow  Networks 
Port-,  Card-,  Hub-  and  Network-Level  Management 
SNMP  Support  for  Industry-Wide  Compatibility 
PC-DOS  and  Sun  UNIX  Platforms 
Intuitive  Graphic  Interface 


Crossbow  LightWatch  is  ready  to  perform  in  your 
network.  Call  Fibermux  today  at  (818)  709-6000  to 
arrange  a  screen  test. 

Fibermux.  LAN  Hub  Network  Management.  We're  Serious. 

Copyright  ©  1991.  Fibermux  Corporation  •  9310  Topanga  Canyon  Blvd.  Chatsworth,  CA  91311  •  (818)  709-6000  •  FAX  (818)  709-1556 
Sun  SPARC  is  a  trademark  of  Sun  Microsystems,  Inc.  UNIX  and  OpenWindows  are  trademarks  of  AT&T. 


Domain  Specific  Part  (DSP), 
which  is  the  actual  node  address. 

“The  IDP  is  a  new,  third  di¬ 
mension  of  addressing  being  in¬ 
troduced  into  DECnet,”  Kelly 
said.  It  is  basically  a  unique  net¬ 
work  number  that  defines  a  com¬ 
pany’s  OSI-based  network.  The 
number  must  be  obtained  from 
one  of  five  international  stan¬ 
dards  bodies  responsible  for 
overseeing  the  use  of  IDP  ad¬ 
dresses  for  public  and  private  net¬ 
works. 

“Generally,  Phase  IV  assumes 
the  network  is  within  the  same 
company  or  agency,”  Kelly  said. 
“What  OSI  and  Phase  V  do  is  fa¬ 
cilitate  the  construction  of  inter¬ 
company  or  interagency  net¬ 
works.” 

An  IDP  is  made  up  of  two  ele¬ 
ments:  an  Authority  and  Format 
Identifier,  which  defines  the  in¬ 
ternational  addressing  authority 
that  assigned  the  network  num¬ 
ber,  and  an  Initial  Domain  Identi¬ 
fier,  which  is  the  actual  network 
number. 

The  DSP  has  three  elements; 
the  Loc-area,  which  defines 
which  subdomain  the  node  is  in; 
the  node  identifier,  which  pro¬ 
vides  the  node’s  unique  address; 
and  the  Sel,  which  identifies  the 
transport-layer  software  that 
other  nodes  must  use  to  receive 
data  sent  by  it. 

As  part  of  its  plan  to  ease  mi¬ 
gration  to  DECnet  Phase  V,  DEC 
will  include  a  default  IDP  with  ev¬ 
ery  DECnet  Phase  V  license.  This 
will  enable  users  to  install  DEC¬ 
net  Phase  V  software  on  nodes  in 
DECnet  Phase  IV  networks. 

“Users  don’t  have  to  wrestle 
with  these  new  OSI  concepts  just 
to  keep  doing  what  they  were  do¬ 
ing,”  Kelly  said.  □ 


Primary  Access 
adds  to  system 

continued  from  page  17 

The  Primary  Access  system  ac¬ 
cepts  a  full  T-l  from  the  long-dis¬ 
tance  carrier.  Its  channel  bank 
breaks  that  into  24  DSOs  and 
routes  them  over  an  internal  bus 
to  the  Digital  Signal  Processor 
(DSP)  cards,  which  perform  the 
modem  function. 

The  DSPs  demodulate  the  sig¬ 
nals,  which  are  still  in  the  carri¬ 
er’s  digital  pulse  code  modula¬ 
tion  format,  and  convert  them 
into  the  digital  format  used  by  the 
RS-232  interface.  The  signals  are 
then  routed  over  the  bus  to  the 
DCP  cards.  The  DCPs  packetize 
the  signals  and  perform  some 
multiplexing  in  order  to  send  the 
signals  out  over  a  single  V.35. 

The  V.35  interface  can  then  be 
used  as  the  connection  to  a  front- 
end  processor,  a  public  data  net¬ 
work  or  a  T-l  multiplexer.  Multi¬ 
ple  1 6-port  DCPs  can  be 
configured  to  send  data  to  the 
same  V.35  port,  Berlin  said. 

The  X.25  DCP  cards  are  ex¬ 
pected  to  be  available  in  April. 
Each  card,  outfitted  with  the  re¬ 
quired  software,  costs  $5,000.  □ 
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Worth  Noting 


“  , 

ot  many 

people  will  implement 
pure  OSI  [for 
internetworking]. 

Those  that  need 
interoperability  now 
will  use  TCP/IP.  Those 
that  can  wait  will  wait 
for  DEC  and  IBM  to 
come  out  with  their 
OSI  solutions.” 


Tom  Wood 

Industry  analyst 
Business  Research  Group 
Newton,  Mass. 


etnotes 


NCR  Corp.  has  boosted 
the  NetWare  server  support 
for  its  Unix-based  System 
3000  computers  with  the  in¬ 
troduction  of  NetWare/X  soft¬ 
ware. 

NetWare/X  is  NCR’s  latest 
implementation  of  Novell’s 
Portable  NetWare  for  systems 
running  Unix  System  V.4. 

The  software  allows  NCR 
System  3000  computers  to 
serve  networks  of  DOS,  OS/2 
and  Apple  Computer,  Inc. 
Macintosh  clients.  NetWare/X 
also  provides  Systems  Net¬ 
work  Architecture  and  Net¬ 
work  File  System  support. 

NCR’s  NetWare/X  pricing 
begins  at  $10,000. 


Sun  Microsystems,  Inc. 
and  Interphase  Corp.  have 
signed  a  joint  marketing 
agreement  under  which  Sun 
has  agreed  to  market  the  In¬ 
terphase  NC400  Network  Co- 
Processor. 

The  NC400  is  an  Ethernet 
controller  that  processes  Net¬ 
work  File  System  (NFS)  traf¬ 
fic.  The  processor  board  fits  in 
the  backplane  of  a  Sun  SPARC- 
Server  system. 

By  off-loading  NFS  pro¬ 
cessing  from  the  Sun  servers, 
the  NC400  boosts  network 
performance  and  allows  the 
servers  to  support  larger  net¬ 
works. 

The  NC400,  which  is  now 
available  from  both  Inter¬ 
phase  and  Sun,  is  priced  at 
$7,950.  □ 


Two  vendors  release  SQL 
applications  for  Windows 

Support  links  to  multiple  relational  DBMS  servers. 


By  Eric  Smalley 

_ Senior  Editor _ 

SAN  JOSE,  Calif.  —  Two  soft¬ 
ware  vendors  will  unveil  at  the 
Windows  and  OS/2  Conference 
here  this  week  Microsoft  Corp.’s 
Windows  3-0-based  applications 
that  offer  SQL  links  to  relational 
data  base  servers. 

Precision  Software  of  Irving, 
Texas,  will  introduce  an  upgrade 
to  its  Superbase  4  relational  data 
base  for  Windows  3-0  that  will  in¬ 
clude  a  revamped  networking 
scheme  and  embedded  SQL. 

The  embedded  SQL  in  Version 
1 .3  includes  facilities  for  import¬ 
ing  and  exporting  data  between 
SQL  and  Superbase  tables,  ac¬ 
cording  to  company  officials. 

The  company  will  also  unveil 
the  Superbase  SQL  Library  that, 
in  conjunction  with  the  embed¬ 
ded  SQL,  will  allow  Superbase  to 
connect  to  other  relational  data 
bases  on  remote  servers. 

The  Superbase  SQL  Library  is  a 
set  of  Windows  Dynamic  Link  Li¬ 
braries  linking  Superbase  to  spe¬ 
cific  data  bases. 


Dynamic  Link  Libraries  allow 
Windows  applications  to  make 
calls  to  other  applications.  The 
Superbase  SQL  Library  allows 
concurrent  links  to  multiple  data 
bases,  according  to  company  offi¬ 
cials. 

The  initial  release  of  the  Su¬ 
perbase  SQL  Library  will  support 
links  to  Microsoft  SQL  Server  on 
OS/2;  Sybase,  Inc.  on  Unix  sys¬ 
tems  and  Digital  Equipment 
Corp.’s  VMS;  and  GUPTA  Tech¬ 
nologies,  Inc.’s  GUPTA  SQLBase 
on  DOS,  OS/2  and  as  a  Novell, 
Inc.  NetWare  Loadable  Module 
(NLM). 

Support  for  Oracle  Corp.’s  Or¬ 
acle  on  OS/2  and  XDB  Systems, 
Inc.’s  XDB  on  DOS,  OS/2  and  as  a 
Novell  NLM  are  expected  to  be 
available  soon  after  the  product 
begins  shipping,  according  to 
John  Tranmer,  Precision  Soft¬ 
ware’s  chairman.  Support  for  Or¬ 
acle  on  other  platforms  and 
IBM’s  Database  Manager  for 
OS/2  Extended  Edition,  DB2  on 
MVS,  SQL/DS  on  VM  and  SQL400 
( continued  on  page  20 ) 


Telnet,  LAT  gateway  links 
Ethernet,  token-ring  nets 


By  Eric  Smalley 

_ Senior  Editor _ 

MADISON,  Wis.  —  Persoft, 
Inc.  has  introduced  a  token-ring- 
to- Ethernet  gateway  that  sup¬ 
ports  Telnet  and  Digital  Equip¬ 
ment  Corp.’s  Local  Area  Trans¬ 
port  (LAT)  terminal-to-host 
protocols  and  acts  as  a  Novell, 
Inc.  NetWare  Internetwork  Pack¬ 
et  Exchange  (IPX)  router. 

Persoft  also  introduced  a  wire¬ 
less  Ethernet  bridge  that  compa¬ 
ny  officials  said  is  the  first  Ether¬ 
net  bridge  to  use  spread- 
spectrum  radio  technology. 

The  gateway  product,  called 
Passage,  consists  of  a  token-ring 
adapter  card,  an  Ethernet  adapter 
card  and  Persoft  software. 

Passage,  which  resides  in  a 
dedicated  IBM  Personal  Comput¬ 
er  AT,  allows  personal  computers 
on  token-ring  networks  to  access 
DEC  VAX  and  Unix  host  systems 
on  Ethernet  networks  using  Per- 
soft’s  SmarTerm  terminal-emula¬ 
tion  software.  SmarTerm  per¬ 
forms  DEC  VT  emulation  with 
LAT,  Telnet  and  File  Transfer 
Protocol  support. 

The  software  also  routes  IPX 
traffic,  allowing  token-ring  work¬ 
stations  to  access  NetWare  serv¬ 


ers  on  both  token-ring  and  Ether¬ 
net  networks. 

Passage  appears  to  the  Ether¬ 
net  network  as  a  spanning  tree 
Ethernet  bridge  and  to  the  token¬ 
ring  network  as  a  source  routing 
token-ring  bridge,  according  to 
Persoft  officials. 

Persoft’s  wireless  Ethernet 
bridge,  called  Intersect  Remote 
Bridge,  uses  spread-spectrum  ra¬ 
dio  technology  to  link  remote 
Ethernet  networks  that  are  as  far 
as  800  feet  apart,  according  to 
company  officials. 

The  bridge  supports  a  data 
rate  of  2M  bit/sec  and  is  compati¬ 
ble  with  the  IEEE  Ethernet  stan¬ 
dard,  the  officials  said. 

The  product  consists  of  a  wire¬ 
less  Ethernet  board,  a  standard 
Ethernet  board  and  Persoft  soft¬ 
ware. 

The  Intersect  Remote  Bridge, 
without  the  personal  computer, 
costs  $4,995. 

Passage  is  scheduled  to  be 
available  this  spring.  A  20-user  li¬ 
cense  costs  $5,995,  and  a  50-user 
license  is  priced  at  $9,995. 

Persoft  can  be  reached  at  UW 
Research  Park,  465  Science 
Drive,  Madison,  Wis.  53711,  or 
call  (608)  273-6000.  □ 


Barriers  to  integrating  interoperable  nets 


Lack  of  net  management  tools 
High  initial  investment 
Rapidly  changing  technology 
Lack  of  standard  APIs 
Lack  of  technical  expertise 
Changing  business  requirements 
Multivendor  networks 
Supporting  multiple  protocols 
Converting  between  protocols 
Cost  of  operations 
Justification  of  integration  costs 
Long  implementation  time 
Integrating  international  nets 
Voice  and  data  incompatibilities 
Don’t  know/no  answer 
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Percentage  of  users  surveyed 

Figures  are  based  on  a  survey  of  259  MIS  professionals  from  large 
Fortune  1,000  companies. 

API  =  Application  program  interface 

GRAPHIC  BY  SUSAN  SLATER  SOURCE:  BUSINESS  RESEARCH  GROUP.  NEWTON.  MASS. 


Users  face  obstacles 
to  net  integration 

Study  identifies  roadblocks  confronting  users  who 
want  to  bring  LANs  into  their  enterprisewide  nets. 


By  Caryn  Gillooly 

_ Senior  Editor _ 

NEWTON,  Mass.  —  Users  are 
finding  it  increasingly  important 
to  bring  their  personal  computer 
LANs  into  the  enterprise  network 
fold,  but  hefty  obstacles  loom 
ahead,  according  to  a  recent 
study. 

Research  by  the  Business  Re¬ 
search  Group  (BRG),  based  here, 
found  that  85%  of  the  259  MIS 
professionals  responding  to  a  re¬ 
cent  survey  said  the  integration 
of  personal  computer  local-area 
networks  into  the  enterprise  is  a 
critical  move. 

The  study  suggested,  howev¬ 
er,  that  the  lack  of  network  man¬ 
agement  tools,  the  high  initial  in¬ 
vestment  and  rapidly  changing 
technology  may  be  slowing  inte¬ 
gration  and  causing  more  users  to 
take  a  careful  look  at  the  implica¬ 
tions  associated  with  enter¬ 
prisewide  integration. 

“Users  are  approaching  [the 
task]  with  extreme  caution,”  said 
Tom  Wood,  an  industry  analyst  at 
BRG. 

Kevin  O'Neil,  BRG’s  vice-pres¬ 
ident  of  network  research  and 
consulting,  concurred.  “These 
problems  are  inhibitive  to  the 
early  implementor,”  he  said. 
“People  have  plans  to  integrate 
[personal  computer  LANs]  more 
closely  into  the  enterprise,  but 
their  plans  are  sometimes  more 
aggressive  than  the  available 
tools  and  vendor  support.” 

O'Neil  added  that  users  are  re¬ 


alizing  that  if  they  adopt  the  tech¬ 
nology  too  quickly  and  do  not 
have  the  proper  tools  and  sup¬ 
port,  they  will  be  in  a  difficult  po¬ 
sition  if  problems  arise. 

The  obstacles 

In  the  study,  users  were  asked 
to  list  the  three  largest  impedi¬ 
ments  to  integrating  separate  in¬ 
formation  systems  into  one  net¬ 
work.  Thirty-three  percent  listed 
a  lack  of  network  management 
tools  as  one  of  the  main  prob¬ 
lems,  30%  listed  the  high  initial 
investment  and  25%  listed  rapid¬ 
ly  changing  technology  (see 
graphic,  this  page). 

Systems  management,  ac¬ 
cording  to  Wood,  was  easier 
when  users  were  only  worried 
about  self-contained  networks. 
Novell,  Inc.,  for  example,  offers 
fairly  sophisticated  management 
within  NetWare;  and  few  things 
can  match  the  robustness  of 
IBM’s  NetView  network  manage¬ 
ment  system. 

But  Novell,  Wood  said,  is  not 
even  on  par  with  Banyan  Sys¬ 
tems,  Inc.’s  VINES  enterprise 
management  capabilities  and,  in 
general,  IBM  can  only  manage 
IBM. 

“Before,  users  had  to  manage 
only  the  LAN  or  only  the  main¬ 
frame.  Now  they  have  to  manage 
a  network  of  mainframes  and  PC 
LANs,  and  the  applications  that 
users  want  to  integrate  on  that 
network,”  Wood  said. 

( continued  on  page  20 ) 
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LOCAL  NETWORKING 


Two  vendors  release 

continued from  page  19 

on  OS/400  is  also  planned. 

The  improved  network  features  of  Su¬ 
perbase  4  Version  1.3  include  simulta¬ 
neous  queries  and  updates  to  the  same  Su¬ 
perbase  files  by  different  users,  and 
optional  automatic  on-screen  refresh  of 
data  that  has  been  changed  while  a  file  is 
being  accessed,  Tranmer  said.  Both  capa¬ 
bilities  are  achieved  through  the  use  of 
standard  DOS  file  locks,  he  said. 

Superbase  4  Version  1 .3  and  the  Super¬ 
base  SQL  Library'  is  expected  be  available 
next  month.  Superbase  4  costs  $695,  and 
upgrades  cost  $50.  The  library'  costs  $495. 

Separately,  Powersoft  Corp.  of  Burling- 


SQL  applications 

ton,  Mass.,  will  introduce  a  Windows-based 
application  development  environment 
that  supports  SQL  and  offers  links  to  back¬ 
end  data  base  servers. 

The  purpose  of  PowerBuilder 

PowerBuilder  is  an  object-oriented  ap¬ 
plication  development  environment  de¬ 
signed  for  creating  client/server  applica¬ 
tions  using  a  graphical  interface  under 
Windows.  It  will  initially  support  Microsoft 
SQL  Server,  GUPTA  SQLBase  and  Oracle  as 
data  base  servers . 

Application  elements  are  represented 
as  objects  linked  graphically  on-screen  to 


form  programs.  PowerBuilder  includes  a 
scripting  language  and  shared-object  li¬ 
braries. 

The  software  also  includes  an  object 
called  Data  Window,  which  allows  data 
base  information  to  be  manipulated  with¬ 
out  SQL  or  scripts,  according  to  company 
officials. 

PowerBuilder  supports  Windows  Dy¬ 
namic  Data  Exchange  for  interacting  with 
other  Windows  applications  and  Hypertext 
help,  as  well  as  the  ability  to  call  C-lan- 
guage  functions  in  Windows  Dynamic  Link 
Libraries. 

PowerBuilder  is  expected  to  be  avail¬ 
able  in  May  at  a  cost  of  $2,995.  Run-time 
license  costs  vary  depending  on  the  num¬ 
ber  of  users.  □ 


Gateways  to 


SUPERCOMM  ’91 
International 
Conference  and 
Exhibition 

March  18-21, 1991 

George  R.  Brown 
Convention  Center 
Houston,  Texas 


Attend  52  Free  Sessions  and 
500  Exhibits  in  500,000  Square  Feet 

SUPERCOMM® ’91  features  52  free  sessions 
in  tracks  ranging  from  technology  and  opera¬ 
tions  to  marketing  and  policy.  Learn  new  ideas 
to  enhance  your  business  and  career.  View  500 
exhibits  from  the  world’s  technology  leaders. 

Hear  the  keynote  address  by  FCC  Chairman 
Al  Sikes.  Join  more  than  1 5,000  industry  man¬ 
agers  from  50  countries. 

Introducing  “Fiber  Perspectives  ’91” 
Featuring  Forum  and  Exhibits 
for  Managing  Transitions 

Attend  “Fiber  Perspectives  ’91"  and  get  a 
glimpse  of  the  future.  Three  tracks  with  twelve 
sessions  will  cover  everything  from  Technology  & 
Product  Trends  to  Marketing  &  Management  to 
OSP  Strategies  for  the  Future.  Conference  starts 
11 :30  a.m.  Tuesday  through  Thursday.  Pre-regis¬ 
ter  before  February  1 5  for  $295.  On-site  registra¬ 
tion  is  $395.  Three  luncheons  included. 

Two  New  Conferences 
of  Global  Importance 

The  Pacific  Telecommunications  Council 

is  sponsoring  a  day-long  program  on  Tuesday 
covering  activities  and  developments  in  Asia- 
Pacific  telecommunications.  Call  (808)  941-3789. 

The  Caribbean  Telecommunications 
Council  will  sponsor  a  conference  on  disaster 
recovery,  cellular  in  rural  areas  and  marketing 
on  Wednesday.  Call  (809)  729-2742. 

Each  on-site  program  is  $125  per  person. 

Contact  Us  Today  for  More  Details 


For  Program  Info 


To  Exhibit 

TEIECOMMUNICA  TIONS 


UNITED  STATES  TEltPHORE  ASSOCIATION 


INDUSm ASSOCIATION 
Phone  (312)  782-8597 
Fax  (312)  782-3617 
Telex  595236  USTSACGO 


Phone  (202)  835-3100 
Fax  (202)  835-3248 


Users  face  obstacles 
to  net  integration 

continued  from  page  19 

The  study  showed  that  users  are  almost 
equally  concerned  with  the  cost  of  integra¬ 
tion.  Although  users  placed  the  most  em¬ 
phasis  on  initial  cost,  according  to  the 
study,  16%  of  the  respondents  listed  the 
ongoing  cost  of  operation  as  one  of  their 
top  three  integration  problems  while  1 5% 
listed  cost-justification. 

The  problem  starts  with  the  initial  in¬ 
vestment,  which  includes  network  plan¬ 
ning,  design,  purchasing  and,  ultimately, 
implementation.  According  to  Wood,  the 
cabling,  bridges,  routers,  protocol  analysis 
and  network  management  products  are 
only  a  small  part  of  the  picture. 

After  the  products  are  put  in  place,  he 
said,  “there’s  still  the  cost  of  an  expert 
manager  to  watch  over  the  whole  thing.” 
And  after  that,  there  are  the  ongoing  costs 
associated  with  the  care  of  the  network. 
“The  life  cycle  costs  can  kill  you,”  Wood 
said. 

Rapidly  changing  technology  —  the 
third  most  frequently  mentioned  problem 
—  is  not  a  new  complaint,  but  as  networks 
grow  in  complexity  and  size,  the  problem 
gets  worse. 

“In  internetworking  products,  for  ex¬ 
ample,  the  [changing  technology]  problem 
is  immense,”  Wood  said.  “People  are  buy¬ 
ing  routers  when  they  need  bridges;  peo¬ 
ple  are  buying  brouters  and  only  using  half 
of  the  functionality.”  Users  are  being  over¬ 
whelmed  by  new  technologies  to  the  point 
where  they  don’t  understand  which  prod¬ 
ucts  provide  the  functionality  they  need. 

“The  problem  of  changing  technology 
has  ahvays  been  around;  things  are  always 
innovating,”  Wood  said.  “But  at  this  point, 
we’re  finding  that  users  are  almost  in  a 
chaotic  mode.” 

The  solutions 

There  are  not  necessarily  solutions  for 
all  these  problems.  Implementation  costs, 
for  example,  will  only  decrease  as  more  us¬ 
ers  build  enterprisewide  networks.  “As  far 
as  the  high  [initial  investment],  there  is  no 
relief  in  sight,”  Wood  said.  “It  will  take 
time  and  tools.  When  demand  increases, 
the  price  will  come  down.” 

For  the  other  problems,  however,  Wood 
suggested  that  users  lean  harder  on  their 
vendors  to  implement  standards  and  work 
with  other  vendors  to  ensure  interopera¬ 
bility  among  products. 

The  Simple  Network  Management  Pro¬ 
tocol  (SNMP),  for  example,  although  only 
providing  a  low  level  of  management,  is  a 
step  in  the  right  direction,  Wood  said.  For 
those  users  that  need  multivendor  man¬ 
agement  now,  Wood  advised  that  they 
keep  an  eye  out  for  small  companies  offer¬ 
ing  new7  network  management  tools. 
“These  smaller  companies  are  the  innova¬ 
tors  and  will  take  advantage  of  the  [holes 
left  by]  larger  vendors,”  he  said. 

Standards  such  as  SNMP  will  also  help 
users  feel  confident  that  even  if  technol¬ 
ogy  changes,  it  will  adhere  to  the  same  ba¬ 
sic  specifications.  Vtood  pointed  out,  how- 
ever,  that  this  is  where  vendors  are  guilty 
of  not  moving  fast  enough. 

“Vendors  won’t  implement  standards  if 
they  don’t  have  to,”  Wood  said.  “Vendors 
win  when  they  differentiate  themselves.” 

To  help  with  this  problem,  Wood  ad¬ 
vised  that  users  talk  to  their  vendors  about 
their  strategic  directions  and  what  stan¬ 
dards  they  plan  to  support.  “Try  to  find  out 
what’s  real  and  what’s  vapor,  ”  he  said.  □ 
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“I  Want  To  Deal  With  A 
Network  Vendor  Who  Deals 
With  It  All.” 

It  sounds  like  Racal  could  help  me  meet  all  my  company’s  networking  needs. 

Please  send  me  a  free  copy  of  “Business  Applications  and  Trends  in  T1 
Technology:  A  Practical  Guide.” 

L  Please  have  a  representative  call  me  to  discuss  my  company’s  needs. 

NAME _ 

TITLE _ 

COMPANY  _ 

ADDRESS  _ 

CITY  _ STATE _ ZIP _ 

TELEPHONE _ 

CURRENT  NETWORKING  SOLUTION(s):  _ 


WE  UNDERSTAND  NETWORKING  INSIDE  AND  OUT.™ 

NW  3491 


EOBEB 

Racal-Milgo 


Business  Reply  Mail 

FIRST  CLASS  MAIL  PERMIT  NO.  8699  FT.  LAUDERDALE,  FL 


Postage  Will  Be  Paid  By  Addressee 


Racal-Milgo® 

ATTN:  MSB210 
P.O.Box  407044 
Fort  Lauderdale,  FL  33340-9926 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


mi 


|»  SINK*  APPLICATION" 
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For  a  free  copy 


There’s  more  to  being  a 
good  network  provider  than  good 
Tl  products.  That’s  why  our 
approach  to  the  whole  network¬ 
ing  process  is  so  .  .  .  well,  whole. 

Of  course,  we  want  you  to 
know  we  can  meet  your  Tl  needs. 
From  entry-level  systems  and 

fractional  Tl  to 
sophisticated 
multinodal  con¬ 
figurations.  And 
our  full  line  of 
network  compo¬ 
nents  ranges 
from  analog  and 
digital  access 
products  to  fiber 
optic  systems  and  LAN/WAN 
internetworking  solutions. 

But  product  range  is  hardly 
our  primary  message.  You  see, 
we’re  in  a  unique  position  to  sat¬ 
isfy  your  total  networking  needs. 
To  go  beyond  hardware  to 
provide  the  expertise  to  make 
your  network  a  strategic  corp¬ 
orate  advantage.  From  initial 
analysis  to  integrated  network 
management. 

How  did  we  get  to  this 
point?  Over  30  years’  experience 
in  the  network  arena  was  a  good 
start.  Having  the  wherewithal 
of  a  $3  billion  global  company 
doesn’t  hurt  either.  Factor  in 
our  position  as  today’s  leading 
independent  supplier  of  data 


What  Good  Is  A  Tl  Vendor 
If  They  Can’t  Support  The  Rest  Of 
Your  Networking  Needs? 


communications  systems  and 
services,  and  you’ve  got  a  partner 
who’s  there  for  the  long  haul. 

So  the  question  is:  Do  you 
merely  want  to  buy  Tl  products? 
Or  would  you  rather  team  up 

WE  UNDE 

Racal-Milgo® 


with  a  company  that  can  support 
your  total  networking  needs? 

If  your  answer  is  the  latter, 
call  1-800-RACAL-55  (in 
Florida,  305-846-4811).  Ask 
for  your  free  copy  of  "Business 


Applications  and  Trends  in  Tl 
Technology:  A  Practical  Guide.” 

It  just  might  be  the  start  of 
a  longstanding  relationship 
with  the  company  that’s  reaching 
beyond  today’s  standards. 
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Cabletron’s  Remote  LANVIEW’VWindows  is  the 
world’s  first  network  management  software  package 

to  offer  completely  integrated  world-wide  desktop  LAN/WAN  management  from  a  central  control 
console. 


I  r 


With  just  a  click  of  your  Personal  Computer’s  mouse,  Remote  LANVIEW "/Windows  allows  you  to 
manage  Cabletron’s  complete  line  of  Ethernet  and  Token  Ring  products  including  twisted  pair,  coaxial 
and  fiber  hubs.  Remote  LANVIEW’VWindows  also  lets  you 
manage  Cabletron’s  local  and  wide  area  bridges  as  well  as 
the  48  different  types  of  DNI  ”  PC  cards  currently  available. 

Cabletron’s  Remote  LANVIEW  "/Windows  lets  you 
maximize  network  efficiency  by  providing  color-coded 
mapping,  alarm  indicators,  complete  throughput  and  error 
breakdown  features.  Features  you  can’t  afford  to  do  without. 

Features  which  make  the  job  of  managing  your  complex 
network  easier  than  ever. 

Call  today  for  details  or  a  live  demonstration. 


The  Complete  Networking  Solution 

A  New  York  Stock  Exchange  Company 


CORPORATE  HEADQUARTERS 

CABLETRON  SYSTEMS  INC 
Cabletron  Induslriii  Park 
R  (Chester  NH  0386  7 

603-332-9400 


INTERNATIONAL  OPERATIONS 

CABLETRON  SYSTEMS,  UD 
Ne.bmi  Berkshire  UK  RO 1 3  2P/ 

01  1-44-635-580000 


MANAGEMENT  STRATEGIES 

MANAGING  PEOPLE  AND  TECHNOLOGY:  USER  GROUPS  AND  ASSOCIATIONS 


Worth  Noting 


“T, 


he  ability  to 
explain  how  a 
technology  will  meet 
business  requirements 
is  a  scarce  skill  among 
[information  system] 
professionals.  It’s 
almost  an  art.” 


Laurie  Bride 

Manager  of  network  architecture 
Boeing  Computer  Services  Co. 

Seattle 


ssociation 

Watch 


The  North  American 
MAP/TOP  Users  Group 
(NAMTUG)  will  hold  its 
Spring  Conference  from  May  7 
to  9  at  the  Stouffer  Nashville 
Hotel. 


The  “MAP/TOP:  OSI  at 
Work”  meeting  will  include  a 
tour  of  General  Motor  Corp.’s 
nearby  Saturn  Plant. 

The  conference  costs  $350 
for  Corporation  for  Open  Sys¬ 
tems  International  and  NAM¬ 
TUG  members  and  for  govern¬ 
ment  employees.  The  cost  for 
other  attendees  is  $425.  For 
more  information,  call  Steve 
Sickels  at  (703)883-2704. 


Following  the  introduction 
of  a  uniform  electronic  data 
interchange  format  for  use  by 
the  U.S.  automobile  industry, 
the  Bankers  Electronic 
Data  Interchange  Council 
recently  published  a  guide  ti¬ 
tled  “Electronic  Dealer  Draft¬ 
ing  Banking  Convention”  to 
help  banks  and  other  financial 
institutions  use  the  new  for¬ 
mat  to  conduct  EDI  within  the 
auto  industry.  Sponsored  by 
the  National  Automated  Clear¬ 
ing  House  Association  (NA- 
CHA),  the  council  is  designed 
to  help  financial  institutions 
meet  the  needs  of  their  corpo¬ 
rate  customers. 

The  booklet  discusses  the 
benefits,  specifications  and  a 
recommended  implementa¬ 
tion  approach.  The  cost  is  $  1 5 
for  members  and  $25  for  non¬ 
members.  To  obtain  a  copy, 
send  a  prepaid  order  to  Publi¬ 
cations  Department,  NACHA, 
P.O.  Box  64193,  Baltimore, 
Md.  2126-1.  □ 


NW  User  Panel  discusses 
pros,  cons  of  outsourcing 

Stress  caution  in  making  net  outsourcing  decision. 


By  Maureen  Molloy 

Staff  Writer 

Members  of  Network  World’s 
User  Advisory  Panel  are  divided 
on  the  benefits  and  risks  of  out¬ 
sourcing  network  operations,  but 
they  agree  that  users  must  move 
cautiously  in  making  an  out¬ 
sourcing  decision. 

Most  members  of  the  panel 
said  they  would  consider  handing 
over  some  basic  network  opera¬ 
tions  to  a  third  party  but  would  be 
leery  about  relinquishing  strate- 
gic  business  ap- 
|iMJ&3L9  plications.  They 
l  ADVISORY  also  express  d 

nivni  concern  about 

losjng  control 
7  through  out- 

sourcing. 

. i.J  “The  most 

dangerous  thing  about  outsourc¬ 
ing  is  the  potential  loss  of  con¬ 
trol,”  said  Stan  Welland,  manag¬ 
er  of  corporate  telecommunica¬ 
tions  at  General  Electric  Co. 
“Whether  you  outsource  a  small 
portion  of  your  network  or  the 
entire  thing,  it’s  imperative  the 
user  maintain  control  over  the  ar¬ 
rangement.” 

The  User  Advisory  Panel  com¬ 
prises  representatives  of  leading 
user  groups  as  well  as  top  net¬ 
work  executives  from  companies 
in  a  range  of  industries. 


Lionel  Gillerman,  director  of 
telecommunications  sendees  at 
McDonnell  Douglas  Aerospace 
Information  Sendees  Co.,  agreed 
with  Welland. 

“Outsourcing,  by  definition, 
requires  a  company  to  give  up 
some  control  of  the  day-to-day 
net  operations.  But  the  user  must 
always  remain  in  the  driver’s 
seat.  Otherwise,  it  just  won’t 
work,”  he  said. 

The  panel  agreed  that  out¬ 
sourcing  involves  the  transfer  of 
network  assets  or  staff  to  a  ven¬ 
dor,  who  then  assumes  profit  and 
loss  responsibility  for  some  or  all 
of  the  user’s  data  processing  and 
network  operations.  The  user 
simply  pays  for  the  sendee  on  an 
ongoing  basis. 

Almost  all  the  panelists  said 
they  would  outsource  so-called 
commodity  operations,  such  as 
data  center  operations,  basic  net¬ 
work  transport  and  personal 
computer  support. 

“It’s  almost  impossible  to 
manage  everything  in-house  to¬ 
day,  so  the  best  candidates  for 
outsourcing  are  those  applica¬ 
tions  that  don’t  support  competi¬ 
tive  strategies,”  said  Michael  Ka¬ 
minski,  manager  of  CIM/Net- 
working  Technologies  at  General 
Motors  Corp.  He  stressed,  howev- 
( continued  on  page  26 ) 


EXECUTIVE  BRIEFS 


BY  WAYNE  ECKERSON 

Frame  relay  notes.  A  number  of  vendors  have  come 
out  with  booklets  about  frame  relay  that  do  a  good  job  of 
explaining  the  significance  of  the  technology  and  how  it  works. 

NetrLx  Corp.  has  issued  “The  Buyer’s  Guide  to  Frame  Relay 
Networking,”  a  70-page  booklet  geared  toward  network  plan¬ 
ners  considering  implementing  frame  relay  technology. 

Written  by  three  Netrix  employees,  the  guide  describes  in 
easy-to-read  language  how  frame  relay  works.  It  also  uses 
colorful  drawings  to  illustrate  items  such  as  packet-framing 
structures  and  network  configurations.  In  addition,  the  guide 
provides  a  glossary  of  terms  and  a  checklist  for  evaluating 
frame  relay  networks. 

Netrix  has  also  issued  booklets  describing  other  network 
issues,  such  as  wide-area  networking. 

US  Sprint  Communications  Co.  recently  published  “The 
Frame  Relay  Solution,”  a  38-page  booklet  that  is  part  of  the 
carrier’s  “TeleNotes”  series  of  monographs  on  network  tech¬ 
nologies.  The  piece  effectively  discusses  the  implications  of 
frame  relay  for  corporate  nets.  It  also  describes  in  some  detail 
how  the  technology  stacks  up  against  other  technologies,  such 
as  Integrated  Services  Digital  Network,  T-l  and  X.25. 

To  order  the  Netrix  booklet,  call  Netrix  at  (703)  742-6000. 
To  obtain  the  US  Sprint  booklet,  write  to  the  “TeleNotes” 
editor,  International  Affairs  Department,  Sprint  International, 
12490  Sunrise  Valley  Drive,  Reston,  Ya.  22096.  □ 


“Information  systems 
take  longer  to  develop 
than  anything  else. 
That  limits  how  fast  the 
company  can  pursue 
new  opportunities.  This 
is  significant  because 
the  nature  of  SeaLand's 
business  is  changing 
from  shipping  to  logistics 
and  information 
management.” 

John  Parker 

Senior  vice-president 
Computing/network  strategy 
Sea-Land  Services,  Inc. 


Sea-Land  exec  talks 
about  IS  challenges 

Discusses  global  networking  strategies,  new 
directions  and  dealing  with  upper  management 


% 


Sea-Land  Services,  Inc., 
a  leading  U.S.  shipping 
company,  believes  that 
to  succeed  it  must  rapidly  move 
information,  as  well  as  cargo, 
around  the  globe. 

The  company  has  already  built 
an  impressive  worldwide  net¬ 
work  that  spans  more  than  200 
locations  in  70  countries.  To 
make  sure  it  keeps  the  competi¬ 
tion  in  its  wake,  Sea-Land  plans  to 
invest  more  than  $350  million  in 
information  technology  during 
the  next  five  years. 

The  man  responsible  for 
charting  Sea-Land’s  computing 
and  network  strategy  is  Senior 
Vice-President  John  Parker.  Net¬ 
work  World  Senior  Editor  Wayne 
Eckerson  recently  spoke  with 
Parker  about  the  challenges  of 
building  and  managing  a  global 
network  and  the  challenges  he 
faces  in  his  additional  position  as 
chief  information  officer  (CIO). 


How  important  is  the  net¬ 
work  to  your  business? 

If  it  doesn't  work,  we  don’t 
work.  While  we  don't  have  the 
most  sophisticated  network,  it  is 
far-reaching.  We  use  any  form  of 
communications  we  can  get, 
from  T-l  to  radio  broadcasting. 
In  some  parts  of  the  world,  it’s  a 
struggle  just  to  get  50  baud  telex. 
We  don't  use  smoke  signals  yet, 
but  we  would  if  we  had  to. 


What  is  most  challenging 
about  meeting  the  informa¬ 
tion  technology  needs  of  a 
world-class  shipper? 

Our  biggest  challenge  is  to  un¬ 
derstand  where  the  business  is 
headed  as  early  as  possible  so  we 
can  design  systems  to  support 


new  strategic  initiatives. 

Information  systems  [IS]  take 
longer  to  develop  than  anything 
else  in  the  company.  It  takes 
about  two  years  to  build  a  world- 
class  vessel  from  scratch.  We’d  be 
hard-pressed  to  develop  and  im¬ 
plement  a  major  new  system  and 
train  people  to  use  it  in  that  peri¬ 
od  of  time.  That  limits  how7  fast 
the  company  can  pursue  new7  op¬ 
portunities.  This  is  significant  be¬ 
cause  the  nature  of  Sea-Land’s 
business  is  changing  from  ship¬ 
ping  to  logistics  and  information 
management. 

What  are  you  doing  to 
speed  the  development  of 
new  systems? 

We  are  using  every  trick  we 
know7.  We  use  commercial  pack¬ 
ages,  modify  existing  systems, 
employ  [computer-aided  soft¬ 
ware  engineering]  tools,  use  sys¬ 
tems  integrators  —  whatever  it 
takes  to  get  the  work  out  the 
door.  Then  the  challenge  be¬ 
comes  making  sure  the  systems 
remain  integrated.  That’s  where 
a  blueprint  or  systems  architec¬ 
ture  becomes  important. 

What’s  the  key  to  develop¬ 
ing  a  systems  architecture? 

You  find  a  sector  in  the  compa¬ 
ny  that  is  in  some  pain  because 
there  isn't  an  architecture.  In 
those  areas,  management  will  be 
more  willing  to  critically  examine 
their  systems  and  invest  the  time 
and  money  in  doing  architectural 
studies.  Then,  you  have  to  have 
sufficient  executive  excitement 
about  the  project  to  make  it  work. 
My  rule  of  thumb  is  that  unless 
the  senior  executive  of  the  unit 
( continued  on  page  26 ) 
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Motorola  introduces  the  Altair™  wireless  network— connectivity  for  your  Ethernet  LAN  that 
gives  you  all  the  advantages  of  wire,  without  the  wire. 

Oh,  the  disadvantages  of  hard  wiring  your  Ethernet  LAN.  It  starts  with  installation:  the  endless 
waiting  for  workmen  to  tear  up  your  walls,  ceilings  or  carpeting  only  to  discover  that  there  isn’t 
room  tor  one  more  wire.  But  it  doesn’t  stop  there.  When  you  need  to  reconfigure  your  LAN,  you 
may  find  yourself  starting  the  process  all  over  again. 

That’s  the  beauty  of  Altair  wireless  Ethernet.  Its  revolutionary  wireless  technology  lets  you 


®,  Motorola  and  Altair  are  trademarks  of  Motorola,  Inc.  ©  1991  Motorola,  Inc. 
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LAN  is  notone  of  them. 


reconfigure  your  LAN  quickly  with  no  construction  and  no  delays.  And,  it  saves  you  money 
every  time  you  move,  add  to  or  change  your  LAN.  It  also  lets  you  put  LANs  where  they  couldn  t 
go  before.  Motorola’s  patented  technology  makes  Altair  wireless  Ethernet  as  secure  and  reliable 

as  wire. 

See  for  yourself.  Call  1-800-233-0877  for  more  information  and  the  name  of  an  Altair  wireless 
LAN  representative  near  you.  Because  if  you’re 
still  using  wire,  you’re  getting  clipped. 


ALTAIR 


MANAGEMENT  STRATEGIES 


Panel  discusses  pros, 
cons  of  outsourcing 

continued from  page  23 

er,  that  strategic  applications  are  best 

managed  in-house. 

Roy  Bruce,  senior  adviser  at  the  Inter¬ 
national  Communications  Association, 
agreed.  He  said  a  company  that  perceives 
network  operations  as  a  competitive  tool 
should  not  outsource  those  functions. 

“When  you  view  your  net  as  bringing 
strategic  advantages,  you  don’t  want  to 
risk  losing  creative  applications  to  your 
competition,”  he  said.  “Outsourcing 
leaves  you  more  open  to  that  risk.” 

Chuck  Papageorgiou,  network  adminis¬ 
trator  at  United  Parcel  Service,  said  he 


feels  no  reluctance  in  letting  vendors  man¬ 
age  nets  that  support  strategic  applica¬ 
tions.  His  company  has  outsourced  both 
commodity  and  strategic  functions. 

“Of  course,  you  don’t  put  an  outsourc¬ 
ing  deal  together  haphazardly,  and  you 
carefully  weigh  the  vendors’  stability,  fi¬ 
nancial  viability  and  innovation,”  he  said. 
“But  creative  secrets  can  be  protected 
through  legal  contracts  with  the  vendor.” 

He  added  that  any  contract  should  pro¬ 
vide  an  escape  clause  that  will  allow  the 
user  to  switch  to  another  provider  if  the 
vendor  fails  to  meet  expectations.  But  oth¬ 
ers  said  this  may  be  difficult  to  do  once  a 
company  has  sold  its  assets  and  staff  to  a 
third  party. 

(continued  on  page  52) 


Sea-Land  exec  talks 
about  IS  challenges 

continued from  page  23 
chairs  the  project  steering  committee,  it 
won’t  work.  It’s  also  important  to  define 
the  scope  of  the  architectural  study  so  it 
gets  done  in  six  months.  Otherwise,  man¬ 
agement  will  lose  interest. 

How  do  you  ensure  that  you  are 
linking  technology  to  the  company’s 
business  needs? 

I  sit  on  the  Senior  Management  Council, 
w  hich  is  composed  of  the  chairman  of  the 
board  and  senior  management.  That’s 
where  most  of  the  major  business  plans  are 
discussed. 


I C  A  EXPO  FORUM  91 


Witness  Real-World  Applications  in  Enhancing  the  hands-on  showcase  are 

Real-World  Settings!  eighteen  associated  technical  sessions  offered 

Highlighting  the  '91 ICA  Expo  will  be  a  for  the  three  d°ys  of  "The  City  of  Solutions", 

dynamic,  user-oriented  feature,  The  ICA  Expo  They  wil1  include:  LAN/WAN  Integration;  Fast 

Forum  '91  and  its  two-pronged  attractions  -  Packet/Frame  Relay  Systems;  Vendor  Panel 

"The  City  of  Solutions"  showcase  and  its  on  FDDI;  Brid9es'  Gateways  &  Routers;  and 

associated  technical  sessions  -  all  Eastern  EuroPe  Opportunities  &  Challenges, 

designed  to  present  real-world,  hands-on,  The  Expo  Forum  provides  you  with  conclusive 

instant  business  solutions!  answers  and  solutions  to  take  back  to 

Be  there  as  this  ICA  multi-vendor  showcase  ,he  worMace! 

demonstrates  solutions  with  networked  The  International  Communications  Association 

applications  of  data,  voice,  and  video.  is  the  world's  most  broadly  based  user 

Observe  and  scrutinize  real-world  applica-  group  representing  complex  global  networks, 

tions  operating  on  an  authentic  network  in  This  is  our  invitation  to  an  unprecedented 

actual  city-like  districts  including:  Education,  achievement  and  one  that  is  unsurpassed 

Finance/Insurance,  Government,  Health  in  the  industry! 

Care,  Industrial/Manufacturing,  Retail,  and 
Warehousing/Distribution. 

The  FDDI  backbone  of  the  Showcase  is  For  more  information,  please  call  or  write: 

....  International  Communications  Association 

provided  by  Diqital  Equipment  Corporation. 

12750  Merit  Drive,  Suite  710,  LB-89 
Dallas,  Texas  75251,  USA 
1-800-ICA-INFO  (1-800-422-4636) 

Fax:214-233-2813 
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Second,  we  wrork  closely  with  user  advi¬ 
sory  groups  in  each  of  the  business  units  to 
develop  a  system  plan  that  is  responsive  to 
where  the  business  units  want  to  go.  Our 
discussions  with  the  advisory  councils 
forms  the  basis  of  our  three-year  IS  plan. 

In  addition,  we  have  information  ac¬ 
count  managers  who  are  assigned  to  each 
business  unit.  They  spend  time  talking  to 
end  users  and  observing  business  unit  op¬ 
erations.  They  evaluate  the  effectiveness 
of  existing  systems  and  determine  how 
systems  could  be  used  to  improve  opera¬ 
tions. 

Finally,  we  have  functional  advisory 
councils  composed  of  senior  managers 
from  multiple  business  units  who  decide 
how  various  functions,  such  as  finance, 
marketing  and  purchasing,  will  work. 

In  essence,  we  are  an  internal  business 
that  has  to  meet  the  needs  of  its  customers 
—  the  employees  of  Sea-Land.  The  adviso¬ 
ry  councils  and  account  managers  help  us 
stay  in  touch  with  the  business,  as  well  as 
user  needs  and  desires. 


IS  managers  at  some  companies 
are  having  a  difficult  time  persuad¬ 
ing  management  to  invest  in  strate¬ 
gic  systems  projects  given  the  cur¬ 
rent  economic  climate  and  cost 
pressures.  How  about  Sea-Land? 

Our  management  is  very  enlightened 
when  it  comes  to  IS  spending.  Last  year, 
management  gave  us  more  money  and  re¬ 
sources  than  we  asked  for  in  our  budget. 
Our  management  understands  that  Sea- 
Land’s  success  hinges  upon  the  degree  to 
which  we  can  manage  information  flows 
around  the  world. 

It  has  been  said  that  CIO  stands  for 
“Career  Is  Over.”  Why  do  many  CIOs 
have  a  difficult  time  holding  on  to 
their  jobs? 

Managing  expectations  is  a  big  part  of 
being  a  CIO,  and  it’s  more  difficult  to  do 
that  now  than  ever.  Most  executives  don’t 
understand  the  complexity  of  multivendor 
systems  integration  projects,  nor  should 
they.  So  it’s  important  to  communicate  ex¬ 
actly  what  you  can  and  cannot  do  in  a  given 
time  frame  at  a  given  cost. 

You’ve  got  to  make  sure  that  both  sides 
know  what  they  are  committing  to,  espe¬ 
cially  if  the  project  involves  reworking  a 
companywide  integrated  system. 


How  do  you  evaluate  the  effective¬ 
ness  of  technologies  you  have  imple¬ 
mented? 

We  have  a  systems  review  team  that 
goes  into  Sea-Land  sites  and  evaluates  how 
effectively  they’re  using  information  sys¬ 
tems.  They  look  at  the  system  use,  organi¬ 
zational  structures,  training  programs, 
etc.  The  team  then  prescribes  courses  of 
action  the  site  manager  can  take  to  im¬ 
prove  the  payback  from  existing  systems. 

What  distinguishes  Sea-Land’s  use 
of  information  technology  from  its 
competitors’? 

We  have  had  a  more  sustained  invest¬ 
ment  in  information  technology  than  the 
competition  has.  As  a  result,  we  have  de¬ 
veloped  a  host  of  integrated  systems  that 
allow  us,  for  example,  to  track  movements 
of  [cargo]  containers  and  forecast  ship  car¬ 
rying  capacities.  The  ability  to  track  cargo 
is  becoming  extremely  critical  because 
companies  are  starting  to  see  shipments  as 
inventory  in  transit.  By  closely  monitoring 
shipments,  they  can  reduce  inventory  and 
practice  just-in-time  delivery.  □ 
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The  world’s  top  10  networked  countries 


Country  Number  of  access  lines  per  1 00  people 

Sweden 
Switzerland 
Canada 
Finland 
U.S. 

Norway 

Australia 

Germany  (Federal 
Republic) 

France 
Netherlands 

Countries  not  making  the  top  ten  include  Japan,  with  42.2  access  lines 
per  100  people,  and  the  U.K.,  with  41 .4  access  lines  per  100  people. 

SOURCE:  “THE  WORLD'S  TELEPHONES;  A  STATISTICAL  COMPILATION 
AS  OF  JANUARY  1989."  AT&T,  BASKING  RIDGE,  N.J. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 

European  Commission  puts 
videoconferencing  to  use 

Improves  links  among  EC  member  countries. 

By  Maureen  Molloy 

Staff  Writer 


w 


News 

The  New  York-based  inter¬ 
national  carrier,  World  Com¬ 
munications,  Inc.,  last  week 
said  it  has  reached  an  operat¬ 
ing  agreement  with  Mercury- 
Communications,  Ltd.,  the 
London-based  carrier,  to  pro¬ 
vide  international  switched 
sendee  between  the  U.S.  and 
the  U.K. 

The  agreement,  which  was 
scheduled  to  take  effect  March 
1,  will  enable  World  Commu¬ 
nications  to  use  its  own  facili¬ 
ties  to  carry  switched  traffic  to 
the  U.K.  Previously,  World 
Communications  had  to  resell 
switched  sendee  from  other 
carriers  in  order  to  send 
switched  traffic  to  the  U.K. 

George  Frylinck,  senior 
vice-president  for  marketing 
and  sales  at  World  Communi¬ 
cations,  said  that  by  using  its 
own  facilities,  the  carrier  will 
improve  call  setup  times  for 
switched  sendee  to  the  U.K.  He 
added  that  the  agreement  will 
reduce  World  Communica¬ 
tions’  sendee  provisioning 
costs,  making  the  carrier  more 
profitable. 

World  Communications 
also  has  operating  agree¬ 
ments  to  supply  switched  ser¬ 
vices  to  the  Dominican  Repub¬ 
lic,  Hungary  and  Venezuela. 
The  carrier  has  forged  these 
agreements  over  the  past  six 
months. 

Previously,  World  Commu¬ 
nications  only  offered  inter¬ 
national  private-line  sendees. 
World  Communications  is  en¬ 
tering  the  international 
switched  sendees  market  in 
part  because  of  financial  back¬ 
ing  from  its  parent  company, 
the  Swiss  conglomerate  Tele- 
Columbus,  AG.  □ 


BRUSSELS,  Belgium  —  The 
European  Commission  has  in¬ 
stalled  a  videoconferencing  facil¬ 
ity  at  its  headquarters  here  to  im¬ 
prove  communications  with  its 
12  member  countries. 

The  videoconferencing  sys¬ 
tem  will  enable  the  commission 
to  establish  on-demand  connec¬ 
tions  with  officials  in  member  na¬ 
tions,  allowing  the  exchange  of 
information,  as  well  as  prelimi¬ 
nary  discussions  for  decisive 
meetings.  Decisions  can  be  im¬ 
proved  because  information  is 
exchanged  faster  and  more  peo¬ 
ple  participate  in  meetings. 

“Documents  can  be  present¬ 
ed,  queries  raised,  diagrams  ex¬ 
plained  and  papers  exchanged. 
And,  most  important,  the  reac¬ 


tion  of  the  others  can  be  gauged,  ’  ’ 
said  Norbert  Hahn,  a  spokesman 
for  the  commission. 

The  new  videoconferencing 
studio  can  be  used  by  as  many  as 
three  participants  at  once.  A  Phil¬ 
ips  Communications  2M  bit/ 
sec  video  coder/decoder  (codec) 
will  ease  communications  from 
Brussels  to  about  2,000  video- 
conferencing  studios  worldwide. 

The  videoconferencing  sys¬ 
tem  will  also  protect  sensitive  or 
classified  information  against  in¬ 
terception  by  using  encryption. 

The  transmission  of  text  and 
graphics  at  2M  bit/sec  allows  a 
clear  representation  of  the  docu¬ 
ments  on  high-definition  60-Hz 
monitors.  The  new  videoconfer¬ 
encing  equipment  is  expected  to 
be  connected  to  the  worldwide 
network  by  this  fall.  □ 


New  mobile  satellite 
phones  shine  in  war 

Systems  keep  journalists,  others  in  touch  during 
Gulf  conflict;  success  may  boost  commercial  use. 


By  Barton  Crockett 

_ Senior  Editor _ 

GAITHERSBURG,  Md.  —  The 
war  to  liberate  Kuwait  is  giving  a 
big  boost  to  a  new  international 
networking  technology  —  porta¬ 
ble  satellite-based  telephones. 

The  Persian  Gulf  conflict  has 
stimulated  one  of  the  largest  por¬ 
table  satellite  telephone  deploy¬ 
ments  to  date  and  could  spur 
commercial  demand  for  the  tech¬ 
nology  by  illustrating  how7  easily 
and  quickly  the  phones  can  estab¬ 
lish  international  network  links. 

News  organizations  such  as 
the  Associated  Press,  Cable  News 
Network  (CNN),  CBS  News, 
Knight-Ridder,  Inc.  and  The  Wall 
Street  Journal  are  using  dozens 
of  these  systems  to  transmit  sto¬ 
ries  from  areas  where  traditional 
telephone  service  either  has  been 
knocked  out  or  has  never  existed. 
The  systems  typically  consist  of  a 
collapsible  antenna  and  tele¬ 
phone  set  that  can  be  folded  into 
a  briefcase  weighing  as  little  as  65 
pounds. 

“We  were  live  out  of  Kuwait  at 
2  a.m.  [the  day  after  the  allies 
launched  the  land  invasion]  using 
two  of  these  systems,”  said  Frank 
Governale,  director  of  bureau  op¬ 
erations  for  CBS  News. 

Governale  said  CBS  News  has 
purchased  and  leased  a  total  of 
six  new  portable  satellite  tele¬ 
phones  since  the  crisis  began,  in 
addition  to  the  two  it  already  had. 

Mobile  Telesystems,  Inc., 
which  manufactured  about  80% 
of  the  more  than  2,000  portable 
satellite  telephones  now  de¬ 
ployed  in  the  world,  has  seen  or¬ 
ders  increase  about  50%  since  the 
Iraqi  invasion  of  Kuwait,  accord¬ 
ing  to  Rania  Habbaba,  the  compa¬ 


ny’s  marketing  manager. 

Jon  Klein,  vice-president  at 
IDB  Aero-Nautical  Communica¬ 
tions,  Inc.,  based  here,  which  sup¬ 
plies  transmission  sendees  for 
portable  satellite  telephones, 
said  the  Gulf  War  represents  one 
of  the  largest  deployments  ever 
of  mobile  satellite  telephone  sys¬ 
tems. 

He  added  that  the  crisis  could 
give  a  big  boost  to  the  mobile  sat¬ 
ellite  phone  industry  by  illustrat¬ 
ing  how  easy  the  systems  are  to 
use. 

Testimonial  to  success 

The  ability  of  reporters  such 
as  CNN’s  Peter  Arnett  to  easily 
use  portable  satellite  telephones, 
called  satcoms,  to  file  stories  will 
encourage  more  people  to  pur¬ 
chase  them,  Klein  said. 

He  added  that  the  satcom  busi¬ 
ness  will  grow  even  more  after 
the  International  Maritime  Satel¬ 
lite  Organization  (INMARSAT) 
launches  a  new  satellite  tele¬ 
phone  sendee  in  1992,  dubbed 
INMARSAT-M. 

INMARSAT-M  will  use  power¬ 
ful  new  satellites  that  wdll  enable 
earth  station  makers  to  further 
reduce  the  size  of  mobile  satcom 
units.  This  will  make  mobile  sat¬ 
ellite  telephones  even  easier  to 
use,  w  hich  wdll  help  the  entire  in¬ 
dustry,  Klein  said. 

INMARSAT  satellites  support 
the  bulk  of  the  world’s  mobile  sat¬ 
ellite  telephone  sendee.  Typical¬ 
ly,  satcom  signals  are  beamed 
from  mobile  earth  stations  to  IN¬ 
MARSAT  satellites.  The  satellites 
then  bounce  the  signals  down  to 
fixed  earth  stations,  which  relay 
transmissions  into  the  public  net¬ 
work.  □ 
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Customized 

network 

solutions." 


— Larry  Utine, 

Manager,  Technical  Support 
World  Communications,  Inc. 


A  lot  of  people  talk  about 
the  typical  international  net¬ 
work,  but  I’ve  yet  to  see  one. 
Every  network  is  different— 
and  the  one  that  fills  your 
needs  is  unlike  any  other. 

That's  why  we've  demon¬ 
strated  more  imagination 
and  flexibility  in  overseas 
networking  than  any  other 
carrier. 

One  WorldCom  customer 
implemented  total  route 
diversity  between  redundant 
switching  centers  in  the  U.S. 


and  U.K.,  without  doubling  its 
investment  in  equipment, 
staffing  or  site  facilities. 

For  another  customer,  we 
combined  our  private  line 
experience  with  the  latest 
technology  in  switching 
equipment  to  provide  a 
unique  multiplexed  private 
line  network. 

We  can  also  boost  your 
efficiency  through  custom- 

WorldCom 


ized  integrated  access  to 
your  T-1  pipe.  (Ask  another 
carrier  to  do  that  and  watch 
the  blank  stares  you  get.) 

WorldCom  people  in  the 
U.S.  and  overseas  are  trained 
to  start  from  scratch  and 
provide  custom  solutions. 
Our  approach  isn't  typical, 
but  neither  is  your  network. 
Let  us  put  our  international 
know-how  to  work  for  you. 
Call  800-733-3755, 

FAX:  212-607-2274. 
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When  it  comes 
networking  solutions, 


Recognizing  the  full  potential  of  networking  is  one  thing — 
actually  realizing  it  is  another. To  truly  fulfill  that  potential,  every  com¬ 
ponent  of  your  network  needs  to  turn  in  a  great  performance.  That’s 
why  IBM  offers  a  complete  range  of  leading- edge  LAN  products  in 
the  desktop  networking  field — giving  you  the  broadest  range  of  solu¬ 
tions  available  to  continually  advance  your  systems  possibilities. 

Managers  That  Turn  In  A  Great  Performance. 


on  your  networks  information, 
IBM  offers  the  PS/2  Model  55  LS, 
a  medialess  LAN  station  version 
of  the  best-selling  Model  55  SX. 

A  cost-efficient  alternative 
to  models  with  storage  drives, 
the  Model  55  LS  provides  a  wide 
array  of  effective  management 
controls,  including  enhanced 
data  security,  consistency  in 
software  levels,  central  software 
maintenance  and  central  file 
backup.  Not  only  is  the 
Model  55  LS  easy  to 
hook  up  (it  comes 
standard  with  a 
Token-Ring 
Network  or 


— 


Ethernet  adapter),  but  should  you  need  to  modify  your  system,  its 
easy  to  upgrade  with  diskette  and  file  storage  devices. 


At  the  heart  of  IBM  networking  are  the  members  of  the 
Personal  System/2®  family  that  act  as  high-performance  LAN  servers. 
The  PS/2®  Model  95  XP  486,  IBM’s  sophisticated  new  486™ computer, 
was  especially  designed  to  optimize  network  performance.  The 
Model  95  features  an  Intel  33  MHz  486  processor  or  a  25  MHz  486 
processor  that’s  easily  upgraded  to  33  MHz,  which  quickens  the  pace 
of  your  LAN’s  operations.  For  your  network’s  storage,  not  only  are  the 
Model  95’s  SCSI  hard  files  lightning- quick,  but  the  overall  capacity 
is  truly  impressive — up  to  1.6  gigabytes  internally,  and  up  to  8.96GB 
or  more  with  IBM  PS/2  External  Enclosures.  IBM  also  offers  highly 
efficient,  lower- cost  server  alternatives  with  the  PS/2  Models  80  386 
and  65  SX.  All  of  IBM’s  PS/2  LAN  servers  feature  the  Micro  Channel™ 
architecture,  with  its  32-bit  data  path  and  bus- 
mastering  capabilities.  The  Micro  Channel 
busmaster  adapters  allow  you  to  expand 
your  network’s  capabilities  by  adding 
multiple  processors — like  adding 
“computers”  to  your  computer.  It 
all  amounts  to  highly  reliable  and 
powerful  managers  that  inspire 
the  same  kind  of  performance 
from  the  rest  of  your  network. 


An  Efficient  Way  To 
Bridle  Your  Data. 


A  New  Breed  Of  Software. 


Whatever  your  needs  may  be,  IBM 
has  PS/2s  that  can  serve  as  excellent  client 
stations.  And  if  you  want  to  keep  a  tight  rein 


Software  that  hits  the  ground  running — that’s  our  powerful 
new  OS/2®  V.  1.3,  a  high-performance,  low-cost  software  package 
that  supports  both  DOS  and  OS/2  clients  on  either  a  Token-Ring  or 
Ethernet  Network.  Both  the  new  OS/2  Extended  Edition  V.  1.3  anc 
LAN  Server  V.  1.3  create  an  environment  that  delivers  improved 


to  advanced 

IBM  leads  the  way. 


performance,  less  memory  requirements,  fewer  DASD 
requirements  and  support  for  Adobe  Type  Manager™ 
fonts.  And  with  support  for  128  DOS  requesters,  LAN 
Server  V.  1.3  can  provide  significant  cost  benefits  for 
DOS  network  users.  Compatibilities  between  IBM  DOS 
LAN  requester  and  the  current  version  of  Windows®  3.0 
(LAN  Manager  2.0  enhanced)  have  also  been  added, 
capping  off  the  many  ways  IBM  gives  you  greater 
flexibility  in  the  LAN  environment. 

Printing  That’s  The  Best  In  The  Field. 

For  a  great  finish  to  any  project,  IBM  offers  a  full 
range  of  printers  for  client  stations,  as  well  as  the  speedy, 
large-capacity  IBM  LaserPrinter,  an  efficient  printing  station  with 
immensely  attractive  LAN  benefits.  With  a  high- duty  cycle  and  fewer 
parts  for  fewer  breakdowns,  it  offers  extremely  reliable  printing  while 
still  boasting  a  10-ppm  printing  speed.  The  optional  paper  bins  allow 
for  more  efficient  collation,  so  there’s  no  need  to  visit  and  rearrange 
the  printing  station  prior  to  the  particular  job.  You  can  also  easily 
and  inexpensively  upgrade  to  Adobe  PostScript?  It  all  adds  up  to 
a  range  of  complete,  reliable  printing  solutions  that  can  handle  the 
kind  of  workload  that  any  network,  large  or  small,  can  generate. 

Step  Up  The  Pace  With  Token-Ring  Network. 

To  optimize  the  link  between  your  LAN  server  and  client  sta¬ 
tions,  you  need  a  hardware  connection  that  gives  you  access  to 
departmental  and  company  data,  as  well  as  communication  with 
your  co-workers — in  other  words,  you  need  access  to  a 
winners  circle:  the  IBM  Token-Ring  Network, 
the  winner  four  years  running  of  the 
PC  World  Magazine  World  Class 
Award.  Its  a  reliable  and  flexible 
networking  solution,  one  of 
the  only  connections  with  a 
data  transfer  rate  of  up 
to  16MB  per  second. 


You  can  also  diagnose,  isolate  and  correct  prob¬ 
lems  in  one  section  of  your  LAN  without  affecting  the 
rest  of  your  network.  A  system  you  can  build  on,  IBM 
Token-Ring  Network  provides  a  reliable  connection 
that’s  as  strong  as  your  need  to  keep  in  constant  touch 
with  the  people  and  information  around  you. 

Communicate  With  Horses 
Of  A  Different  Color. 

Of  course,  IBM  provides  you  with  several  ways  not 
only  to  connect  your  PS/2  LAN  to  a  multitude  of  mid¬ 
range  and  mainframe  systems,  but  also  to  communicate 
with  non-IBM  systems  as  well.  To  conduct  transactions 
such  as  hotel  reservations,  car  rental  and  credit  card  authorization, 
an  IBM  communications  adapter  such  as  the  IBM  ARTIC  Portmaster 
Adapter /A  busmaster  card,  with  the  proper  communciations  soft¬ 
ware,  can  link  your  PS/2  with  other  companies’  computers.  With  an 
Ethernet  adapter,  you  can  also  connect  to  most  Ethernet  LANs.  The 
integrated  communications 
options  of  IBM  OS/2  Extended 
Edition  software  can  also  allow 
your  PS/2  to  send  mail,  transfer 
files  and  access  applications 
on  other  systems  concurrently. 

So  it’s  easy  to  benefit  from  the 
strengths  of  an  IBM  network 
while  still  having  access  to  the 
rest  of  the  computing  world. 

With  the  many  compo¬ 
nents  that  constitute  a  Local  Area  Network,  it’s  plain  to  see  why  a 
LAN  is  only  as  strong  as  its  weakest  link.  That’s  why  the  IBM  total 
LAN  solution — LAN  servers,  workstations,  networking  software, 
printing  stations  and  Token-Ring  Network — is  simply  without  peer: 
because  there  are  no  weak  links.  To  find  out  how  IBM  can  keep  your 
network  ahead  of  the  pack,  contact  your  I BM  Authorized 
Remarketer  or  IBM  marketing  representative.  For  a  remarketer 
near  you,  call  1  800  272-3438. 


How  re  you 
going  to  do  it? 

PS/2  it! 


IBM.  Personal  System/2.  PS/2  an<J  OS/2  are  registered  trademarks  and  Micro  Channel  is  a  trademark  of  International  Business  Machines  Corporation  486. 386  and  SX  are  trademarks  of  Intel  Corp 
Windows  Is  a  registered  trademark  of  Microsoft  Corporation  Adobe  PostScript  is  a  registered  trademark  and  Adobe  Type  Manager  is  a  trademark  of  Adobe  Systems.  Inc.  ©  1990  IBM  Corp 
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The  First  in  a  Series  of 
Vertical  Industry  Network 
Conferences. 


Held  in  conjunction  with  the  Communications 
Managers  Association  (CM A)  and  the  Wall 
Street  Telecommunications  Association 
(WST\).  CMA  and  WSTA  members  receive 
a  special  discount.  Call  (508)  470-3880 
jbr  details. 


Gain  the  Insights  and  Information 
You  Need 

Financial  network  executives  face  unique 
problems  and  challenges.  The  Financial 
Networks  Conference  was  designed  by  users 
for  users  to  address  those  specific  problems 
and  challenges  head-on.  This  conference 
provides  you  with  a  diverse  mix  of  viewpoints 
on  the  management  concerns  and  technol¬ 
ogy  issues  shaping  the  financial  networks 
world.  Over  20  top  network  executives, 
consultants  and  analysts  from  the  financial 
industry  will  tell  you  about  their  real-world 
experiences  and  give  you  the  practical, 
how-to  advice  you  need  to  compete  in 
the  1990s. 

The  Issues  are  HOT... 

•  How  to  develop  winning  long-term  financial 
network  strategies 

■  Benefits  of  financial  network  partnerships 

■  Does  outsourcing  your  network  make  sense? 

■  How  to  negotiate  custom  network  contracts 

■  Ways  you  can  control  market  data  feed  costs 

■  How  to  build  integrated  financial  network 
platforms 

•  How  to  implement  effective  international 
networks 

•  How  to  prepare  for  24-hour  trading  and 
automated  trading 

■  Disaster  planning  and  recovery  strategies 

■  How  to  get  an  iron  grip  on  costs 

To  register  or  to  receive  a  complete 
brochure  call  Digital  Consulting  at 
(508)470-3880. 


The  Product  Showcase 
at  The  Financial  Networks 
Conference  gives  you  the 
opportunity  to  interact  with 
top  networking  vendors  to 
gain  the  product  education 
and  information  you  need 
to  make  key  product  pur¬ 
chasing  decisions.  Exhibitors 
you  can  expect  to  see 
include: 

3Com  Corporation 
A+  Networking  Solutions 
Amtrak  Fiber  Express 
Cabletron  Systems  Inc 
Chipcom  Corporation 
Data  Net  Inc 
representing  Network 
General  Corp. 

Digicom  Systems 
incorporated 

GTE  Spacenet  Corporation 
Netrix  Corporation 
Network  Systems 
Corporation 

Newbridge  Networks  Inc 
Primary  Access 
Corporation 

Spectrum  Concepts  Inc 
StratCom,  Inc 
Sungard  Recovery 
Services  Inc 
SynOptics 

Communications  Inc 
Teleos  Communications 
Teleport  Communications 
Group 

And  Many  More! 


Interested  in  Exhibiting? 

Cal!  Tom  Reding  at  (508)  470-3870 


Network  World  and  Digital  Consulting,  Inc.  present 


Financial 

Networks 

Conference 
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irst  Look 


Compaq  outfits  super¬ 
server  with  subsystem 


Compaq  Computer  Corp. 

recently  introduced  the  Com¬ 
paq  Intelligent  Array  Ex¬ 
pansion  System  for  the 

Compaq  SystemPro,  a  so- 
called  superserver. 

The  device  has  a  32-bit  In¬ 
telligent  Drive  Array  Expan¬ 
sion  Controller  and  comes 
standard  with  2.6G  bytes  of 
fixed  disk  drive  array  storage, 
scalable  up  to  9-1 G  bytes.  Ac¬ 
cording  to  Compaq,  the  ex¬ 
pansion  unit  will  be  most  ben¬ 
eficial  to  users  with  storage¬ 
intensive  applications. 

Compaq  also  announced  a 
digital  audio  tape  (DAT)  drive 
option  for  its  high-end  Com¬ 
paq  SystemPro  and  Compaq 
DeskPro  computers. 

The  Compaq  Intelligent  Ar- 
rav  Expansion  System  Model 
2600,  available  this  quarter, 
costs  $21,999-  The  DAT  drive 
option  is  available  now  and 
costs  $5,499- 

Compaq  Computer  Corp., 
P.O.  Box  692000,  Houston, 
Texas  77269;  (713)  370- 
0670. 


Centel  serves  up 
security  for  NetWare 

Centel  Federal  Sys¬ 
tems,  Inc.  recently  an¬ 
nounced  two  NetWare  Load¬ 
able  Modules  (NLM)  for 
Novell,  Inc.  local-area  net¬ 
works  that  provide  server- 
based  security  and  full  support 
for  Microsoft  Corp.  Microsoft 
Windows  3-0. 

Net/Assure  NLM  and 
Net/Assure  3.5  combine 
software  features  on  a  single 
board  for  NetWare  3-X  servers 
and  workstations. 

Net/ Assure  NLM  runs  on 
NetWare  3-X  servers  and  pro¬ 
vides  access  control  to  work¬ 
stations  and  servers,  Data  En¬ 
cryption  Standard  encryption 
across  the  network  and  virus 
protection  features,  as  well  as 
audit  trails  collected  at  each 
local  workstation  and  loaded 
onto  the  server  automatically. 

Net/ Assure  3-5  runs  on 
LAN  workstations.  It  provides 
server  access  and  logs  audit 
trails  of  workstation  activity. 

Both  products  are  sched¬ 
uled  to  ship  this  month. 

Centel  Federal  Systems, 
Inc.,  11400  Commerce  Park 
Drive,  Reston,  Va.  22091; 
(703)  758-7000.  U 
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Legent  plans  LAN 
version  of  NetSpy 

Firm  launches  Version  4.0  of  net  performance 
mgmt.  software,  lays  groundwork  for  LANSpy. 


Xylogics  adds 
to  low-cost 
server  line 


BURLINGTON,  Mass.  —  Xylo¬ 
gics,  Inc.  last  week  announced  a 
low-cost  Unix  terminal  server 
that  supports  Ethernet  links  to 
Unix  hosts  and  Digital  Equipment 
Corp.  VAX/VMS  minicomputers. 

Annex  Three,  supporting  from 
eight  to  64  serial  ports  for  just 
over  $100  per  port,  provides  ad¬ 
vanced  security  features  and  sup¬ 
ports  the  Simple  Network  Man¬ 
agement  Protocol  (SNMP). 

The  product  follows  the  Annex 
One,  which  is  no  longer  in  pro¬ 
duction,  and  will  eventually  su¬ 
persede  the  Annex  Two,  a  termi¬ 
nal  server  that  provides  access  to 
Unix  environments. 

Jack  O’Neil,  director  of  mar¬ 
keting  for  communications  prod¬ 
ucts  at  Xylogics,  said  the  Annex 
Three  provides  better  price/per¬ 
formance  than  the  Annex  Two  as 
well  as  a  range  of  new  capabili¬ 
ties,  including  support  for  the 
DEC  Local  Area  Transport  (LAT) 
terminal  protocol. 

Like  the  Annex  Two,  the  new 
server  was  designed  to  tie  termi¬ 
nals,  modems,  printers  and  per¬ 
sonal  computers  to  Unix-based 
host  computers  over  Transmis¬ 
sion  Control  Protocol/Internet 
Protocol-based  Ethernet  local- 
area  networks. 

With  this  model,  however,  the 
company  has  added  support  for 
LAT,  meaning  customers  will  be 
able  to  toggle  between  sessions 
supported  by  Unix-  or  VMS-based 
computers. 

The  same  capability  will  be 
made  available  to  Annex  Two  us¬ 
ers  through  a  software  upgrade. 

The  roughly  $100  per  port 


cost  of  the  Annex  Three  was 
achieved,  in  part,  by  using  a 
motherboard/daughterboard  ar¬ 
chitecture  instead  of  the  more 
typical  backplane  design. 

The  Annex  Three  mother¬ 
board  accepts  two  1/0  daughter¬ 
boards,  which  are  available  from 
Xylogics  in  eight-,  16-  and  32- 
port  configurations.  This  archi¬ 
tecture  provides  the  benefits  of 
modularity  without  the  cost  of 
manufacturing  individual  eight- 
port  boards  for  an  eight-slot 
backplane,  O’Neil  said. 

The  architecture  has  also  been 
optimized  for  performance.  Mul¬ 
tiple  32-bit  processors  are  used, 
which  enables  each  of  the  64  pos¬ 
sible  ports  on  an  Annex  Three  to 
run  at  38.4K  bit/sec.  The  unit  is 
also  equipped  with  a  parallel  port 
for  connection  to  printers. 

The  Annex  Three  was  original¬ 
ly  designed  as  a  Unix  server  and 
comes  with  a  Unix -based  user  in¬ 
terface  that  will  be  familiar  to 
Unix  devotees. 

The  Unix  heritage  of  the  prod¬ 
uct  is  also  evident  in  the  security 
provided  by  the  product.  Besides 
some  of  the  more  typical  security 
capabilities  supported,  such  as 
data  encryption  and  the  ability  to 
restrict  access  to  specific  hosts, 
O’Neil  said  the  Annex  Three  sup¬ 
ports  user-level  passwords  and 
audit  trails  so  administrators  can 
tell  who  logged  onto  what  and 
when. 

In  terms  of  network  manage¬ 
ment,  the  Annex  Three  supports 
the  features  and  software  of  the 
earlier  Annex  models  as  well  as 
an  SNMP  agent,  meaning  the  de¬ 
vice  can  be  managed  by  SNMP 
management  stations. 

The  Annex  Three  is  available 
now  and  ranges  in  price  from 
$3,995  for  an  eight-port  device  to 
$6,995  for  a  64-port  Annex. 

Contact  Xylogics  at  53  Third 
Ave.,  Burlington,  Mass.  01803,  or 
call  (617)  272-8140.  □ 


Multiprotocol  controller 
ties  hosts  to  X.25  links 


LAGUNA  HILLS,  Calif.  —  Net¬ 
work  Software  Associates,  Inc. 
recently  unveiled  the  AdaptX25 
Controller,  which  lets  remote 
workstation  users  access  multi¬ 
protocol  IBM  mainframe  applica¬ 
tions  over  X.25  packet-switched 
links. 

Essentially,  the  AdaptX25  is 
software  that  runs  on  an  IBM  Per¬ 
sonal  Computer  AT  or  Personal 
System/2  outfitted  with  a  Syn¬ 
chronous  Data  Link  Control  or 
Token-Ring  board  for  an  up¬ 
stream  link  to  a  host.  It  also  has  A 
Real-time  Interface  Coprocessor 
(ARTIC)  coprocessor  board  from 
IBM  for  the  downstream  link  to 


the  X.25  network. 

The  software,  the  X.25  Con¬ 
trol  Program  (XCP),  supports 
3270,  LU  6.2/Advanced  Pro- 
gram-to-Program  Communica¬ 
tions,  remote  job  entry  and  LU  0 
protocols,  enabling  remote  users 
to  dial  into  any  host  application 
supporting  the  same.  AdaptX25 
appears  to  IBM  hosts  as  an  3X74 
cluster  controller,  meaning  the 
mainframes  can  support  X.25 
packet-switched  links  without  us¬ 
ing  IBM’s  front-end  processor- 
based  NCP  Packet-Switching  In¬ 
terface. 

The  XCP  software  is  available 
now' and  costs  $2,995.  □ 


By  Charles  Bruno 

Assistant  Managing  Editor 

PITTSBURGH  —  Legent  Corp. 
last  week  announced  Version  4.0 
of  its  NetSpy  network  perfor¬ 
mance  management  software 
and  revealed  plans  for  a  LAN  ver¬ 
sion  to  provide  enterprisewide 
performance  management. 

NetSpy  Version  4.0  provides 
users  with  a  direct  interface  to 
IBM’s  NetView  and  Systems  Cen¬ 
ter,  Inc.’s  NetMaster  network 
management  software.  It  also 
lays  the  foundation  for  the  com¬ 
pany  to  offer  by  year  end  a 
LANSpy  option  to  provide  central 
site  performance  management  of 
distributed  local-area  networks. 

NetSpy  is  a  VTAM  application 
that  monitors  network  and  host 
response  times,  as  well  as  traffic 
and  Network  Control  Program 
and  VTAM  statistics. 

“What  customers  have  been 
asking  us  for  is  if  they  can  get  a 
NetSpy  for  their  LANs,”  said  Greg 
Strouse,  vice-president  of  Le- 
gent’s  Software  Productivity  Divi¬ 
sion.  “We’re  saying  now  that  the 
product  is  real,  it’s  in  beta  test, 
and  it  won’t  be  long  in  coming.” 

In  fact,  according  to  Don  Im- 
hoff,  NetSpy  product  manager, 
Version  4.0  of  the  software  will 
provide  many  of  the  features 


▼  Ye’re  saying  that 
the  product  is  real,  and  it 
won’t  be  long  in 
coming.” 
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needed  to  access  performance 
management  data  piped  up  to  it 
from  LANSpy  running  on  down¬ 
stream  LANs. 

“Version  4.0  is  setting  the 
foundation  for  enterprisewide 
performance  management,”  Im- 
hoff  said. 

Version  4.0  is  the  fifth  major 
revision  of  NetSpy  since  it  was  re¬ 
leased  in  April  1987,  he  said.  Le¬ 
gent  officials  claim  it  is  the  first 
network  performance  manager 
to  provide  a  direct  link  to  net 
management  products.  NetSpy- 
generated  alerts  are  shared  with 
NetView  or  NetMaster  via  a  pro- 
gram-to-program  interface. 

Perhaps  an  even  more  impor¬ 


tant  enhancement  to  the  software 
is  the  NetSpy-to-NetSpy  capabili¬ 
ty,  which  enables  a  copy  of 
NetSpy  running  on  one  host  to 
communicate  with  one  or  more 
copies  of  NetSpy  on  other  hosts. 
This  permits  a  central  site  net  ad¬ 
ministrator  to  view  all  or  a  subset 
of  the  response  times  and  net  uti¬ 
lization  statistics  for  any  VTAM 
domain  managed  by  NetSpy. 

Previously,  NetSpy  was  limit- 


▼  ersion  4.0  is  the  fifth 
major  revision  of  NetSpy 
since  it  was  released  in 
April  1987. 
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ed  to  monitoring  traffic  within  a 
single  domain,  which  put  a  crimp 
on  a  user’s  ability  to  perform  cen¬ 
tralized  monitoring. 

“This  is  the  type  of  centralized 
monitoring  w:e  need  to  manage 
those  LANs  beyond  an  SNA  envi¬ 
ronment  once  LANSpy  makes  it 
into  user  nets,”  Imhoff  said. 

Like  older  versions  of  NetSpy, 
Version  4.0  provides  general 
alerts,  in  which  the  software 
monitors  preset  threshold  levels 
for  network  devices;  graphic 
alerts,  which  display  alert  condi¬ 
tions  in  real  time;  and  trace 
alerts,  which  key  on  a  single  de¬ 
vice  and  report  back  the  activity 
in  real  time.  The  new  software 
also  provides  VTAM  buffer  statis¬ 
tics. 

The  new  features  of  NetSpy 
Version  4.0  set  the  stage  for  users 
that  want  to  utilize  their  existing 
investment  in  NetSpy  to  monitor 
a  growing  number  of  LANs,  ac¬ 
cording  to  Brian  Szabo,  president 
of  Network  Intelligence,  Inc.,  a 
Palo  Alto,  Calif.,  company,  which 
is  building  LANSpy  with  Legent. 

Initially,  Legent  plans  to  re¬ 
lease  LANSpy  for  token-ring  net¬ 
works  and  to  support  DOS-based 
workstations  and  servers.  How- 
ever,  Szabo  said  both  companies 
have  plans  to  support  other  LAN 
environments,  including  Unix 
and  Ethernet. 

LANSpy  differs  from  existing 
LAN  analysis  tools,  Szabo  said. 
LANSpy  will  collect  performance 
statistics  on  physical  components 
/ continued  on  page  52 ) 
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LONG-DISTANCE  MARKETPLACE 


OPINIONS 


BY  DANIEL  BRIERE 

Seeking  truth 
in  carrier 
advertising 

Carriers  have  found  they  must  become  more  innovative  in 
advertising.  Recent  campaigns  from  the  major  long-distance 
carriers  show  the  strain  of  trying  to  find  differences  —  no 
matter  how  small  —  between  their  products  and  their 
competitors’  offerings.  For  example,  MCI  Communications  Corp. 
and  US  Sprint  Communications  Co.  constantly  compare  their 
sendee  pricing  to  AT&T’s  direct-dial  rates,  rather  than  to  the 
rates  AT&T  charges  for  comparable  services.  But  AT&T  is  also 
having  problems  finding  a  message  to  bring  to  the  market,  even 
more  so  than  the  others. 

AT&T’s  “Put  it  in  writing”  campaign  claimed  that  competing 
carriers  would  not  back  up  their  claims  in  written  form,  which 
is  largely  not  true.  And  the  infamous  Fiji  ad,  in  which  a  caller 
tries  to  reach  Phoenix  but  instead  consistently  reaches  Fiji, 
wrongly  implies  that  it  is  common  for  competing  carriers  to 
make  mistakes  in  switching  international  calls. 

AT&T’s  current  “Faster  connections”  campaign  is  worse. 
AT&T’s  main  message  concerns  the  amount  of  time  callers 
“waste”  because  of  differences  in  call  setup  times. 

In  the  small  print,  AT&T  reveals  that  call  setup  times  for  its 
WATS  products  are  4.6  seconds  vs.  the  competitor  average  of 
6.8  seconds.  If  you’re  not  an  AT&T  customer,  the  ad  says, 
“your  employees  are  waiting  more  than  40%  longer  for  their 
long-distance  calls  to  connect.  In  one  year,  you  may  end  up 
paying  people  thousands  of  dollars  just  to  wait.” 

The  800  service  ads  are  even  bolder.  Based  on  a  call  setup 
time  of  5.1  seconds  for  AT&T  and  7.1  seconds  for  competitors, 
AT&T  claims  that  companies  are  losing  business  because 
customers  get  tired  of  waiting  on  the  telephone.  The  ad  claims, 
“If  your  business  is  not  using  AT&T  800  service,  it  takes  more 
than  35%  longer  for  your  customers’  calls  to  connect.  The 
longer  your  customers  have  to  wait,  the  more  they  may  hang 
up,  and  that  can  cost  you  business.”  The  words,  “Did  you 
know”  open  each  ad,  positioning  AT&T  as  an  educator.  The 
problem  is  that  this  information  is  blatantly  misleading. 

Call  setup  time  is  important  to  businesses.  When  competitor 
call  setup  times  were  1 2  to  15  seconds  vs.  AT&T’s  6  to  8 
seconds,  I  could  buy  this  argument.  However,  the  representa¬ 
tion  that  substantial  numbers  of  customers  would  terminate  an 
inbound  call  because  the  call  setup  time  was  two  seconds  longer 
than  5.1  seconds  is  hard  to  believe.  Moreover,  consumers  will 
confuse  the  term  “connect  time”  with  the  overall  time  it  takes 
for  a  call  to  be  answered,  over  which  AT&T  has  no  control.  And 
as  for  the  35%  to  40%  comparisons,  come  on. 

This  whole  issue  raises  the  question  of  the  practical  value  of 
AT&T’s  current  ad  campaigns.  AT&T  is  technically  and  legally 
correct,  but  w  rong  in  practice.  If  AT&T  considers  these  ads  truly 
legitimate,  then  wouldn’t  some  of  these  also  be: 

■  A  Tariff  1 2  telecommunications  manager  bragging  about  how 
he  turned  his  department  into  a  profit  center.  “AT&T  hasn’t 
delivered  my  bill  in  nine  months,  so  I  took  my  monthly 
payments  and  put  them  into  a  money  market  fund.  Now  I’m 
clearing  12%  per  annum  for  my  department.”  Ad  subhead: 
Another  AT&T  advantage. 

■  An  MCI  or  US  Sprint  customer  in  the  sales  industry:  “I 
usually  spend  my  postdial  delay  time  preparing  for  the 
upcoming  phone  call.  AT&T  connects  me  so  quickly  that  I  am 
never  ready.  I'm  losing  business!” 

The  bottom  line  is  that  carriers  should  educate  with  ads,  not 
confuse  the  issue  with  representations  of  enormous  percentages 
and  misrepresentations  of  practical  effect.  □ 

Briere  is  president  of  TeleChoice,  Inc.,  a  Montclair,  N.J., 
telecommunications  consultancy  specializing  in  long-dis¬ 
tance  service  analysis  and  network  design.  He  can  be 
reached  at  (201)  746-0200. 
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wmtem  editorial  m 

Bush  administration’s  plans 
for  telecom  industry  bode  ill 


Recently,  the  president’s 
Council  of  Economic  Advisors 
urged  a  lifting  of  the  Modified  Fi¬ 
nal  Judgment  restrictions  on  the 
regional  Bell  holding  compa¬ 
nies. 

In  an  annual  report  to  Con¬ 
gress,  the  council  outlined  the 
Bush  administration’s  telecom¬ 
munications  perspective,  which 
backs  RBHC  entry  into  manufac¬ 
turing,  long-distance  and  infor¬ 
mation  services.  The  report  said 
“the  local  telephone  companies 
might  have  much  to  offer  these 
markets.” 

We  strongly  disagree. 

While  there’s  much  to  be  said 
for  deregulation  and  free  mar¬ 
ket  forces,  freeing  the  RBHCs 
may  actually  prove  a  disservice 
to  the  public  interest  and  do  lit¬ 
tle  to  improve  national  competi¬ 
tiveness. 

Why? 

Because  there  seems  to  be  lit¬ 
tle  rationale  for  giving  these  lo¬ 
cal  carriers  new  opportunities  to 


divert  their  limited  investment 
resources  —  resources  that 
should  be  devoted  primarily  to 
improving  their  local  networks. 

Users  have  roundly  criticized 
the  RBHCs  for  moving  slowly  in 
offering  advanced  services,  such 
as  Integrated  Services  Digital 
Networks,  and  upgrading  public 
network  facilities. 

In  their  defense,  the  carriers 
cite  limited  resources  as  the  rea¬ 
son  the  public  network  advances 
so  glacially. 

Given  that,  do  we  really  need 
to  let  the  RBHCs  divert  these 
precious  resources  to  play  in  the 
highly  competitive  long-dis¬ 
tance,  manufacturing  and  infor¬ 
mation  sen-ices  markets?  (Par¬ 
ticularly  when  they  are  already 
diverting  resources  to  major 
network  projects  abroad.) 

Do  we  need  another  network 
equipment  maker  or  long-dis¬ 
tance  company?  Perhaps.  The 
RBHCs  may  be  able  to  offer  new 
products  and  sen-ices  or  push 


prices  lower. 

Will  the  RBHCs  be  able  to 
provide  innovative  information 
services  that  existing  companies 
haven’t  provided  to  date?  Per¬ 
haps. 

But  is  RBHC  provision  of 
equipment,  long-distance  ser¬ 
vice  or  information  sen-ices  a 
high  priority  to  the  carriers'  res¬ 
idential  or  business  customers? 
Certainly  not. 

Increasing  competition  is  a 
good  thing,  but  the  U.S.  would 
gain  much  greater  benefits  by 
developing  a  more  robust  public 
net.  The  issue  isn’t  so  much  de¬ 
regulation  as  how  to  spur  the 
evolution  of  the  local  net,  which 
is  a  weak  link  in  the  telecom¬ 
munications  infrastructure. 

Lawmakers  and  regulators 
would  do  better  to  focus  on  what 
they  can  do  to  speed  that  evolu¬ 
tion  than  worry  ing  about  wheth¬ 
er  the  RBHCs  get  to  try  their 
hands  in  markets  already  served 
well  by  current  suppliers.  □ 
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OPINIONS 


THE  FUTURE  OF  NETWORKING 


BY  JAMES  HERMAN 

The  brave  new  world  of 
object  orientation 


BY  FRANK  AND  TROISE 
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Better  get  familiar  with  the 
multifaceted  concept  of  object 
orientation;  soon  we  will  be 
swimming  in  objects. 

Essentially,  an  object  is  an 
abstraction  of  something  that 
physically  exists,  described  only 
in  terms  of  what  it  is,  how  it  com¬ 
municates  and  what  it  does. 

For  example,  an  object-ori¬ 
ented  network  management  sys¬ 
tem  knows  that  an  object  called 
a  modem  has  interfaces,  gener¬ 
ates  specific  alarms  and  per¬ 
forms  certain  loop-backs.  Other 
properties  that  aren’t  pertinent, 
such  as  color,  weight  and  size, 
are  not  included  in  the  object 
definition. 

An  object  is  defined  by  prop¬ 
erties,  called  attributes.  These 
include  the  object’s  condition 
(on  or  off)  or  the  version  of  soft¬ 
ware  it’s  running.  Objects  can 
also  emit  notifications  such  as 
alarms  and  requests  for  infor¬ 
mation. 

Objects  respond  to  requests 
for  action,  such  as  “Loop  back,” 
“Perform  a  calculation”  or 
“Change  state.”  A  screen  image 
of  the  object  or  a  piece  of  soft¬ 
ware  that  knows  how  to  create 
the  image  might  also  be  included 
in  the  object’s  description. 

Many  products  claim  to  be 
object-oriented.  The  simplest 
and  loosest  meaning  of  the  term 
generally  refers  to  software  that 
has  been  written  in  the  point- 
and-click  style,  rather  than  the 
clunky  command-line  mode. 

When  a  graphical  user  inter¬ 
face  is  designed  to  give  access  to 
the  workings  of  an  object-ori¬ 
ented  software  system,  the  re¬ 
sults  are  flexible  and  extend¬ 
able.  NeXT,  Inc.’s  NeXTStep 
user  interface  is  a  good  example. 

A  second  meaning  of  object 
orientation  that  is  becoming 
widespread  refers  to  a  data  mod¬ 
eling  technique.  In  a  rigorous 

Herman  is  a  principal  at 
Northeast  Consulting  Re¬ 
sources,  Inc.,  a  Boston-based 
consulting  collaborative  that 
focuses  on  strategic  manage¬ 
ment  of  information  technol¬ 
ogy. 


object-oriented  approach,  ob¬ 
jects  are  not  just  made  up  willy- 
nilly.  Rather,  the  process  in¬ 
volves  deriving  more  specific 
objects  from  previously  defined, 
and  more  general,  objects. 

General  properties  are  de¬ 
fined  first  so  that  they  can  be 
shared  by  the  maximum  number 
of  specific  objects,  a  process  that 
imparts  an  integration  and  uni¬ 
formity  that  makes  software 
easy  to  use. 

Object-oriented  data  models 
are  the  cornerstone  of  most  ef¬ 
forts  to  solve  the  multivendor 
network  and  systems  manage¬ 
ment  problem.  The  collection  of 
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object  definitions,  known  as  ob¬ 
ject  classes,  that  a  given  man¬ 
agement  system  can  work  with  is 
called  the  Management  Infor¬ 
mation  Base  (MIB). 

Standards  groups  and  ven¬ 
dors  are  defining  many  kinds  of 
object  classes,  resulting  in  a  va¬ 
riety  of  MIBs.  MIB  proliferation 
is  one  of  the  most  serious  stum¬ 
bling  blocks  in  the  effort  to  stan¬ 
dardize  network  management. 

Objects  further  separate  data 
from  software.  If  software  can 
be  written  to  operate  on  objects 
driven  entirely  by  the  object  de¬ 
scriptions,  then  that  software 
can  adapt  to  an  ever-changing 
environment  of  systems  and  ap¬ 
plications. 

All  parameters  governing  the 
algorithms  and  operations  of 
the  software  are  organized  into 
object  definitions  that  can  be 
easily  edited  and  extended.  All 
the  user  needs  to  do  is  change 
the  object  definitions,  and  the 
program  will  be  able  to  handle  a 
new  type  of  resource. 


All  the  software  that  is  unique 
to  the  object  and  knows  how  to 
manipulate  the  real  world  re¬ 
source  itself  is  carried  within  the 
object  and  is  safely  isolated  from 
changes  in  other  parts  of  the 
software  system. 

A  third  common  meaning  of 
object  orientation  is  that  it  is  an 
operating  system  environment 
in  which  objects  interact  by 
sending  messages  to  one  anoth¬ 
er.  The  messages  activate  pieces 
of  software  code  sometimes 
called  an  object’s  methods. 

These  message-passing  sys¬ 
tems  are  a  new  way  of  structur¬ 
ing  software.  Software  is  written 
in  small  modules  that  each  han¬ 
dle  a  particular  kind  of  message 
about  a  specific  type  of  object. 

This  bottom-up  approach  dif¬ 
fers  greatly  from  the  top-down 
thinking  of  structured  program¬ 
ming  methods.  Structuring  soft¬ 
ware  into  interacting  objects 
opens  up  the  possibility  of  con¬ 
structing  future  applications  by 
collecting  and  adapting  previ¬ 
ously  written  generic  objects. 

Many  in  the  communications 
industry  are  excited  about  this 
dream  of  reusing  generic  ob¬ 
jects.  In  addition,  the  message¬ 
passing  paradigm  is  especially 
adaptable  to  distributed  comput¬ 
ing  environments  where  the  ob¬ 
jects  interact  across  networks. 

With  everyone  defining  ob¬ 
jects  of  all  types  for  all  kinds  of 
purposes,  confusion  inevitably 
results.  In  fact,  there  are  many 
competing  schemes  for  stan¬ 
dardizing  object  definition. 

Some  vendors  are  developing 
data  bases  to  store  all  these  ob¬ 
jects  and  access  them  according 
to  object-oriented  naming 
schemes.  In  fact,  users  may  soon 
find  that  object-oriented  data 
bases  have  obviated  the  need  for 
SQL  as  the  standard  means  of  ac¬ 
cessing  data  bases. 

Users  will  have  a  multitude  of 
network  management  objects 
and  software  objects.  They  will 
have  to  distribute  new  releases 
of  objects,  and  a  whole  new  set 
of  disputes  about  object  com¬ 
patibility  and  interoperability 
are  bound  to  arise.  □ 


A  loaded  statement 

I  found  Arthur  Barber’s  re¬ 
cent  opinion  column  regard¬ 
ing  allocation  of  costs  for 
telephone  company  techno¬ 
logical  investments  most  in¬ 
teresting  and  insightful  (“Lit¬ 
tle  old  ladies  shouldn’t  have 
to  pay  for  SONET,”  NW,  Jan. 
28). 

However,  the  tone  of  the 
first  sentence  was  inconsistent 
with  the  rest  of  the  article: 
“The  view  that  the  purpose  of 
regulation  is  to  protect  the 
public  interest  has  faded.” 

The  expectation  that  this 
phrase  invokes  is  that  we  are 
about  to  be  subjected  to  an¬ 
other  jeremiad  about  the  evils 
of  government  regulation. 

The  years  following  the 
Reagan  administration’s  disas¬ 
trous  social  experiments  with 
deregulation  in  the  airline,  fi¬ 
nancial,  communications  and 
other  industries  have  fine- 
tuned  most  Americans’  “BS” 
detectors  to  go  off  at  the 
slightest  hint  that  someone 
out  there  still  believes  that 
Adam  Smith’s  “invisible  hand” 
is  operational. 

Yet  the  paragraphs  that  fol¬ 


lowed  indicate  just  the  oppo¬ 
site  —  that  regulation  per  se 
is  not  the  problem;  it  is  out¬ 
dated  regulation  that  gives  us 
all  ulcers. 

In  short,  be  aware  that 
some  phrases  are  ideologically 
loaded.  When  you  refer  to  a 
general  topic  like  “govern¬ 
ment  regulation,”  you  are  ad¬ 
dressing  a  political  fracture 
point  that  can  cause  some 
readers  to  lose  interest. 

As  it  is,  I  found  Barber's 
piece  to  be  that  rare  combina¬ 
tion  of  providing  new  infor¬ 
mation  in  a  clear  manner, 
staking  out  the  issue’s  territo¬ 
ry  and  demarking  a  position. 

Dan  Flasar 
Systems  manager/analyst 
Washington  University  Clinical 
Research  Center 
St.  Louis 

Network  World  welcomes 
letters  from  its  readers. 

Letters  should  be  typed  and 
double-spaced.  Mail  them  to 
Editor,  Network  World,  16 1 
Worcester  Road,  Framing¬ 
ham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 


MORE  MEN  ARE  KILLED  BY  OVERWORK  than  the  importance  of  the  world  justifies,  said 
Rudyard  Kipling.  Is  your  network  killing  you?  Tell  us  about  it  in  a  column. 

Columns  should  be  600  words  in  length  and  submitted  on  disk,  via  modem  or  through  MCI  Mail 
at  390-4868. 

If  you’d  like  to  write  a  column,  call  Alison  Conliffe,  assistant  features  editor,  at  (508)  820-7416 
or  fax  your  idea  to  us  at  (508)  820-3467. 
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handle  it.  But  there  are  also  excellent  rea¬ 
sons  to  be  wary  at  this  time. 

Strong  demand  for  the  services  of  inte¬ 
grators  is  matched  by  an  even  stronger 
surge  in  new  firms.  Some  of  these  new¬ 
comers  have  little  experience  in  systems 
integration;  indeed,  some  have  very  little 
networking  experience  at  all. 

Such  firms  often  promise  more  than 
they  can  deliver,  and  the  stories  of  integra¬ 
tor  relationships  that  have  gone  sour 
abound.  Numerous  examples  exist  of  sys¬ 
tems  integration  projects  that  failed,  were 
completed  late  or  were  grossly  over  bud¬ 
get.  Some  of  them  are: 

■  A  systems  integrator  designed  and  put 
together  a  $  1 0  million  network  project  for 
the  State  of  Oklahoma’s  Finance  Office  last 
year.  According  to  published  reports,  it 
didn’t  work  properly  and  payments  to  the 
state’s  employees  and  suppliers  were  de¬ 
layed  for  nearly  two  months. 

■  A  systems  integrator  designed  and  con¬ 
figured  a  $20  million  network  for  the 
county  of  San  Diego  in  California.  Accord¬ 
ing  to  published  reports,  it  took  the  county 
several  lawsuits  and  more  than  six  years  to 
get  the  net  project  under  way  in  1989- 

Such  horror  stories  should  not  detract 
from  the  advantages  of  dealing  with  sys¬ 
tems  integrators.  Building  today’s  increas¬ 
ingly  complex  networks  may  require  spe¬ 
cialized  skills. 


Still,  there  have  been  problems,  and 
network  managers  can  minimize  the 
chances  of  similar  woes  by  doing  more  up¬ 
front  work  when  it  comes  to  selecting  a 
systems  integrator. 

In  fact,  the  strong  competition  in  the 
systems  integration  market  has  allowed 
users  to  build  special  safety  nets  into  their 
contracts.  For  example,  some  recent  con¬ 
tracts  include  economic  penalties  on  the 
integrator  if  it  misses  specified  installation 
target  dates.  Other  contracts  grant  user  or¬ 
ganizations  escape  clauses  so  that  they  can 
terminate  bad  relationships. 

There  are  several  problems  to  avoid 
and  points  to  insist  on  in  the  user-integra¬ 
tor  relationship.  These  revolve  around  five 
main  topics:  Setting  out  to  select  an  inte¬ 
grator;  writing  a  contract  that  protects  a 
user  during  an  integrator-managed  proj¬ 
ect;  monitoring  the  performance  of  an  in¬ 
tegrator  while  it  is  conducting  a  project; 
resolving  disputes  with  an  integrator;  and 
avoiding  such  little-known  pitfalls  as  the 
use  of  software  licensed  by  the  integrator. 

The  last  point  is  troubling,  for  if  the 
user-integrator  relationship  is  terminated, 
the  user  could  face  a  problem  if  the  soft¬ 
ware  had  been  leased  to  the  integrator. 
That  and  other  software-related  problems 
will  be  covered  later  in  this  article. 

As  networks  change,  so  do  the  firms 
that  integrate  them.  At  one  time,  the  pri¬ 
mary  chore  of  these  firms  was  writing  cus¬ 
tom  mainframe  software.  Now  systems  in¬ 
tegrators  largely  specialize  in  local-area 
networks,  multiple  LAN  hookups  and  cli¬ 
ent/server  development  projects.  They 
also  design  and  install  wide-area  nets. 

Companies  in  the  systems  integration 
field  fall  into  one  of  three  categories. 
There  are  the  giant  national  firms,  such  as 
Electronic  Data  Systems  Corp.  (EDS)  and 
the  Big  Six  accounting  firms,  of  which  Ar¬ 
thur  Andersen  &  Co.  is  the  largest. 

Then  come  the  large  equipment  vendor 
companies,  such  as  IBM,  Digital  Equip¬ 
ment  Corp.  and  Unisys  Corp.,  which  have 
divisions  that  provide  systems  integration 
( continued  on  page  36 ) 
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Adding  outside  muscle  to  keep 
systems  integrators  in  line 


There’s  a  new  trend  to  man¬ 
age  outside  systems  integrators 
through  consultants  who  serve 
as  liaisons  between  user  organi¬ 
zations  and  systems  integrators. 

Of  course,  this  involves  an 
additional  expense  and  adds  the 
burden  of  choosing  a  consultant 
to  the  responsibility  of  finding 
an  integrator.  But  there  are 
some  advantages. 

The  primary  benefit  is  that 
consultants  can  save  the  time  of 
internal  staff.  They  can  do  much 
of  the  work  in  the  selection  pro¬ 
cess  —  perform  a  needs  assess¬ 
ment,  issue  a  request  for  propos¬ 
al,  screen  the  applicants  —  and 
they  can  help  negotiate  the  con¬ 
tract.  The  final  decision  is  natu¬ 
rally  left  to  the  user  organiza¬ 
tion. 

User  firms  are  also  engaging 
consultants  after  they’ve  select¬ 
ed  their  systems  integrator.  In 
this  case,  the  consultant’s  task  is 
to  keep  track  of  the  project  and 
make  certain  it  is  meeting  both 
performance  and  scheduling  ob¬ 
jectives. 

Again,  the  time  savings  can 
be  significant.  On  complex  de¬ 
velopment  projects,  in-house 
managers  could  spend  all  of 
their  time  in  consultation  with 
the  integrator. 

Starting  the  relationship 

Consultants  that  specialize  in 
selecting  and  liaising  with  sys¬ 
tems  integrators  are  usually 
brought  into  a  networking  as¬ 
signment  shortly  after  the  user 
organization  decides  that  a  sys¬ 
tems  integrator  is  needed. 

“We  rank  the  systems  inte¬ 
grators  who  responded  to  the 
RFP  and  make  a  specific  recom¬ 
mendation  to  our  client,”  says 
Curt  Meltzer,  vice-president  of 
technology  at  the  Somerville, 
N.J.,  consulting  firm  Hilde- 
brandt,  Inc. 

Consultants  that  offer  this 
type  of  service  generally  do  not 


recommend  which  systems  inte¬ 
grator  the  user  should  choose. 
Usually,  they  list  the  pros  and 
cons  of  each  systems  integrator 
competing  for  the  job.  The  user 
then  makes  the  final  choice, 
based  on  this  ranking. 

For  an  additional  charge, 
most  consultants  will  negotiate 
a  contract  with  the  systems  inte¬ 
grator.  This  service  can  be  at¬ 
tractive  for  network  managers 
who  do  not  have  previous  expe¬ 
rience  in  negotiating  similar  ar¬ 
rangements. 

Many  users  who  have  in¬ 
volved  consultants  in  this  man¬ 
ner  say  they  are  convinced  the 
negotiations  proceeded  more 
smoothly  because  a  consultant 
participated  in  the  talks. 

Part  of  the  contract  negotia¬ 
tion  is  dedicated  to  setting  per¬ 
formance  goals  for  the  systems 
integrator  and  specifying  which 
party  decides  if  the  goals  have 
been  met.  Having  previous  expe¬ 
rience  in  conducting  negotia¬ 
tions  is  a  clear  asset  in  this  pro¬ 
cess. 

For  example,  some  consul¬ 
tants  have  been  able  to  secure 
contract  terms  that  many  users 
might  not  have  believed  possi¬ 
ble. 

Don  Holland,  a  partner  at  the 
Atlanta  consulting  firm  of  Hol¬ 
land,  Shipes,  Vann,  PC,  has  ne¬ 
gotiated  contracts  that  allow  the 
user  to  bring  in  another  systems 
integrator  to  fix  a  problem  the 
original  systems  integrator  can¬ 
not  fix. 

These  contract  provisions 
also  state  that  the  user  is  al¬ 
lowed  to  deduct  the  fee  for  using 
the  second  integrator  from  the 
fee  of  the  first. 

Furthermore,  no  outside  ar¬ 
biter  is  necessary  to  decide  when 
the  second  integrator  is  to  be 
called  in.  The  contract  specifies 
that  the  user  is  the  final  judge  of 
when  corrective  action  is  war¬ 
ranted. 


Another  advantage  to  using 
the  consultant  as  a  liaison  to  re¬ 
solve  disputes  is  what  Meltzer 
calls  the  one-to-many  relation¬ 
ship. 

“We’re  working  for  many  cli¬ 
ents  with  similar  networking 
needs,  and  in  many  cases,  we  are 
dealing  with  the  same  systems 
integrators,”  Meltzer  explains, 
“If  a  dispute  arises,  we  can  tell  a 
systems  integrator,  ‘We  cannot 
recommend  you  on  a  project 
like  this  again.’  ” 

The  selection  process 

Dealing  with  consultants  can 
be  just  as  difficult  as  dealing  with 
systems  integrators,  and  they 
should  be  selected  just  as  care¬ 
fully. 

One  essential  is  to  determine 
that  the  consulting  firm  itself 
does  not  do  integration  work  on 
the  side. 

Similarly,  the  consulting  firm 
should  not  sell  networking  prod¬ 
ucts.  Networking  consultants, 
like  some  of  the  smaller  systems 
integrators,  may  also  own  or  op¬ 
erate  computer  dealerships. 

Checking  the  consultant’s 
references  is  necessary,  and  in 
many  cases,  there  should  be 
contracts  to  spell  out  the  consul¬ 
tant’s  responsibilities.  But  the 
selection  and  contract  process 
need  not  be  as  arduous  as  select¬ 
ing  the  systems  integrator.  After 
all,  the  process  is  supposed  to 
save  the  internal  staff  s  time. 

In  the  process  of  dealing  with 
integrators,  the  use  of  consul¬ 
tants  is  by  no  means  a  panacea. 
Ideally,  it  should  bring  experi¬ 
ence  and  a  new  perspective  to 
the  selection  process  and  elimi¬ 
nate  headaches. 

There  is,  of  course,  the  addi¬ 
tional  expense  of  hiring  the  con¬ 
sultant,  but  this  cost  is  often  off¬ 
set  by  the  time  a  net  manager 
saves  having  these  duties  carried 
out  by  a  specialist. 

—  Salvatore  Salamone 


( continued from  page  35 ) 
services.  Some  of  the  regional 
Bell  holding  companies  have 
units  that  do  integration  work  as 
well. 

Then  there  are  regional  and 
local  organizations,  the  latter  in¬ 
cluding  some  small  firms  that 
specialize  in  LANs. 

The  top  five  systems  integra¬ 
tors  are  Andersen  Consulting, 
DEC,  EDS,  IBM  and  Unisys,  all  of 
which  have  integration-related 
revenues  of  more  than  $500  mil¬ 
lion  annually.  Andersen  Consult¬ 
ing,  EDS  and  IBM  have  more  than 
$1  billion  in  integration  reve¬ 
nues. 

In  contrast,  some  small  com¬ 
puter  dealers  calling  themselves 
systems  integrators  may  do  sev¬ 
eral  thousand  dollars  in  business 
installing  LANs. 

Making  the  selection 

With  such  a  wide  range  of 
choices,  selecting  the  right  sys¬ 
tems  integrator  can  be  a  chal¬ 
lenge.  Net  managers  generally 
start  by  doing  a  needs  assessment 
for  their  company.  Once  the  net¬ 
working  project  is  defined,  the 
selection  process  begins.  A  re¬ 
quest  for  proposal  is  sent  out  to  a 
list  of  systems  integrators.  The 
replies  are  compared,  and  the 
field  is  narrowed  to  a  few  prime 
candidates. 

“We  looked  at  22  systems  in¬ 
tegrators  over  six  months  and 
narrowed  the  field  to  a  few  strong 
companies,”  says  David  Evans, 
legal  administrator  at  Bass,  Berry 
&  Sims,  a  Nashville  law  firm. 

Then  a  more  in-depth  study  of 
the  systems  integrators  is  carried 
out.  Net  managers  should  always 
check  for  relevant  experience  by 
asking  for  and  carefully  checking 
references.  “The  systems  inte¬ 
grator  told  us  they  practically  in¬ 
vented  a  new  application,”  says  a 
net  manager  for  a  Midwest  food 
products  company  who  request¬ 
ed  anonymity.  “We  called  some 
past  clients  and  found  out  that 
[the  systems  integrator]  didn’t  do 
as  much  as  they  told  us  they  did.” 

After  ensuring  that  the  sys¬ 
tems  integrator  has  the  relevant 
background,  check  to  make  sure 
they  have  the  technical  talent  to 
handle  the  job.  This  can  be  a  fair¬ 
ly  straightforward  process.  If  it’s 
a  LAN  project  and  you’ve  opted 
for  a  Novell,  Inc.  network,  ask  if 
they  have  Certified  NetWare  En¬ 
gineers  on  board. 

If  a  company  looks  as  though 
it  can  handle  the  technical  as¬ 
pects  of  the  job  and  it  is  consid¬ 
ered  an  eligible  candidate  for 
price  and  other  reasons,  users 
should  still  be  wary.  A  check  of 
the  integrator's  finances  is  essen¬ 
tial  because  of  the  relatively  high 
failure  rate  of  small  and  midsize 
integration  firms  (see  “Essential: 
Check  your  integrator’s  financial 
health."  page  38). 

A  net  manager  may  not  have 
the  time  to  search  for  and  select  a 
systems  integrator.  If  that’s  the 
case,  the  net  manager  can  turn  to 
an  independent  consulting  firm 
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specializing  in  this  area,  but  the 
selection  of  the  consultant  is  in  it¬ 
self  a  critical  task  (see  “Adding 
outside  muscle  to  keep  systems 
integrators  in  line,”  this  page). 

Drawing  up  a  contract 

Once  a  systems  integrator  is 
chosen,  the  next  critical  step  is  to 
draw'  up  a  contract  to  cover  as 
many  of  the  project’s  require¬ 
ments  as  possible.  This  is  critical. 

What  goes  into  the  contract 
determines  how  the  user-systems 
integrator  relationship  will  pro¬ 
ceed.  “I  see  the  contract  process 
as  an  opportunity  for  [the  user 
company’s]  senior  management 
to  talk  about  all  aspects  of  the  re¬ 
lationship,”  says  Robert  Zahler,  a 
partner  at  Shaw,  Pittman,  Potts  & 
Trowbridge,  a  Washington,  D.C. 
law  firm. 

An  important  reason  to  draw 
up  a  contract  is  because  of  high 
company  turnover  rates.  “Only  a 
small  number  of  people  in  both 
organizations  know  what  the  deal 
is,”  Zahler  says.  “Over  a  long 
term,  the  people  who  did  the  ne¬ 
gotiating  won’t  be  around.” 

The  contract  process  takes 
from  three  to  six  months.  “Dur¬ 
ing  this  time,  the  systems  integra¬ 
tor  is  anxious  to  lock  up  the 
deal,”  Zahler  says.  “Because  of 
this,  the  [net  manager’s  organiza¬ 
tion]  has  all  the  leverage  before  a 
contract  is  signed.” 

“We  negotiated  a  very  aggres¬ 
sive  contract,”  Evans  says. 
“We’re  a  law  firm,  and  our  law¬ 
yers  drew  it  up;  it’s  over  60  pages 
long.” 

Perhaps  some  of  the  most  im¬ 
portant  points  to  negotiate  are 
how  to  resolve  disputes.  Curt 
Meltzer,  vice-president  for  tech¬ 
nology  at  Hildebrandt,  Inc.,  a 
Somerville,  N.J.,  technical  con¬ 
sulting  firm,  has  negotiated  con¬ 
tracts  that  call  for  economic  pen¬ 
alties  if  the  systems  integrator 
does  not  meet  certain  perfor¬ 
mance  goals.  “We  have  the  [user 
company]  set  up  an  escrow  ac¬ 
count  and  make  payments  into  it 
until  the  problem  is  resolved,” 
Meltzer  says. 

Don  Holland,  a  partner  at  Hol¬ 
land,  Shipes,  Vann,  PC,  an  inde¬ 
pendent  consulting  firm  in  Atlan¬ 
ta,  takes  an  even  tougher  stance. 
Before  his  firm’s  clients  make  a 
payment,  they  test  the  network. 
The  contract  states  that  the  sys¬ 
tems  integrator  is  responsible  for 
fixing  any  performance  problem. 

“It’s  hard  to  define  perfor¬ 
mance,”  Holland  says.  “So  we 
have  a  provision  that  says  we  are 
the  final  arbiters  of  perfor¬ 
mance."  If  the  systems  integrator 
cannot  fix  the  problem,  Holland’s 
contract  has  a  provision  that  al¬ 
lows  the  user  company  to  call  in 
another  group  to  remedy  the  situ¬ 
ation.  And  the  user  can  deduct  the 
cost  of  hiring  this  other  group 
from  the  integrator’s  fee. 

Software  concerns 

One  aspect  to  the  integration 
relationship  that  is  rarely  dis¬ 
cussed  is  whether  there  are  legal 


restrictions  on  using  software 
that  has  been  acquired  by  the  sys¬ 
tems  integrator. 

Some  consultants  warn  that 
the  software  aspects  of  an  inte¬ 
gration  project  are  particularly 
tricky.  Zahler,  for  example,  says 
that  a  contract  with  a  systems  in¬ 
tegrator  might  lock  a  user  into  a 
difficult  position  if  the  user  de¬ 
cides  to  turn  to  an  outsourcing 
firm  in  the  future.  His  advice:  “Do 
not  sign  a  software  license  that 
doesn’t  allow  [the  licence]  to  be 
turned  over  to  a  third  party.” 

A  problem  can  also  arise  if  the 
systems  integrator  modified  the 
source  code  of  an  existing  prod¬ 
uct  for  a  user’s  network.  The  li¬ 
cense  may  be  fine  for  the  user  and 
the  systems  integrator,  but  if  a 


third  party  comes  in  to  operate 
the  network,  a  new  licensing  fee 
may  need  to  be  arranged. 

A  more  sticky  issue  concern¬ 
ing  software  is  who  has  access  to 
the  source  code.  This  should  be 
worked  out  in  the  contract  to 
avoid  future  problems. 

For  example,  many  software 
houses  will  not  release  the  source 
code  —  even  to  the  systems  inte¬ 
grators,  OEMs  and  resellers  they 
work  with  on  a  regular  basis. 

There’s  a  good  reason  for  this. 
The  software  houses  naturally 
want  to  protect  their  trade  secrets 
and  keep  control  over  the  code. 
However,  it  is  possible  to  break 
through  the  software  firm's  resis¬ 
tance. 

Yielding  to  this  insistence  that 


users  have  access  to  the  source 
code,  some  software  firms  have 
allowed  limited  access  through 
an  innovative  legal  procedure. 
They  permit  a  source  code  es¬ 
crow  account  to  be  established; 
then  the  software  vendor  gives  a 
copy  of  the  source  code  to  a  third 
party.  If  the  software  house  fails 
to  deliver  a  satisfactory  product 
or  if  it  goes  out  of  business,  the 
user  gets  the  source  code  from 
the  third  party. 

A  Hartford,  Conn. -based  in¬ 
surance  company  put  a  source 
code  escrow  account  provision  in 
its  contract  with  a  systems  inte¬ 
grator.  The  company's  network 
manager,  who  requested  ano¬ 
nymity,  says,  “This  way,  if  the  in- 
( continued  on  page  38) 
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integrator’s  financial  health 


( continued from  page  36 ) 
tegrator  doesn't  produce  the  results  we 
want,  we  don’t  lose  our  entire  invest¬ 
ment.” 

Checking  up 

Since  the  risks  of  the  failure  of  a  rela¬ 
tionship  with  a  systems  integrator  are  rela¬ 
tively  high,  net  managers  should  proceed 
with  extreme  caution. 

Of  fundamental  importance  is  a  check 
of  the  potential  integrator's  background  to 
make  sure  the  firm  has  the  relevant  experi¬ 
ence  to  complete  the  job.  Also  check  the 
systems  integrator’s  financial  stability  and 
its  commitment  to  continuing  in  the  inte¬ 
gration  field. 

After  selecting  one  company  to  handle 


the  networking  project,  a  contract  must  be 
written  that  spells  out  who  is  responsible 
for  each  part  of  the  project  and  how7  dis¬ 
putes  will  be  resolved. 

From  the  user’s  point  of  view,  it  would 
be  ideal  to  have  a  contract  that  allows  the 
network  manager  to  withhold  payment 
whenever  the  project  milestones  are  not 
met. 

While  net  managers  should  not  be  con¬ 
sumed  by  these  projects,  they  may  want  to 
take  a  long-range  look  at  their  networking 
needs  before  they  start. 

“A  company  should  ask  what  drove  it  to 
a  systems  integrator,”  Zahler  says.  “It’s 
usually  a  need  to  make  substantial 
changes.” 

( continued  on  page  52 ) 


Will  your  chosen  systems  integrator 
stay  in  business  long  enough  to  finish  the 
job? 

That’s  a  question  well  worth  asking. 
Many  networking  projects  would  be  crip¬ 
pled  —  and  the  careers  of  the  managers 
involved  hampered  —  by  the  demise  of  the 
chosen  integration  firm  in  mid-project. 

Yet  the  experience  of  many  network 
managers  who  have  worked  with  integra¬ 


tors  is  that  individual  systems  integra¬ 
tion  firms  have  remarkably  short  life 
spans. 

Dave  Evans,  a  legal  administrator  at 
Bass,  Berry  &  Sims,  a  Nashville  law 
firm,  evaluated  22  systems  integrators 
before  selecting  Dallas-based  Micro 
One  to  conduct  a  network  project  for 
his  firm. 

During  the  selection  process,  which 
took  six  months,  more  than  a  third  of 
the  22  systems  integrators  failed  in 
business  or  left  the  industry. 

The  lesson  learned:  Check  the  finan¬ 
cial  health  and  commitment  of  the 
firms  seeking  to  be  your  integrator  as 
closely  as  you  check  their  technical  ex¬ 
pertise. 

Check  commitment 

Not  merely  the  finances  should  be 
scrutinized;  experienced  users  recom¬ 
mend  a  close  study  of  a  systems  integra¬ 
tor’s  commitment  to  the  industry. 

Some  firms  pop  into  integrating 
from  reselling  or  consulting,  only  to 
pop  out  again  when  they  discover  the 
field  is  highly  competitive.  “We  look  for 
a  financially  sound  company  that’s 
committed  to  staying  in  the  field,”  Ev¬ 
ans  says. 

His  advice  is  to  check  only  the  lead¬ 
ing  candidates  for  the  job.  “Once  we’ve 
narrowed  the  field  down  a  little,  we  ask 
systems  integrators  for  financial  re¬ 
cords,”  he  says.  Other  suggestions  on 
how  to  check  a  systems  integrator’s  fi¬ 
nancial  stability,  recommended  by  Ev¬ 
ans  and  Don  Holland,  a  partner  at  the 
Atlanta  technical  consulting  firm  of 
Holland,  Scipes,  Vann,  PC,  are: 

■  Ask  the  systems  integrator  for  a  list  of 
creditors  and  call  them  to  see  if  the  sys¬ 
tems  integrator  has  a  good  credit  histo¬ 
ry  and  if  it  pays  its  bills  on  time. 

■  Ask  to  see  the  systems  integrator’s 
own  financial  books.  The  systems  inte¬ 
grator  doesn’t  have  to  comply,  but  at 
this  stage  of  the  process,  the  net  manag¬ 
er  is  working  from  a  position  of 
strength  because  there  are  many  sys¬ 
tems  integrators  from  which  to  choose. 

■  Use  an  on-line  financial  records  ser¬ 
vice.  For  example,  D&B  Dun’s  Financial 
Records,  offered  through  The  Dun  & 
Bradstreet  Corp.  and  available  through 
the  Dow  Jones  News  Retrieval  service, 
contains  financial  information  on 
750,000  public  and  private  companies. 
The  information  includes  a  corporate 
profile,  a  financial  summary  of  the 
company  and  as  many  as  three  years  of 
the  firm’s  balance  sheets  and  income 
statements. 

In  addition  to  performing  a  financial 
background  check  on  a  systems  integra¬ 
tor,  network  managers  should  negoti¬ 
ate  a  payment  plan  that  won’t  leave 
them  stranded  if  the  systems  integrator 
goes  out  of  business  in  the  middle  of  a 
project. 

“We  negotiate  contracts  that  call  for 
payments  as  equipment  and  services 
are  delivered,”  Holland  says.  “We  don’t 
pay  ahead  of  schedule.  The  systems  in¬ 
tegrator  is  not  going  to  live  off  of  us.” 

—  Salvatore  Salamone 
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WilTel  owns  and  operates  a  100%  digital 
nationwide  network  providing  every 
private-line  service  you  need. 

But  we  also  offer  services  and  technology  no 
one  else  can:  like  WilBAND™  (bandwidth  on 
demand),  WilBAND  3™  (switched  DS-3)  and 
WilSCAN™  (pro-active  DS-1  surveillance). 

Cutting-edge  technology  on  demand. 
Customized  engineering  solutions.  Competitive 
pricing.  Personalized  service.  Just  a  few 
reasons  why  more  business  people  are  turning 
to  WilTel. 


WILTEL 


1-800-642-2299 
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T1  CSU 


ASYNC  LINE  DRIVER 


If  you’re  paying  more  than 

995 

for  your 

ESF/D4  T1  CSU... 

i 


...... 


You  are  paying  too  much! 

5900  series  offers  a  cost  effective  solution  for  your  growing  needs. 

The  AJ  5981  CSU  module  operates  in  the  various  5900  Series  chassis. 

At  the  low  price  of  only  $995! 

•  The  AJ  5910  offers  a  convenient  solution  for  single  T1  line  termination. 

•  The  AJ  5920  holds  three  CSUs  and  Network  Monitor  Unit. 

•  The  AJ  5930  holds  fourteen  CSUs  and  Network  Monitor  Unit. 


Call  now 

for  the  name 
of  your  local  distributor. 

1-800-537-5762 

Extension  263 


-  A  CXR  Company 

521  Charcot  Avenue 
San  Jose,  CA  95131 
FAX  (408)  435-1276 
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Break  the  RS-232 
Distance  Limit  with  an 
Equinox  LDA-232  Line  Driver 


Also  ask  aboutiow  cost  multiplexers 
for  connecting  clusters  of  terminals. 
Call  800/328-2729,  in  Florida 
305/255-3500. 


Boost  your  terminal  and  PC  driving  distances 
beyond  RS-232  limits  with  our  tiny  yet 
powerful  line  driver.  Reduce  errors  at  data 
rates  up  to  38.4  Kbps.  Connects  quickly 
using  inexpensive  twisted-pair  cable.  Save 
money  —  eliminate  modems  in  high-rise 
buildings  and  campus  environments. 

•  Space-saving  —  only  2"  needed  behind 
terminal 

•  No  need  for  AC  connections- — 
terminal  powered 

•  Async  data  rates  50  bps  to  38.4  Kbps 

•  Range  up  to  18  miles  (1.2  miles  @ 

19.2  Kbps) 

•  RS-422  compatible,  data  transparent 

•  Simple  RJ-11  connections,  no  con¬ 
figuration  required 

•  Built-in  surge  suppression  protects 
equipment 

•  Also  compatible  with  Equinox,  Micom  and 
other  data  PBXs 

•  Only  $80  each  (quantity  pricing  available) 


EQUINOX 


Equinox  Systems,  Inc.  •  14260  S.W.  119  Avenue  •  Miami,  FL  33186 

FAX  305/253-0003  Circle  Reader  Service  No.  25 


ARTIC  COMMUNICATIONS  SOFTWARE 


“UniHorn  SNA  is  the  #1  Solution 
to  RAM  CRAM!”  -  Ron  Carson,  IBM 

UniHorn  offloads  all  SNA  communications  support 
onto  the  IBM  ARTIC  card. 


UniHorn  SNA: 

19.2  &  56  KB  Data  Transfer 

Allows  users  to  offload 
Communication  Applications 

Uses  no  System  Resources 
Primary  &  Secondary  SDLC 
Supports  3270  and  APPC 

Supports  PU  2.0/2. 1  and 
LU  Types  0,  1,2,3,  4,  7,  6.2 

DOS,  OS/2,  AIX, 

QNX,  and  IBM  4680 

UniHorn 

(408)  655-1117 
FAX  (408)  646-0620 
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X.25  PC  CONNECTIVITY 


up  to  15  (DOS) 
terminals  or 
remote  PCs 


Give  Your  Remote  PC  Users  LAN 
Connectivity  Via  X.25 


All  names  are  trademarks  ol  their  manufacturers 


Now  your  remote  PC  users  can  take 
advantage  of  LAN  connectivity  via  X.25, 
X.2 1 ,  &  ISDN.  OST  provides  a  much 
needed  solution  for  LAN  to  WAN 
interconnection  with  its  new  LanXpand 
product  line. 

LanXpand  In 

If  your  requirement  is  to  allow  remote  to 
LAN  connectivity  via  one  or  more 
WANs,  then  OST’s  LanXpand  In 
gateway  is  just  what  you  need.  Most  PC 
users  want  full  capability  and  speed 
when  accessing  their  company  LAN. 
With  LanXpand  In,  users  can  link  to 
3+Open™  and  Lan  Manager  based 
LANs  with  full  transparency.  The 
remote  PC  user  then  has  access  to  all 
the  functions  available  to  the 
workstations  on  the  LAN. 

LanXpand  Inter 

When  you  need  to  connect  multiple 
LANs  through  one  or  more  WANs, 

Circle  Reader  Service  No.  1 0 


LanXpand  Inter  is  the  gateway 
solution.  LanXpand  Inter  allows  one 
workstation  on  a  LAN  to  communicate 
with  another  workstation  whether  it  is 
on  the  same  LAN  or  a  remote  LAN. 

Plus  LanXpand  Inter  allows  the  WAN 
connection  to  be  activated  only  upon 
user  demand,  thereby  reducing  connect 
time  and  costs. 

Give  OST  a  call  today  to  find  out  more 
about  our  LanXpand  products,  along 
with  our  entire  line  of  communications 
products.  OST's  products  fulfill  the 
needs  of  all  segments  of  the  data 
communications  market  ranging  from 
the  smallest  concentrator  to  the  most 
sophisticated  X25  switching  devices. 
CALL  OST  TODAY  —  703-8 1 7-0400! 


LanXpand  In  Features: 

•  Remote  User  to  LAN  Connectivity 
(Lan  Manager,  3+Open) 


•  Full  User  Capability  from  Remote 

•  X.25,  X21  and  ISDN  Support 

•  Available  on  Both  the  PC  SNET  and 
PC  XNET  Expansion  Cards 

LanXpand  Inter  Features: 

•  TCP/IP  Router  via  X.25,  X.21  and 
ISDN 

•  WAN  Connection  Activated 
Dynamically  upon  User  Demand 

•  Available  on  Both  the  PC  SNET  and 
PC  XNET  Expansion  Cards 


Networking  Intelligence 
OST.  Inc. 

14225  Sullyfield  Circle 
Chantilly,  VA  22021 
Ph:  703-8170400.  FAX;  703-8170402 
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DATACOMM  MATRIX  SWITCH 


DIAL-U  P  MANAGEMENT 


BLOCKED  BY  OLDER 

MATRIX  SWITCH  TECHNOLOGY? 

Discover  the  NEW  DIMENSIONS  in  Network  Management  Technology 
With  the  MTRX  Family  of  TANDEM  Electronic  Matrix  Switches 


MTRX-500  512  Ports 

MTRX-4000  4096  Ports 

MTRX-8000  8192  Ports 

BENEFITS 

MTRX 

OTHERS 

•Largest  Non-Blocked  Port  Capacity...8192  PORTS 

YES 

NO 

•Up  To  98%  Data  Cable  Reduction  DTE  to  DCE 

YES 

NO 

•4000  FT  DTE  TO  DCE  With  Twisted  Pair  Cable 

YES 

NO 

•LAN  Based  PC  Control  -  Ethernet  Or  Token-Ring 

YES 

NO 

•Multi-tasking  (VM-386)  Universal  Workstation 

YES 

NO 

•Integral  BERG/BERT  and  S.AM.  Test  Functions 

YES 

NO 

•Non-Proprietary  Database,  dBASE  III  PLUS/TV 

YES 

NO 

•Supports  Data  Rates  To  2.048MBPS 

YES 

SOME 

Over  30,000  Ports  Installed  At  RBOCs  and  Fortune  1000  Companies 


Datacomm  "The  Responsive  Ones"  25  Van  Zant  Street 

Management  Circle  Reader  Service  No.  1 3  East  Norwalk,  CT  06855 

Sciences  Inc.  TEL:  (203)  838-7183 

dBASE  III  PLUS/IV  are  trademarks  of  Ashton-Tate  Corporation 


Optimize  Dial-up  Modem  Network  Utilization 


With  CDI’s  Patented  Network 
Windows'"  Management 
System 

gH  CDI’s  PC  based  Dial-up  Modem 
Network  Management  System  has 
been  field  proven  worldwide  since 
1983.  Reduce  your  line  costs  and 
prevent  client  loss  with  these 
features: 

•  Modem  vendor  independent-works 
with  any  modem  type 

•  Provides  local  reconfiguration  from 
the  keyboard 

•  Generates  complete  daily  usage  and 
error  reports 

•  Automatic  busy  of  “ring  no  answer” 

•  Central  site  management  of  a 
distributed  network 

•  UL  approved 


CDI  -  The  Answer  To  Dial-Up  Modem  Management 
Call  or  Write  For  Information  &  Demo  Disk 

Communication  Devices  Inc.  •  1  Forstmann  Ct.  •  Clifton,  NJ  0701 1 
Phone  201/772-6997  •  Fax  201/772-0747  •  800/359-8561 
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DIAGNOSTIC  TEST  EQUIPMENT 


DISASTER  RECOVERY 


Get  your  hands  on  the  most 
comprehensive  Token  Ring  cable  tester 

for  only1 1495. 


Introducing  the  Bytex  RingOut  cable  tester— the 
first  designed  specifically  for  Token  Ring.  And  the 
easiest-to-use.  ■  Tests  4  and  16  Mbps  STP  and 
UTP  LANs.  ■  Detects  damaged  or  improperly 
installed  cables  or  connectors.  ■  Confirms  cor¬ 
rect  operation  of  MSAU.  ■  Detects  and  isolates 
beaconing  nodes.  ■  Works  on  live  LANs— no 
shutdown  required.  Find  out  about  our 
30'day  money  back  guarantee. 

Call  1-800- 23 -BYTEX  for  details  now. 


Bytex  is  a  registered  trademark  of  Bytex  Corp. 


Bytex 
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DISASTER  RECOVERY 

FOR  DIGITAL  DATA  CIRCUITS 

Automatic  Backup  For 
T-1  Fractional  T-1  DDS 


PRIMARY 
DATA  COMM 
EQUIPMENT 


PRIMARY  DATA  CIRCUITS 
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170  Coolidge  Avenue  /  Englewood,  NJ  01631 
Phone:  (201 )  569-6464  Fax:  (201 )  894-0939 
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Network  World 's  Direct  Response  Card 
Decks  can  be  your  trump  card  for  generating 
quality  leads  and  boosting  your  sales.  When  you 
advertise  in  our  decks,  your  message  reaches 
audited  buyers,  for  just  pennies  a  contact.  And 
with  your  advertising  message  on  one  side  and 
your  company  name  and  address  on  the  other, 
we  make  it  easy  for  our  readers  -  your  custom¬ 
ers  -  to  respond  to  your  message. 

For  information  on  issue  dates,  closings  and 
rates,  call: 


Joan  Bayon  Pinsky 
Sales  Director/ 

Product  Classified  Advertising 
1-800-622-1108 
(or  in  MA  508-875-6400) 


Clare  O’Brien 
Account  Executive 
1-800-622-1108 
(or  in  MA  508-875-6400) 

(Mountain  and  Pacific 
time  zone  advertisers) 


Your  marketing  success  is  in  the  cards  — 
Network  World's  Direct  Response  Cards. 


Grafnet  Plus  will  Display  and  Document  your 
network  from  Atlanta  to  Zurich  ...  and  more. 


Grafnet  Plus  is  a 
powerful  presentation 


system  for  displaying  networks  spanning  the 
world.  The  system  provides  comprehensive  data 
logging  capability  for  documenting  network 
parameters.  GrafNet  Plus  also  maintains  com¬ 
prehensive  data  storage  capability  of  network 
parameters  presented  as  formatted  reports.  The 
network  graphs  and  reports  may  be  displayed 
on  the  screen  or  sent  to  a  printer. 

The  uc°r  defines  nodes  via  area  codes  and 
prefix  numbers  or  through  Latitude  and 
Longitude.  Extensive  options  exist  for  customiz¬ 
ing  the  displays  and  print-outs.  The  user  can 
Circle  Reader  Service  No.  1 6 


Powerful  graphics  and 
extensive  reports. 

colors,  line  styles  and  colors.  The  user  can 
specify  the  complete  page  layout  and 
format  for  printing  the  displays.  _ 


select  screen  colors, 
node  symbols  and 


GrafNet:  $450 

GrafNet  Plus:  $750  to  $1000 
Call  (408)  446-9598  today  for 
information  and  a  free  demo  disk. 
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Dimensions,  Inc. 


1175  Saratoga  Ave,  Suite  #7,  San  Jose,  CA  95129 
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ETHERNET  NETWORK  MONITORING  SYSTEM 


MATRIX  SWITCHING 


The  Network  Professor* 


•  Multi-Segment  Ethernet/IEEE  802.3  LAN  Monitoring  System. 

•  Global  Network  Monitoring  and  from  ANY  Location. 

•  Monitors  ALL  LAN  traffic  conditions  on  every  segment,  for  all 
Stations/Nodes  and  Protocols,  simultaneously. 

•  Alarming  for  user  defined  thresholds  and  detection  of  error 
conditions,  resulting  in  decreased  downtime  costs. 

•  X-Motif  or  ANSI  user  interface  provides  access  to  current  and 
historical  network  statistics  via  a  Relational  Database. 

•  Complies  with  ISO  Standards  for  Enterprise  Management. 

•  Industry  proven  since  1989.  (CALL  NOW  for  Fortune  500 
references.) 

.  .only  fully  functional  LAN  Monitoring  System. . .” 

Bill  Hancock 

For  Literature  and  your  FREE  Evaluation  Package 

CALL  (213)  379-2505 

Look  for  our  NEW  4  port  Local  Bridge! 

Circle  Reader  Service  No.  1 7 


C  9  N  C  i  Hi 


Another  Telenex  Matrix  Switch  Advantage 


Only  the  Telenex  Matrix  Switch  offers  the  ability  to  run  multiple  appplications  concurrently 
on  a  single  OS/2-based  workstation.  Such  as  operate  a  remote  Telenex  AUTOSCOPE”  or 
AR  INTERVIEW*  protocol  analyzer.  Or  establish  bidirectional  communications  between  the 
Matrix  Switch  and  IBM’s  NetView  or  Systems  Center’s  NET/MASTER.  Even  control  a 
worldwide  network  of  Telenex  Matrix  Switches. 

Now,  besides  having  speed  and  capacity  that  exceed  others,  the  Telenex  Matrix  Switch 
has  the  most  flexible  and  convenient  system  management  platform. 


H  (ELENEX 

|  [corporation 

A  UNIT  OF  GENERAL  SIGNAL 


Matrix  Switching  Systems 

13000  Midlantic  Drive  •  Mount  Laurel,  NJ  08054 

800-222-0187  609-234-7900  609-778-8700  (FAX) 


Circle  Reader  Service  No.  7 


EXHIBITORS  WANTED 


MULTIPLEXERS 


WHEN  SALES  SLOW  DOWN  AT  HOME... 
WHY  NOT  LOOK  ABROAD? 
BRAZIL'S  $3.2  BILLON 
COMMUNICATIONS  MARKET  OFFERS 
EXPORT  GROWTH  AND  OPPORTUNITIES. 


TGLGXB# 


International  Telecommunications, Broadcasting  &  Teleinformation  Exhibition 

•  Reach  over  30,000  Brazilian 
and  Latin  American  buyers  and 
specifiers  of  communications 
products  and  services. 

•  Benefit  from  Brazil's  recently 
relaxed  trade  restrictions  - 
establish  joint  venture 
partnerships,  representative/ 
distributor  networks  and  set  up 
new  channels  of  distribution. 

•  Test  Brazil’s  communica¬ 
tions  market  -  introduce  new 
products,  reposition  old  ones, 

gain  industry  knowledge  while  . 

learning  about  international  CONTACT TELEXP0  91 ! 
market  trends  P.0.  Box  3833,  Stamford,  CT  06905 

Phone:  (203)  352-  8441  •  Fax:  (203)  964-9209 


Circle  Reader  Service  No.  8 


3270  MULTIPLEXERS 


Harris  Adacom  is  the  IBM™  3270  multiplexing  expert,  offering  up  to  128  port 
solutions  as  alternatives  to  the  exorbitant  expense  of  coax  or  fiberoptic  ca¬ 
bling,  as  well  as  IBM  3299  and  3299-032  compatible  units. 


IBM  COMPATIBILITY 
LOW  COST 
EASY  INSTALLATION 


COAX/FIBEROPTIC/TP  SUPPORT 
LOW  POWER  CONSUMPTION 
COMPACT  SIZE 


CALL  TOLL-FREE  TODAY  1-800-327-0232 

FREE  CATALOG 
1 0409  West  84th  Terrace 
Lenexa,  KS  66214 
FAX:  (913)  888-4103 


HARRIS 

ADACOM 


Circle  Reader  Service  No.  1 8 


INTEGRATED  TECH  CONTROL 


Access  and  Control  Your  Remote  Tech 
Centers  With  Spectron  NETWORKER™ 


tttftttft 


NETWORKER  automates  and  consolidates  manual  tech  control  facilities  under 
centralized  PC  control.  With  NETWORKER  you  can  access  remote  network  nodes  and 
perform  a  variety  of  tasks.  Such  as  insert  a  remote  DATASCOPE*,  or  similar  protocol 
analyzer,  to  monitor  line  data.  Or  switch  individual  lines  or  groups  for  convenient  sparing 
and  fallback.  You  also  can  create  extensive,  qualified  alarming  tests.  There's  even  a 
facility  to  view  real-time  lead  status  as  time  line  traces. 


IpLENEX 

J  |CORPOR  ATI  ON 

A  UNIT  O,  OCNCMAL  SIGNAL 


Spectron  Tech  Control  Products 

13000  Midlantic  Drive  •  Mount  Laurel,  NJ  08054 

800-222-0187  609-234-7900  609-778-8700  (FAX) 


Circle  Reader  Service  No  9 


Your  Key  to  Target  Marketing 


The  Network  World  Subscriber  List 


Over 300 selection  options... 

"The  key  to  better  selectivity 
”  The  key  to  prequalifying  your  list 
'  The  key  to  a  better  return  on  your  investment 
’  The  key  to  a  successful  direct  mail  campaign 

Call  800-343-6474,  x202  for  details 

IDG  Communications  List  Services 
NETWORK  \^GgLD 
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NETVIEW-NET/MASTER  NETWORK  MANAGEMENT 


PC  BASED  PROTOCOL  ANALYZER 


Let  NetView  Restore  Your  Network 


Switched  Network  Back-up  (SNBU) 


CAP  5240  DSU/CSU  with  SNBU 

Multirate  DSU/CSU  (4.8,  9.6, 19.2  and  56  Kbps) 
with  NetView  LPDA  controlled  DTE  speed 
translation.  Single  call  dial  back-up  modules  for 
9.6  Kbps  (V.32  modem)  and  56  Kbps  (switched 
DSU/CSU). 

CAP  5220  SNBU 


NetView  LPDA  controlled  SNBU  for  DDS  or 
analog  lines  with  back-up  speeds  of  9.6  or  56 
Kbps.  Permits  NetView  to  control  any  locally 
attached  leased  line  DSU/CSU,  modem  or  mux 
port,  and  does  not  require  a  separate  NCP  port. 


NetView  •  Is  a  registered  trademark  of  IBM  Corporation. 


NetQuest  Corporation 


129H  Gaither  Drive,  Mt.  Laurel,  NJ  08054 
(609)  866-0505  .  FAX  (609)866-2852 


Circle  Reader  Service  No.  6 


A  PC-based  protocol  analyzer 
that’s  serious  about  portability. 


LMI  is  a  registered  trademark  of  Progressive  Computing.  Inc. 


The  LMI®  is  a  PC-based  protocol 
analyzer  with  a  lot  of  get  up  and  go.  In  a 
laptop,  it  weighs  less  than  15  pounds. 
You  get  maximum  portability  so  you  can 
zero  in  on  problems  in  the  shop  or  in  the 
field.  The  remote  option  lets  you 
monitor  off-site  lines,  and  captured  data 
can  be  analyzed  on  any  PC. 

The  I  Ml  gives  you  in-depth  plain 
English  decodes,  BERT/BLERT  testing, 
time  stamping,  and  interactive 
simulation. 

We’re  serious  about  performance  and 
portability.  Call  us  at  (708)  574-3399. 

Progressive 
m  Computing 

Progressive  Computing,  Inc. 

814  Commerce  Drive,  Suite  101 
Oak  Brook,  IL  60521  USA 
(708)  574-3399  FAX  (708)  574-3703 
Circle  Reader  Service  No.  20 


NETWORK  MONITORING  SYSTEM 


PC  LAN/WANG  VS  CONNECTIVITY 


SnapNET  Makes  WAN  and  LAN 
Management  A  Snap! 

SnapNET  is  a  user  friendly  software  tool  that  allows 
a  network  manager  to  build,  display,  track,  and  modify 
WAN/LAN  topological  layouts,  and  create  network 
databases/directories  and  graphic  presentations. 

SnapNET's  major  advantage  is  its  ease-of-use.  It  takes  advantage  of  MS- 
Windows  3.0's  point-and-click,  multi-windows,  and  toolbox/toolkit  functions. 

Ask  us  about  our  North  American  and  world  map  versions. 

Please  call  for  a  FREE  demo  disk. 

SaS“B!,lfS!11^^  Place  a  node  or  link 

simply  by  pointing 
and  clicking.  WAN 
and  LAN  reports  will 
give  you  complete 


summaries. 
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NETWORK  MONITORING,  INC. 

2041  Mission  College  Blvd.,  Suite  170 
Santa  Clara,  CA  95054 


Use  the  toolkit  to 
create  and  config¬ 
ure  your  local  area 
network.  You  may  select  from  a  variety  of  hardware 
icons  (e.g.,  PC,  printer,  mainframe,  fileserver,  etc.). 


Phone: 

Fax: 


(408)  986-1166 
(408)  986-8174 


Circle  Reader  Service  No.  27 


Wang  VS  Users: 


Hitch  It  or  Ditch  It 
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PC  Local  Area  Networks  are  here 
to  stay,  and  changes 
are  inevitable. 


You  could  hitch 
your  VS  resources 
to  F*Cs,  LANs  and 
Macintoshes  by 
adding  Lighispeed 


However,  if  the  decision  has  been 
made  to  ditch  the  VS, 
more  changes  lie  ahead. 


NVS.  The  results:  regained 
control  of  PC  resources,  powerful 
applications  made  available  to 
more  people,  and  improved  work 
group  productivity.  Plus  no  loss 
of  investment. 

Add  Lightspeed  MAIL  Gateway, 
and  you  can  even  exchange  mail 
between  Wang  Office  and  PCs. 


And  Lightspeed  NVS 
can  help  you  with  all  of 
them. 

You’ll  need  to  move  all 
the  data  off  the  VS,  convert 
documents  to  new  word 
processing  formats,  and  somehow 
run  the  primary  VS  procedures 
while  you're  in  the  process  of 
migrating  away.  You’ll  want  to 
run  both  systems  parallel  for 
awhile,  too. 

So,  whatever  you  decide  to  do 
with  your  VS,  call  us. 


JL 

a 


MacSoft 


Circle  Reader  Service  No.  21 

(805)  324-4291  ext.  51,  1800  19th  Street,  Bakersfield,  CA  93301 


OSI  PRODUCT  ANALYSIS 


OSI  and  GOSIP 

"Product  Analysis  and  Hanning  Guide  1990  -1993  " 

A  New  Network  World  /  Mier  Communications  Special  Report 
Detailed  OSI  and  GOSIP  product  summaries  and  strategies  for  over  two  dozen  top 
vendors,  Including:  DEC,  HP,  IBM,  AT&T,  NCR,  Sun,  Unisys,  Tandem,  many  others 


This  138-page  analysis  provides  you  with: 

*  Summary  matrix  of  vendors’  OSI  interoperability 

*  Platform,  operating  environments  supported 

*  GOSIP  compliance  status  of  each  product 

*  Highlights  of  X.400  and  FTAM  support 

*  Product  pricing,  and  OSI  price-trend  projections 

*  Details  on  program  access,  software  interfaces 

*  Complete  vendor/product  listing  for  RFIs 

*  Glossary  of  OSI  terms,  acronyms,  buzzwords 

To  place  your  order  call: 


Cheryl  Tynan  at  Network  World, 
Special  Reports;  1-800-622-1108; 
or  in  Mass.  508-875-6400 

Single  copy  price  $695 
Visa,  Master  Card  accepted 


Mier  Communications,  Inc. 

99  Hightstown  Road 
Princeton  Jet,  NJ  08550 
609-275-7311  FAX:  609-275-8813 


Circle  Reader  Service  No.  19 


Send  For  Free  Info 

NW  Mar  91 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 


Name  _ 

Title  _ 

Company _ 

Phone  (  ) _ 

Street  _ 

City _ 

State _ Zip 
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PROTOCOL  ANALYZER 


TEST  EQUIPMENT 


Omni  I/O 


TM 


PC  Based  Protocol  Analyzer 


FREE  DEMO  DISC 
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•  Fast,  friendly  user  interface. 

Excellent  data  visibility. 

•  Integrated  data  capture, 
analysis,  DOS  file  storage. 

Named  configurations, formatted  print. 

•  Async,  Sync,  BOP’s  (SDLC,  X.25,  etc.),  Transparent,  ASCII, 
EBCDIC,  IPARS,  user  defined. 

•  Fits  PC,  AT  compatible,  386  and  Laptop  with  standard  bus  and 
CGA,  EGA  or  VGA. 

•  Programmable-  API  for  unprecedented  power  and  flexibility. 


Circle  Reader  Service  No.  22 


Romney,  WV 


FAX  304-822-4508 


P.0.  Box  2040, 151  -C  Jersey  Mt.  Road,  Romney,  WV  26757  •  304-822-3086 


FULL  RANGE  ANALOG 
TESTING-HAND-HELD 
CONVENIENCE 

■  Level/Frequency 

■  Noise  and  noise  with  tone 

■  Signal-to-Noise  (S/N)  ratio 

■  Peak-to-Average  Ratio  (P/AR) 

■  Impulse  noise 

■  DTMF/MF  and  pulse  dialing 

■  IEEE/Bell  and  CCITT  versions 

PRICE:  $1,99500 

Circle  Reader  Service  No.  23 


Elcctfodatcijnc. 

23020  Miles  Road 
Bedford  Heights,  Ohio  44128-5400 
Call  Toll-Free  1-800-441-6336 
(216)  663-3333  TWX:  (810)  427-2280 
FAX:  (216)  663-0507 


SATELLITE  COMMUNICATIONS 


TOKEN  RING 


TIRED  OF...  J  I  T-r  ER 


J  ’  1 T  —  S 

i  I  P 

CLOCK  S  L 


ELASTOR™  ELASTIC  BUFFERS 

•  T-1  NETWORK  SYNCHRONIZATION  &  DEJITTER 

•  SATELLITE  DOPPLER  COMPENSATION 

•  PLEISIOCHRONOUS  OPERATION 

•  PROTOCOL  INDEPENDENT 

•  512  TO  8K  STANDARD  BUFFER  SIZES 


JFL 


JFL  COMMUNICATIONS,  INC. 

P.  O.  BOX  1248  MISSOURI  CITY,  TX.  77459 
PHONE:  (713)  261-0708  FAX:  (713)  261-0845 

Circle  Reader  Service  No.  1 


ACCESS  YOUR  TOKEN  RING  NETWORK 
-FROM  HOME,  OFFICE,  OR  ANY  REMOTE  LOCATION! 

Now  you  can  easily  access  your  Token  Ring  network  from 
anywhere  in  the  world!  All  you  need  is  a  workstation,  a  mo¬ 
dem,  and  RAD’s  simple-to-use  Token  Ring  Extender.  It’s 
plug  and  play! 


*  Very  fast  response  time 

*  Most  cost-effective  unit  on  the  market 

*  Operates  over  private  or  public  links 


Data  rates  up  to  1 28  Kbps 
Completely  transparent  to 
higher  level  protocols 


Token  Ring 


tv? 


data  communications  inc 


151  W.  Passaic  St. 
Rochelle  Park,  N.J.  07662 
TEL:  (201)  587-8822 
FAX:  (201)  587-8847 

Circle  Reader  Service  No.  2 


SEMINAR 

X.25  CONNECTIVITY 

I  "  . - - - - - -  - -  - - l 

i 

I  C  4  EXPO  FOREX! 


’  9  I 


Real-World  Applications  with  Business  Solutions! 

The  1991  ICA  Expo  introduces  a  dynamic,  user-oriented  innovation  — 

The  Expo  Forum  —  combining  a  hands-on,  multi-vendor,  applications  showcase 
called  "The  City  of  Solutions"  and  18  associated  technical  programs. 

The  showcase  runs  on  a  real-world  network  in  actual  city-like  districts 
including:  Education,  Finance/Insurance,  Government,  Health  Care,  Industrial/ 
Manufacturing,  Retail,  Warehousing/Distribution. 

The  FDDI  backbone  of  the  Showcase  is  provided  by  Digital  Equipment 
Corporation. 

ICA  is  the  world's  most  broadly  based  user  group  representing  complex 
global  networks. 


For  more  information,  please  call  or  write: 

International  Communications  Association,  12750  Merit  Drive,  Suite  710,  LB-89, 
Dallas,  Texas  75251,  USA  1-800-ICA-INFO  (1-800-422-4636).  Fax:  214-233-2813 

Circle  Reader  Service  No.  4 


Save  money  with  X.25  Software 
Solutions  from  the  PC  Technologies 
Division  at  Microdyne 


Of 


Introducing... 

the  pcX25  product  line  with  TTY, 

VT52  and  VT100  Async  terminal 
emulation  providing  compatibility  with  A\i  X 
host  mainframe  terminal  support 
and... 

the  snX25  product  line  with  all  the 
features  of  pcX25  plus  3270  terminal 
emulation  for  connectivity  to  IBM rw , 

SNA  and  non-IBM1"  hosts. 
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Microdyne's  PC  Technologies  Division 

491  Oak  Rd.  •  Ocala,  Florida  32672  Circle  Reader  Service  No  26 

In  U.S.  (904)  687-4633  »  TWX  810-858-0307  »  FAX  (904)  687-3392 
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Have  you  moved? 

To  change  your  address  of  your  subscription,  simply  attach  your  mailing  label  to  this 
form,  fill  in  your  new  address,  complete  the  questions  and  return  this  form  to  us. 


Fold  Here 


FREE  subscription  application 

Why  wait  to  read  someone  else’s  copy  oiNETWORK  WORLD?  You  can  have  your 
own  copy  on  your  desk  every  week. 

To  apply  for  a  FREE  subscription,  simply  complete  this  subscription  application 
form  and  return  it  to  us. 


Fold  &  Tape  Here 


Note! 

Please  answer  ALL  questions,  sign  and  date  the  application.  Incomplete  forms  cannot  be 
processed  or  acknowledged.  For  those  questions  requesting  quantities,  please  respond  with 
specific  numbers.  The  publisher  reserves  the  right  to  limit  the  number  of  free  subscriptions 
accepted  in  any  business  category. 

Your  name,  title,  company  name  and  company  address  must  appear  in  the  space  provided  for 
your  application  to  be  processed,  or  you  may  affix  your  business  card.  Subscriptions  cannot  be 
mailed  to  a  home  address. 


Thank  You! 


The  Newsweekly  of  Enterprise  Networking  Strategies 


Fold  Here 


PLACE 

POSTAGE 

STAMP 

HERE 


The  Newsweekly  of  Enterprise  Networking  Strategies 


P.O.  BOX  1021 

SOUTHEASTERN,  PA  19398-9979 


A.  I  Wish  to  Receive  a  FREE  Subscription  to  Network  World. 

yesQ  no  □ 


Signature . Date  . . 

Business  Phone . 

B.  Please  Provide  your  Name,  Title  &  Company  Address. 


DR./MR./MRS./MS . 

First  Name  Middle  Name  Last  Name 


TITLE . 

COMPANY  NAME  . 

DIVISION/DEPARTMENT 
STREET  ADDRESS  . 


CITY 


STATE . ZIP 


C.  Please  Answer  ALL  Questions,  Sign  &  Date  the  Form. 


Industry:  (check  one  only) 

01.  □  Manufacturers  (other  than  computer/communications) 

02.  □  Finance/Banking 

03.  □  Insurance 

04.  □  Real  Estate 

05.  □  Heithcare  Services 

06.  □  Legal 

07.  Q  Hospitality 

00.  □  Retai/Wholesaie  Trade 

09.  □  Transportation 

10.0  Utilities 

11.  □  Education 

12.  □  Process  Industries  (Mining/Construction/RBtroleum 

Refining/ Agriculture/Forestry) 

13.  □  Government  State/Local 

14.  □  Government  Federal 

15.  □  Military 

16.  □  Aerospace 

17.  □  Consultants  (independent) 

18.  □  Carriers 

19.  □  Interconnects 

20.  □  Manufacturers  (Computer/Communications) 

21.  □  VAR/VAD/Systems  House 

22.  □  Distributor,  Computer  Related 

23.  □  Distributor,  Communications  Related 

24.0  Other  - 

2  Job  function:  (check  one  only) 

1 .  □  Networking  Management  (Responsible  for 

both  voice  &  data) 

2.  □  MIS  Management  (VP,  Dir ,  Department  Head) 

3.  □  Corporate  Management  (Chairman ,  President , 

Owner,  General  Manager.  CEO,  CIO.  VP) 

4.  D  Data  Communications  Management 

(Responsible  for  data  only) 

5.  □  Telecommunications  Management 

(Responsible  for  voice  only) 

6.  □  Financial  Management 

7.  □  Engineering  Management 

8.  □  Consultant  (Independent) 

9.  □  Other  _ 

3  What  is  the  scope  of  your  involvement  in 
purchase  decisions  for  Network/ 
Communications  products  +  services? 
(check  one  only) 

1 .  □  Enterprise  Wide  (Organization/Subsidiary/Division) 

2.  □  Multi  Enterprise  (Consultants) 

3.  □  Department  Wide 

4  What  is  the  total  number  of  sites  for 
which  you  have  purchase  influence? 

1.D100+  4.010-19 

2.050-99  5.02-9 

3.0  20-49  6.01 

5  Your  primary  responsibility: 

(check  one  only) 

1 .  D  Both  Data  +  Voice  3.  O  Voice  Networking  Only 

2.  D  Data  Networking  Only  4. 0  None 

6  Which  transmission  media  do  you  use 
in  your  network:  (check  all  that  apply) 
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What  is  your  LAN  environment? 
(check  all  that  apply) 


1. D4M  TOKEN  RING 

2.  □  16M  TOKEN  RING 

3.  □  ARCNET 

4.  □  ETHERNET 

5.  □  STARLAN 

1 1  Which  operating  systems  do  you 
'  utilize?  (check  all  that  apply) 


6.  □  FDDI 

7.  □  LOCALTALK 

8.  □  10BASET 

9.  □  OTHER  _ 


1 .  □  IBM  DOS  (VSE)  6.  □  VM 

2.  □  UNIX  7.  □  VMS 

3.  □  OS/2  8.  Q  XENIX 

4  □  OS/2  Extended  Edition  9  □  PICK 

5.  □  MVS  □  OTHER 


Please  indicate  by  vendor  the  number 
of  mainframes/ minicomputers  installed 
in  your  network. 


VENDOR  MAINFRAMES 

A 

01  DEC 

MINIS 

B 

02  IBM 

03  AMDAH1 

04  AT&T 

05  BULL  HN  IS  _  .  „ 

06  NCR 

07.  DATA  GENERAL 

08  WANG 

09.  HEWLETT  PACKARD 

10.  PRIME 

11.  TANDEM 

12  UNISYS 

13  CONTROI  DATA 

14  OTHFR 

Please  indicate  by  vendor  the  number 
'  of  microcomputers/ workstations: 


A.  Presently  installed  in  your  network. 

B.  The  approximate  quantity  you  plan  to 
install  in  the  next  12  months. 


MICROCOMPUTER/  PRESENTLY 

WORKSTATION/  INSTALLED 

VENDOR 

A 

01  PCs  based  on  80286  ChiD 

PLAN  TO 
INSTALL 

NEXT  12 
MONTHS 

B 

02  PCs  based  on  80386  chip 

03  PCs  based  on  80486  ChiD 

04  8086/8088  „  _  . 

05  Macintosh 

06  RISC-based  workstations 

07  1  JNIX-hasfld  workstations 
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What  is  your  planned  PC 
standard?  (check  all  that  apply) 


1.  □  EISA 

2.  □  MCA 

3.  □  NUBUS  (MACINTOSH) 


Public: 

01 .  □  Switched-Based  06.  □  Broadband 

(ODD,  Wats,  Megacom,  etc.)  07.  □  ISDN 
02.  □  Leased  Line  (not  including  T-1)  Private: 

03.  □  T-1  08.  □  Satellite 

04.  □  Fractional  T-1  09.  □  Microwave 

05,  □  T-3/SONET  10.  □  Fiber  Optic 

Is  your  network:  (check  all  that  apply) 

LOCAL  AREA  NETWORK  WIDE  AREA  NETWORKS 

1 .  □  Local  (within  building)  3.  □  International 

2.  □  Local  (in  a  campus  4.  □  National 

environment)  5.  □  Regional  (several  states) 

6.  □  Metropolitan 


|C  For  which  areas  outside  of  the 

•  J  U.S.  do  you  have  purchasing 
influence?  (check  all  that  apply) 

1.  □  Europe  4.  □  Australia 

2.  □  Asia  5.  □  Middle  East 

3.  □  South  America 

1 11  Check  ALL  that  apply  in  columns 
A  and  B 

A)  I  am  presently  involved  in  the  purchase 
process  for  the  following  products/services: 

B)  I  plan  to  purchase  the  following  products/ 
services  in  the  next  12  months: 


Q  What  is  your  network  architecture? 
^  (check  all  that  apply) 


1.  □  SNA 

2.  □  DECNET 

3.  □  OSI 

4  □  GOSIP 


5.  □  MAP/TOP 

6.  □  TCP/IP 

7.  DDCA  (UNISYS) 

8  □  OTHER  _ 


9  What  is  your  LAN  Operating  System? 
(check  all  that  apply) 

01.  □  3COM  (3 +.3+ open) 

02.  □  LOCAL  TALK  (APPLETALK) 

03.  □  BANYAN  (VINES) 

04  □  OCA  (1RMALAN) 

05.  □  IBM  (LAN  Server) 

06.  □  IBM  (PC  LAN  PROGRAM) 

07.  □  MICROSOFT  (LAN  MANAGER) 

08.  □  UNGERMAN  BASS  (NET/1) 

09.  □  NOVELL  (NETWARE) 

10.  □  TOPS 

11.  a  PROTEON  (PRONET) 

12.  □  OTHER  - 


Presently 

Plan  to 

Involved 

Purchase 

A 

B 

LOCAL  AREA  NETWORKS: 

01.D 

□ 

Local  Area  Networks 

02.  □ 

□ 

LAN  Servers 

03.  □ 

□ 

LAN  Services 

04.  □ 

□ 

Cables.  Connectors.  Baiuns 

05.  □ 

□ 

Bridges,  Routers.  Gateways 

06  .  □ 

□ 

UPS 

07.  □ 

□ 

LAN  Storage  Devices 

A 

B 

COMPUTERS/PERIPHERALS: 

08.  □ 

a 

Micros 

09.  □ 

a 

Minis 

10.  □ 

□ 

Mainframes 

11. □ 

□ 

Front  End  Processors 

12.  □ 

□ 

Terminals 

13.  □ 

□ 

Laptops 

14.  □ 

a 

Pnnters 

15.  □ 

□ 

Wtxk  Stations 

16.  □ 

□ 

Cluster  Controllers 

(continued  on  next  column) 


FYesently  Plan  to 


Involved 

Purchase 

A 

B 

SOFTWARE: 

17.  □ 

O 

Network  Management 

18.  □ 

O 

Micro  to  Mainframe 

19.  □ 

0 

Network  Security 

20.  □ 

o 

Call  Accounting 

21. □ 

o 

Distributed  DBMS 

22.  □ 

0 

Communications  Software 

23.  □ 

0 

Applications  Software 

24.  □ 

o 

Network  Operating  Systems  Software 

25.  □ 

o 

EDI  Software 

26.  □ 

o 

E-Mail  Software 

A 

B 

DATA  COMMUNICATIONS: 

27.0 

O 

Modems  (over  9.6kbps) 

28.0 

o 

Modems  (under  9  6kbps) 

29.0 

0 

T-1  Multiplexers 

30.0 

o 

T-3  Multiplexers 

31.0 

o 

Fractional  T-1  Multiplexers 

32.0 

o 

Data  Switches 

33.0 

D 

Matrix  Switches 

34.0 

D 

Packet  Switches 

35.0 

□ 

Protocol  Converters 

36.0 

o 

Network  Management  Systems 

37.0 

o 

Terminal  Emulation  Boards 

38.0 

o 

Facsimile  Machines 

39.0 

o 

Diagnostic  Test  Equipment 

40.0 

□ 

DSU/CSU 

41.0 

□ 

Data  Security 

42.0 

0 

Data  Compression  Equipment 

43.0 

o 

Network  Adapter  Boards 

44.0 

o 

Microwave 

45.0 

□ 

Messaging  Software 

A 

B 

TELECOMMUNICATIONS: 

46.0 

O 

PBXs  (over  1000  lines) 

47.0 

o 

PBXs  (200  -  1000  lines) 

48.0 

a 

PBXs  (under  200  lines) 

49.0 

a 

Key  Systems 

50.0 

□ 

Automatic  Call  Distributors 

51.0 

a 

Voice  Messaging  Systems 

52.0 

a 

Video  Teleconferencing  Systems 

A 

B 

SERVICES: 

53.0 

O 

Switched  Vb ice 

54.0 

o 

Dedicated  Leased  Line 

55.0 

o 

T-1 

56.0 

0 

T-3 

57.0 

o 

Digital  Data 

58.0 

0 

Packet  Switched 

59.0 

D 

Centrex 

60.0 

O 

Central  Office  Lan 

61.0 

a 

Satellite 

62.0 

o 

On-Line  Information 

63.0 

a 

ISDN 

64.0 

o 

EMail 

65.0 

o 

VSAT 
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Estimated  value  of  networking  equipment 
and  services: 

A:  Which  you  helped  specify,  recommend  or  approve 

in  the  last  12  months? 

B:  Which  you  plan  to  help  specify,  recommend 

or  approve  in  the  next  12  months? 

A 

B 

1  0 

O  $1 00  million  and  over 

20 

□  $50 

-  $99  9  mill 

30 

□  $25 

-  $49  9  mill 

40 

□  $20 

-  $24.9  mill 

50 

□  $10 

-  $19.9  mill. 

60 

□  $5  - 

$9.9  mill 

70 

□  $1  - 

$4.9  mill. 

80 

□  $500,000  -  $999,399 

90 

□  Under  $500,000 

18 

Estimated  gross  annual  revenue  of  your 
entire  company/ institution: 

(check  one  only) 

1  O  over  $1 0  billion  5.  0  $50  to  $99.9  mill. 

2  O  $1  to  $9  9  bill  6.  0  $10  to  $49.9  mill. 

3.  O  $500  to  $1  bill  7.  O  $5  to  9.9  mill. 

4  □  $100  to  $499.9  mill.  8.  □  under  $5  mill. 
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Estimated  number  of  employees  for  your 
entire  corporation: 


1  D  over  10,000  4  □  1,000  -  2.499 

2  □  5.000  -  9,999  5.  □  500  -  999 

3.  □  2,500  -  4,999  6.  □  under  500 


Which  of  the  following  ISON  products  do 
you  plan  to  purchase  in  the  next  12 
months?  (check  all  that  apply) 


1 .  □  Basic  Rate  Interface  Terminal  Adapters 

2.  □  Primary  Rate  Interface  Equipment 

3.  □  Vbice/Data  terminals 
4  □  Voice-only  terminals 
5.  □  Data-only  terminals 
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A 

PBX 
A  □ 
BD 

CD 
DD 
EQ 
F  □ 
GD 
HO 
I  □ 
J  □ 
K  □ 
L  □ 
M  □ 
N  □ 
OD 
P  □ 
Q  Q 


From  which  of  the  following  vendors  will  yt 
consider  buying  your  PBX/Central  Office 
Switch?  (check  all  that  apply) 

B 

COS 

□  AT&T 

□  ALCATEL 

□  ERICSSON 

□  FUJITSU 
HARRIS 
HITACHI 
ROLM 
INTECOM 
MEMOREX  TELEX 
MITEL 

□  NEC 

□  NORTHERN  TELECOM 
SAMSUNG 

□  SIEMENS 
STROMBERG-CARLSON 
TOSHIBA 

□  OTHER  _ 


NETWORK  WORLD 


The  Newsweekly  of  Enterprise  Networking  Strategies 

An  IDG  Publication 


91NN 


NETWORKING  MARKETPLACE 


BIDS  & 
PROPOSALS 


Sub-Bids  Requested 
From  Qualified 
MBE/DBE/WBE/SBE 
Subcontractors  & 
Suppliers 

Installation, 

Maintenance,  Training 
and  Delivery  Services 
for  Unix  Workstations 

Project#  16-0523 

Please  respond  by 
3/8/91 

Sacramento,  CA  95814 
(916)  326-5354 
Fax:  (916)  326-5068 
Contact: 

David  Pascualy 


IBM 


AN  EQUAL 

OPPORTUNITY  EMPLOYER 


SEMINARS 


VSATs:  Technology, 
Applications  &  Economics 


2  Day  Seminar 
for 

Managers  ana  Engineers 


- by  Dr.  Ernest  Simo - 

ATLANTA  HOUSTON 

WASHINGTON  D.C.  LOS  ANGELES 
CHICAGO  US  VEGAS 

1-800-933-4540 

Please  call  for  current  schedule. 

ran 


DR.  SIMO'S  AUDIO  CASSITTI  TAPIS  ON 
SATCOtA  t  VSAT  ART  ALSO  AVAIlAILt 


OSI  and  GOSIP 
Product  Analysis 
and 

Planning  Guide 
1990-1993 
A  Network  World/ 

Mier  Communications  Report 

OSI  and  GOSIP  product 
strategies  for  over  two  dozen 
top  vendors,  including  DEC, 
H-P,  CBM,  AT&T,  NCR,  Sun 
and  others. 

•Vendor  interoperation  analysis 
•Product  customization  and 
configuration  needs 
•GOSIP  compliance  needs 
•X.400  and  FT AM  support 
•Price  trends _ 

Single  copy  price:  i695 

VISA,  MasterCard  or  money  orders 

CONTACT: 

Cheryl  Tynan 

Network  World  Special  Reports 
161  Worcester  Road 
Framingham,  MA  01701 
(800)  622-1 108,  In  MA  (508)  875-6400 


IP  «D  w  ®  ir  ff  ua  R  enough 

to pull  the  world 
together! 


AMNET's  developed  the  perfect  solution  to  solve  even  your  toughest  networking  requirements.  In- 1987,  we  harnessed  the 
power  of  the  PC  as  our  hardware  platform  and  offered  a  feature-rich,  software-based  solution.  We've  further  enhanced  the  product 
offering  to  provide  you  all  the  connectivity  advantages  of  the  most  expensive  networking  products  available  on  the  market 
today. 

The  Nucleus  7000  Series  products  have  always  provided  the  flexibility  to  connect  a  variety  of  computers  and  protocols 
including  X.25,  SNA/SDLC,  Async,  3270  Bisync,  and  2780/3780  Bisync. 

And  now  they're  powerful  enough  to  support  integrated  packet/ 
circuit  switching  and  high-speed  T-l,  E-l,  and  FT-1  digital 
transmission  facilities. 

System  Integrators  and  OEMs  can  use  our  Nucleus  7400  and 
new  UNIX™-based  Nucleus  7500  Network  Switches  to  provide ' 
flexible  networking  solutions  from  our  traditional  X.25,  Async, 
and  Synchronous  support  to  our  new  digital  image,  fax,  and 


soon  to  be  announced  LAN  routing  and  frame  relay  services. 

Our  PC/AT-based  Network  Manager  puts  you  in  control.  It 
gives  you  real-time,  full-color  displays  of  your  network's  con¬ 
figuration  and  condition.  And  keeps  you  in  control  by  alerting 
you  of  your  network's  condition  through  audible  and  visual 
alarms.  Also,  it  gives  you  performance  monitoring,  call 
accounting,  and  reports  on  your  network’s  activities. 

So  when  it  comes  time  to  pull  your  networking  requirements 
together  -  get  together  with  AMNET. 


FREE! 


Nucleus  7000  Series 
Demo  Disk 


If  you're  looking  for  some  powerful  networking 
solutions  -  you  want  to  look  at  AMNET.  Call  today  to 
order  your  "free"  disk.  It  will  provide  you  with  a  valuable 
overview  of  what  our  Nucleus  7000  Series  products  can  do 
to  solve  even  your  most  stringent  networking  requirements. 

Hurry,  don't  wait  -  call:  Extension  199 


1-800-821-0167 

508-879-6306 


(outside  the  U.S.) 


XIMIMET 


1881  Worcester  Road 
Framingham,  MA  01701 


or 


FAX  508-872-8136 


Reminder: 

The  March  18th  issue 

Closes  March  6th 
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Network  Marketplace 


TRAINING 


ICA  TRAINING: 

Your  Future  In 

CommunicationsTechnology 

Link  up  to  your  future.  Whether  you  work  with  data,  voice  or  video  systems,  ICA 
gives  you  a  sound  grasp  of  today’s  technology.  Plus,  you’ll  gain  the  skills  and  know¬ 
how  to  apply  and  manage  that  technology.  Enroll  today  in  an  ICA  Training  course. 
Call  1-800-ICA-INFO. 


New 

ISDN:  Understanding  the  Standards 

Dallas,  TX 

March  7-8 

Basics  of  Telecommunications 

Los  Angeles,  CA 
Boston,  MA 

March  13-15 
May  1-3 

Project  Management  for  Telecommunications 

New  York,  NY 

March13-15 

The  Wiring  and  Cabling  Dilemma 

San  Francisco,  CA 
Chicago,  IL 

March  19-20 
April  25-26 

New 

Fast  Packet  Technologies  &  Applications 

Newark,  NJ 

Chicago,  IL 

March  20-21 
April  3-4 

International  Telecom  Policies  &  Services 

New  York,  NY 

April  3-5 

New 

Electronic  Data  Interchange 

San  Francisco,  CA 

April  10-12 

New 

Data  Communications  Decision-Making 

Dallas,  TX 

April  17-19 

In-House  Instruction:  These  courses  are  available  at  a  discount  lor  presentation  at  your  company.  In-house  courses  also  save  on  transportation 
and  hotel  rooming  expenses.  For  further  details,  please  contact  the  ICA  Education  Department  at  1-800-ICA-INFO. 


For  a  free  catalog,  call  or  write: 

INTERNATIONAL 
COMMUNICATIONS 
ASSOCIATION 

12750  Merit  Drive,  Suite  710,  LB-89  Dallas,  Texas  75251-1240  1-800-ICA-INFO 


DATA  COMMUNICATIONS 


NETWORKING 

CAREERS 


RJE  FOR  PC’s 

Full  featured  Bisync  3780  or  SNA  3770  RJE  emulation  for  PC's  and 
PS/2's.  Automatically  execute  batch  jobs.  Send  multiple  files 
to/from  your  IBM  host  using  JES2/3. 

Featuring...  Applications... 

•  IBM  Mdl  3777-4  support  •  PC-to-F>C  File  Transfer 

•  Up  to  19.2K  bps  thruput  .  irs  Electronic  Filing 

•  Unattended  operations  •  EDI 

•  Printer,  card  punch,  console  support  •  ACH 

•  Data  compression  &  transparency  •  Hi  Volume  Remote  Printing 

immediate  delivery 

Starting  at  $395 

Call  (800)  767-4844  today! 


Interested  In  Advertising  In  Network  World’s 
Networking  Marketplace? 

We  Have  Sections  For: 

Telecommunications  Equipment,  Datacommunications  Equipment, 
Bids  &  Proposals,  Computers,  Consulting  Services, 

Real  Estate,  Seminars,  Software,  Training 

Call  Or  VWite:  Network  World 
Joan  Bayon  Pinsky,  161  Worcester  Rd, 

Box  9172,  Framingham,  MA  01701-9172; 
800-622-1108  (In  MA  508-875-6400) 

Pacific  and  Mountain  time  advertisers  contact  Clare  O’Brien 
at  above  address  and  telephone. 


Systems  Analyst 

Electronics 
Data  Processing 

Duties  are  the  following:  (1)  re¬ 
sponsible  for  computer  soft¬ 
ware  system  project  manage¬ 
ment  and  assurance;  (2) 
designing,  developing,  main¬ 
taining  and  monitoring  new 
computer  software  system 
plans  and  schedules;  (3)  attain¬ 
ing  project  objectives;  and  (4) 
maintaining  and  modifying  ex¬ 
isting  computer  software  sys¬ 
tems  for  assigned  projects. 
Uses  software  languages  con¬ 
sisting  of  COBOL,  Clipper,  C, 
Turbo  Pascal  and  dbase  III  Plus 
to  accomplish  objectives.  Sala¬ 
ry  is  $29,208  per  year.  Hours 
are  8:00  a.m.  to  5:00  p.m.  40 
hours  per  week.  Minimum  re¬ 
quirements  are  a  B.S.  Degree  in 
Computer  Science  and  Mathe¬ 
matics  and  five  months  experi¬ 
ence  in  job  offered,  or  will  ac¬ 
cept  five  months  experience  in 
working  with  specified  comput¬ 
er  software  languages.  Please 
submit  all  resumes  to  the  fol¬ 
lowing:  Greenville  Job  Service, 
Job  Order  No.  SC  0976891, 
706  Pendleton  Street,  Post  Of¬ 
fice  Box  328,  Greenville,  South 
Carolina  29602 


i=L=tutor 


COMPUTER-BASED  TRAINING 


LAN 

X.25 

T1 


FOR  FREE  CATALOG 
OF  ALL  OUR  COURSES 
CALL 

1-800-542-2242 

(603)  433-2242 


m 


lelcGimmunications 

Training  Monthly 


VIDEO  TAPE 
Training  &  Industry  News 

New  subject  every  month 
including: 

•  X.25  Protocol  Analysis 
•SDLC/SNA  Protocol  Analysis 

•  ISDN  BRI  “The  Basics” 
•Switched  Telephone  Circuit 

Basics 

•  Tl-Carrier 

•  Network  Topology 

•  Local  Area  Network  Protocols 

•  DataCom  Concepts  (RS-232-C) 

•  Analog  Line  Measurements 

Call  for  Demo  Tape 
(215)  598-3293 


Network  World  1991  Editorial  Features 


March  4 

Dealing  with  systems  integrators 
Show  Distribution:  Windows  &  OS/2 
Special:  Harvey 

March  1 1 

Buyer's  Guide:  Intelligent  wiring  hubs 
Show  Distribution:  Cebit  ’91 

March  18 

1 .  Evaluating  ISDN  options 
2.  Comparing  tariff  information  services 

March  25 

Buyer’s  Guide:  Electronic  mail  software  and  services 
April  1 

Trends  Reshaping  Networks:  EDI 
April  8 

Buyer’s  Guide:  LAN  operating  systems 
April  15 

Standards  update 
April  22 

Buyer’s  Guide:  Interexchange  carrier  digital  private-line  services 

April  29 

Twisted-pair  networks 
May-6 

Buyer’s  Guide:  X.25  packet  switches 
Show  Distribution:  Dexpo  South 
Special:  Harvey 

May  13 

Trends  Reshaping  Networks:  Security 
Show  Distribution:  GlobalNet 
Special:  Lead  Service 

May  20 

Virtual  networks  update 

May  27 
SNA  Update 

June  3 

1 .  Buyer's  Guide:  Bridges/routers 
2.  Survey:  Critical  issues  facing  users 
Show  Distribution:  ICA 
Special:  Lead  Service 
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NETWORKING  RESOURCE  DIRECTORY 


Network  World’s  Resource  Directory  is  a  new  service  for  both  our  advertisers  and  our  readers.  The  Resource  Directory  is  updated  monthly  to 
be  the  most  comprehensive  listing  of  networking  products  and  services  available  anywhere.  With  over  two  hundred  categories  to  choose  from, 
you  can  place  your  company  under  the  most  appropriate  headings  to  make  it  easily  accessible  for  our  75,000  audited  buyers. 

All  rates  for  listings  are  sold  on  a  26-week  basis  and  are  net  priced  for  that  period.  A  line  listing  is  company  name  and  telephone  number. 

Display  listings  are  also  available  in  four  sizes.  A  display  listing  consists  of  copy  of  your  choice. 

Line  Listing  Rates  (prices  are  net  for  26-week  period)  Display  Listing  Rates  (prices  are  net  for  26-week  period) 

Company  listing . $500.  2  5/16"  wide  x  1/2"  deep . , . $1 ,000. 

2-9  additional  listings . $450.  per  listing  2  5/16"  wide  x  1"  deep . $2,000. 

10  or  more  additional  listings . $400.  per  listing  2  5/16"  wide  x  1  1/2"  deep . $2,800. 

Bold  listing  —  extra . $  50.  per  listing  2  5/16"  wide  x  2"  deep . $3,600. 

Space  and  copy  closing  for  next  updated  issue  is  February  21 .  Listing  begins  in  March  1 8  issue  and  runs  through  the  September  9, 1 991  issue. 

For  more  information  or  the  list  of  headings,  call  Eleni  Brisbois,  Resource  Directory/Project  Manager  at  1-800-622-1108  or  508-875-6400. 

To  place  your  listing  call  1-800-622-1108  or  fax  508-651-1853  or  mail  your  order  to  Network  World,  Eleni  Brisbois/Resource  Directory,  161 
Worcester  Road,  Framingham,  MA  01701-9172. 


Computers/ Peripherals 

Memory  Upgrades 


MEMORY 

UPGRADES 


IBM,  COMPAQ,  AST,  DEC,  EPSON,  HP 
NEC,  SUN,  TOSHIBA,  ZENITH,  Others 


5  Year  Warranty  -  Immediate  Delivery! 


2 

Established 

1980 


SIGMA  DATA 

New  London,  New  Hampshire 

CALL  FOR  OUR  PRICE  LIST 


800  446-4525 


Data  Communications 

Diagnostic  Test  Equipment 

Analog  Line  Testers 

GN  Navtel . 416-479-8090 

Cable/Interface  Testers 

GN  Navtel . 416-479-8090 

Error-Rate  Measurement  Equipment 
GN  Navtel . 416-479-8090 

Performance-Measurement  Equipment 
GN  Navtel . 416-479-8090 

Protocol  Analyzers 


SNA  3270/LU6.2  Tests 


•  3800  4-  Validation  &  Load  Tests 

•  SDLC  and  Token-Ring  •  PC-Based 

•  Specs  and  Source  Coding  Provided 

Applied  Computer  Technology 
Garland,  TX  (214)  271-6550 


Azure  Technologies . 800-233-3800 

GN  Navtel . 416-479-8090 


IBM  MAINFRAME  EMULATION 
SNA/3270  CERTIFICATION 


•  Over  500  preprogrammed  QA  tests  to  CERTIFY 
Controllers,  Printers,  Keyboards  &  Terminals 

•  LOAD  &  THROUGHPUT  Testing 

•  NPSI/QLLC/X.25  Testing  •  PU2.1  Testing 

•  Token  Ring  Testing  •  LU6.2  Testing 


GSOFT  SYSTEMS,  Inc. 

7221  Mountaindale  Rd.,  Frederick,  MD  21701 

301-898-7973 


Protocol  Analyzers  cont. 


TEST  YOUR  NETWORK 
WITH  THE  BEST 


OUR  PROTOCOL  ANALYZERS 

*  Test  Networks  at  Higher  Speeds 

*  Are  Easier  to  Use  with  EASY-VIEW® 

*  Are  More  Powerful  and  Flexible 

*  Test  ISDN,  T1,  SS#7,  SNA,  X.25,... 

11lenexcall  1-800-368-3261 

I  l?°r_p.^TJ£^IR  Diagnostic  Products 


Protocol/Interface  Simulators 

GN  Navtel . 416-479-8090 

GSOFT  Systems,  Inc . 301-898-7973 

T-Carrier 

Electrodata,  Inc . 800-441-6336 

DSU/CSU 

Anixter . 800-232-0190 

Modems 

Limited  Distance/Line  Drivers 

Equinox . 305-255-3500 

High  Speed  (9.6kbps+) 

Eastern  Datacomm,  Inc . 201-262-9022 

Western  Datacom  Co.  Inc . 800-262-331 1 

Fiber  Optic 

Canoga-Perkins  Corp . 818-718-6300 

Multiplexers 

Fractional  T- 1 

COASTCOM . 415-825-7500 

Optical  Fiber 

Anixter . 800-232-0190 

Statistical 

Eastern  Datacomm,  Inc . 201-262-9022 

Time  Division 

Equinox . 305-255-3500 

T-1 

Anixter . 800-232-0190 

Canoga-Perkins  Corp . 818-718-6300 

Equinox . 305-255-3500 

Network  Management  Systems 

Micro  Technology . 714-970-0300 

Telenex-AR  Prod . 800-368-3261 

Telenex-Spectron  Prod . 800-222-0187 


Patching  Equipment 

Telenex-AR  Prod . 800-368-3261 

Telenex-Spectron  Prod . 800-222-0 187 

Switches 

Data 

Equinox . 305-255-3500 

Wise  Components  Inc . 800-543-4333 

Matrix 

Datacomm  Mgmt  Sciences . 203-838-7183 

Equinox . 305-255-3500 

Telenex . 800-222-0187 

Packet 

OST,  Inc . 703-817-0400 

Port  Selectors 

Eastern  Datacomm,  Inc . 201-262-9022 

Equinox . 305-255-3500 

Systems  Integrators 


(301)840-0999 
I  FAX:  (301)417-0593 


of 


Potomac  Digital,  Inc. 

POTOMAC  DIGITAL,  INC.  is  a  full  ser 
vice  distributor  and  integrator  of  Net 
works,  with  an  extensive  inventory 
WAN/LAN  Products  from: 

AT&T  PARADYNE 
MICOM  COMMUNICATIONS 
NEC  AMERICA,  INC. 
WELLFLEET 
LANTRONIX 

FIBER  OPTIC  PRODUCTS 


LAN  UNIX  X.25  SOL 

NOVELL  MICROSOFT  LANS 
DCA  EICON  EDA  SCO 
PRODUCT  SUPPORT  SERVICE 

@StonyBrook  Technologies 
(516)567-6060 
GSA  CONTRACTOR 


Terminal  Servers 

Equinox . 


.  305-255-3500 


Space  and  copy  closing  for 
April  15  issue  is  March  21. 

Listing  runs  through 
the  October  7  issue. 


Local  Area  Networks 

Bridges 

Anixter . 800-232-0190 

Canoga  Perkins . 818-718-6300 


Netronix. 

The  Second  Generation  Of  Ethernet  and 
Token  Ring  Bridges.  1-800-282-2535 

mg  Netronix 

Technology  That  Works. 


LAN/WAN  Bridges 

Advanced  Relay  Comm.,  Inc . 503-345-9178 

Brouters 

RAD  Data  Communications  Inc. .  201-587-8822 

Local  Area  Networks 

Broadband  Based 

Anixter . 800-232-0190 

Ethernet  Compatible 


Wiring  Systems  Specialists 

Voice  •  Video  •  Data  •  Power 


Authorized  Distributor 
800-232-0190 

Fiber  Optic  Based 

Anixter . 800-232-0190 

Token  Ring 

Anixter . 800-232-0190 

lOBaseT  Systems 

Anixter . 800-232-0190 


CALL  THE 

CONNECTIVITY  EXPERTS 


*  David  Systems  •  Proteon 

.  Startek  •  OAMAC 

*  Allied  Telesis  •  Others 

*  Network  Application  Technology 


Westech  Communications,  Inc 
28310  Industrial  Blvd,  Suite  K 
Hayward,  CA  94545  (415)887-8773 


LAN  Test/Management  Devices 

Anixter . 800-232-0190 
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Security 


Dial  Back  Systems 

Equinox . 305-255-3500 

 Software 


Cable  Management 

Network  Facilities . 612-934-2655 

EMail/Messaging 

Notework  Corporation . 800-767-6683 


E-Mail  Gateways  for  Macintosh 

StarNine  Technologies  (415)  548-0391 
2126  6th  St.  Berkeley,  C A  94710 

Micro-to-Mainframe 

Stony  Brook  Technologies,  Inc..  516-567-6060 

Network  Management 

Anixter . 800-232-0190 


For  whatever  you  sell  from 
A  to  Z,  you  should  place 
it  under  a  heading  in 
Network  World’s 
Resource  Directory. 


Structured 
Wiring  Systems 


Baiuns 

Anixter.. 


.800-232-0190 


TIEX 

TWISTED-PAIR  WIRING  SPECIALISTS 
for 

IBM  AS/400.  S/3X,  TOKEN  RING,  3270  +  +  ■+ 


800-533-TIEX 
fax  214-385-0723 


Cables 

Coax 

Anixter . 

Fiber  Optic 

Anixter . 

. 800-232-0190 

. 800-232-0190 

Twisted  Pair 

Anixter . 

. 800-232-0190 

Connectors 

Anixter . 

. 800-232-0190 

OD-TAP 


Wiring  Solutions' 

>omX  2  ' 

YANKEE 

>  1-800-365-9720  FAX:  603-625-4915 


BATTERY  BACK-UP  for  NETWORKS 
BEST  PRICES 

1-800-433-2288  The  PURSUIT  Corp. 


UPS  Supplies 


EXIDE  -ELECTRONICS 

5608  Spring  Court,  Raleigh,  NC  27690-0457 
800-554  3448  fax.  800-75-EXIDE 


Support  Services 


Consulting 


Business  Software  Inc. 

Specialists  in  multi-media  network 
documentation 
•  Setup  •  Maintenance 
Training  •  Network  Planning 
Call:  (212)753-5333 


General  Network  Service  Inc . 203-327-2322 

MULTI-TECH  COMMUNICATIONS,  INC. 

VOICE  *  DATA  *  LAN 
CALL  201-627-2518 


PRISM  TECHNOLOGY  INC. 

NetWare  386/286  Consulting 
Client/Server  Applications 
Sales  &  Installation 

1NOVELL  (617)241-0451 

AUTHORIZED  RESELLER 


Telco  Research  Corporation .  800-48T-ELCO 

Educational  Training  Services 
IBM:  SAA/SNA 

Galaxy  Consultants . 408-354-2997 

Installation  Services 


Pacific  Coast  Cabling,  Inc. 


Installation  Specialists 

Communications  Cabling  &  Equipment 
Data,  Voice  &  Video  Prewire  Services 
LANS  WANS 

Serving  Southern  California  Since  1 985 
21610  Lassen  St.,  Chatsworth,  CA  91311 
(818)407-1911  Lie#  486194 


Cross  Connect  Blocks 

Anixter . 800-232-0190 

Wiring  Concentrators 

Anixter . 800-232-0190 


Support  Equipment 

Power  Distribution/ 

Equipment  Protection 


Telecommunications/ 

Voice 

Centrex 

CENTREX  SYSTEM  ? 

.CONSOLE 

^YOURSELF  WITH 

TONECOMMANDER 

A 


family  of  answering 
consoles.  Please  call: 


1-206-883-3600 

1-800-524-0024 


Network  World’s 
Resource  Directory  is  your 
source  for  selling  networking 
products  and  services. 

With  over  200  category 
headings  available,  your 
company’s  products  are  easily 
accessible  at  a  glance. 

Published  weekly  and  updated 
monthly,  it’s  the  most 
comprehensive  networking 
directory  anywhere. 

Call  Eleni  Brisbois 
at  1-800-622-1108  today 
to  place  your  listing. 


Fax  Processing  Systems 

Biscom . 800-477-2472 


e 


7T 


FAX  RELAY 


The  FR-100  FAX  RELAY  connects  a  Group  III 
facsimile  machine  via  a  PBX  extension  to  the 
data  port  of  a  multiplexer.  The  FR-100  puts  fax 
transmission  over  your  dedicated  data  network 
using  only  9600  or  4800  bps. 

(408)  973-9800 
Entropic  Speech,  Inc. 


Fax  with  FAX-LINK 


Easily  fax  WP,  PCs,  Quotes,  Etc.  from  any  terminal. 
PHONE:  40*-7O-att  htlit*  TccldoJJ  he.  FAX:  40*-7«-?»73 


ISDN  Products 

Anixter . 


Transmission 

Services 


.800-232-0190 


Microwave 


FCC  Licensed  Digital  Microwave 
Carrier*  Bypass  •  Alternate  Access 
•  Disaster  Recovery/Diversity 


LOCATE 


••• 
•eoeee 
•  ••• 


(212)  509-5115 
17  Battery  Place,  Suite  1200,  NY  NY  10004 


VS  AT 

GTE  Spacenet  Corporation . 703-848-1000 
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GET  OUT  OF  TOWN 

ON  US! 


_ Yes!  I  want  to  qualify.  Please  send  me  a  qualification  form  for  a  free 

demonstration  of  the  Smartest  Hub! 

_ Yes,  please  send  me  more  information  on  Ungermann-Bass. 

Name -  Current  hardware/software  systems: 

Title _  _ 

Company _  _ 

Address _ 


City -  Current  networking  solutions: 

State _  Zip _  _ 

Phone  _ 


Or,  for  more  information  call  1-800-873-6381 


NW-3/4/91 


BUSINESS  REPLY  MAIL 

FIRST  CLASS  MAIL  PERMIT  NO.  1318  SANTA  CLARA,  CA 
POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

||P  Ungermann-Bass 

Attn:  Corporate  Communications 
3900  Freedom  Circle 
P.O.  Box  58030 
Santa  Clara,  CA  95052-9907 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


IF  YOU  THINK 


THERE’S  A  SMARTER  HUB  THAN  ACCESS/ONE, 

GET  OUT  OF  TOWN. 


ON  US. 

Many  claims  have  been 
made  about  the  connectivity 
of  certain  hubs.  But  now  it’s  time 
to  set  the  record  straight. 

Ungermann-Bass®  is  the 
only  networking  company  that 


will  fly  you  to  one  of  our  worldwide 


demonstration  centers*  Then 


you  can  see  in  person  why  the 
Access/One® smart  hub  offers  more 


options  than  any  other  network  platform. 
More  media.  More  protocols.  More  vendor 
connectivity.  IBM*  Digital,*  Tandem*  Sun,* 
Apple,®  H-P*  and  more. 

Access/One  offers  you  a  completely 


Ptease  cancel  your  reservat.on  H  there  is  a  change 
your  entire  itinerary. 


modular  system  with  scaleable 
configurations  from  basic  connectivity  to 
complex  internetworking. What's  more,  it's 
standards-based.  So  it  fits  into  your  existing 


network  and  gives  you  plenty  of  room  to  grow. 

The  bottom  line  is,  Ungermann-Bass 
can  show  you  today  the  migration  path  everyone 
else  is  just  talking  about. 

Some  might  say  we’re  going  to  great 
lengths  to  prove  a 
point.  But  the  way 
we  look  at  it,  there's 
only  one  way  you 

can  be  sure ...  a  first  hand  demonstration. 

So  call  1-800-873-6381  and  we'll  rush 
you  a  qualifying  kit  to  get  you  on  your  way. 


||P  Ungermann-Bass 


'Travel  offer  restricted  to  MIS  and  IS  professionals  who  meet  qualifications  established  by  Ungermann-Bass.  Offer  good  in  North  America  only.  Access/One  and  Ungermann-Bass  are  registered 
trademarks  of  Ungermann-Bass,  Inc.  All  other  company  names  are  registered  trademarks  of  their  respective  holders.  ©  1 991  Ungermann-Bass,  Inc. 


Standard  Architecture).  They  also  give  you  something  that  you  can’t  get  from  anyone  else,  at  any  price:  NEC.  For  details,  call  1-800-NEC-INFO. 


Systems  that  allow  you  to  work  at  the  very  edge  of  technology.  The  PowerMate®  386/33E  and  486/25E. 


Aj^snpuj  papuaixg)  VSI3  Aq  papjojjn  ^niqn^duioo  aq;  pun  ^inqnpundxa  paiiuiqun  ;souiin  ‘^pndna  aSnjo^s 


If  you  work  with  applications  that  require  inspired  technology,  like  financial  analysis,  aeronautical  engineering, 


•suouiuii  ‘paads  Suiss0oojd  Suu0isiiq  J0jjo  Kdift  ‘sjoss00ojdoaoiui  sp;ui  HX98^  ZHWS£  PUB  K1988  ZHJA188  9*11  punoau  5? 
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Legent  plans 
LAN  NetSpy 

continued  from  page  31 
in  the  LAN,  setting  off  an  alert  if 
they  exceed  preset  thresholds.  It 
will  also  check  on  so-called  token 
turnaround  times,  as  well  as  com¬ 
ponent  statistics  for  file  servers 
and  LAN  nodes. 

Szabo  said  LANSpy  will  be  of¬ 
fered  as  software  that  resides  on 
each  node  in  the  LAN  and  will  in¬ 
terface  to  NetSpy. 

One  possible  limitation  of  the 
software  is  that  LAN  users  will  not 
initially  have  access  to  data  col¬ 
lected  by  LANSpy;  LANSpy  will 
only  feed  the  data  to  NetSpy  on  a 
host. 

This  could  preclude  on-site- 
LAN  administrators  from  moni¬ 
toring  the  LAN  by  day  and  off¬ 
loading  those  chores  to  a 
corporate  data  center  at  night. 

Ray  Picard,  a  senior  systems 
programmer  at  Konica  Business 
Machines  USA,  Inc.  in  Windsor, 
Conn.,  and  a  beta  user  of  NetSpy 
4.0,  said  the  software  enhance¬ 
ments  provide  him  with  peace  of 
mind  that  Legent  is  prepared  to 
support  performance  monitoring 
for  LANs. 

“We’re  a  single-mainframe 


environment  right  now,  but  PCs 
are  multiplying  in  our  company, 
and  we’ll  be  moving  to  LANs  in 
the  future,”  Picard  said.  “It’s 
good  to  know  we’ll  be  able  to 
monitor  all  that  traffic  from  a 
central  point.” 

Dave  Gruzeski,  a  senior  sys¬ 
tems  programmer  at  General 
American  Life  Insurance  Co.  in 
St.  Louis,  which  is  also  beta-test¬ 
ing  NetSpy  4.0,  said  the  LANSpy 
product  is  certainly  needed  by 
MIS  departments. 

“LAN  administrators,  by  and 
large,  don’t  report  to  the  main¬ 
frame  people  anyway,  so  they’ve 
got  plenty  of  latitude  to  monkey 


Dealing  with 
integrators 

continued  from  page  38 
Generally,  users  need  the  ser¬ 
vices  of  a  systems  integrator  be¬ 
cause  they  don’t  have  the  in- 
house  technical  expertise  to  carry 
out  a  job. 

Zahler  says  that  bringing  in  a 
systems  integrator  involves  a 
kind  of  cultural  change. 

Outsourcing 

In  many  cases,  Zahler  asserts, 


around  with  stuff,”  Gruzeski  said. 
“This  type  of  product  will  help 
keep  them  honest.  Any  type  of 
product  that  enables  us  to  cen¬ 
trally  acquire  LAN  info  is  going  to 
help  immensely.” 

Both  Gruzeski  and  Picard  said 
the  new  software  was  easy  to  in¬ 
stall  and  has  performed  well. 

Pricing  for  NetSpy  Version  4.0 
starts  at  $  13,860  for  a  permanent 
license  and  varies  depending 
upon  mainframe  class.  It  is  avail¬ 
able  now. 

For  further  information,  con¬ 
tact  Legent  at  2  Allegheny  Cen¬ 
ter,  Pittsburgh,  Pa.  1 52 1 2,  or  call 
(412)  323-2600.  □ 


a  company  that  chooses  systems 
integration  will  find  it  difficult  to 
retain  its  in-house  staff  and  may 
eventually  outsource  its  net. 

So  while  net  managers  may 
think  they  are  looking  at  a  three- 
to  five-year  commitment  to  a  sys¬ 
tems  integrator,  they  may  really 
be  facing  a  much  longer  term  re¬ 
lationship  with  an  outside  organi¬ 
zation.  And  thus,  the  lessons 
learned  in  dealing  with  systems 
integrators  could  be  valuable  in 
other  aspects  of  a  network  man¬ 
ager’s  career.  □ 


Panel  discusses 
outsourcing 

continued  from  page  26 

Another  way  to  mitigate  the 
risks  involved  in  outsourcing,  the 
panel  said,  is  to  have  carefully  de¬ 
fined  performance  metrics. 

“The  user’s  level  of  risk  in  out¬ 
sourcing  is  directly  related  to 
how  well  they  can  evaluate  the 
vendor’s  performance,”  said  Len 
Evenchik,  director  of  communi¬ 
cations  for  the  commonwealth  of 
Massachusetts.  “You’ll  signifi¬ 
cantly  reduce  your  risk  if  you  can 
define  your  expectations  and  out¬ 
line  the  vendor’s  financial  reward 
in  a  concise  manner.” 

The  panel  said  users  should 
also  be  wary  of  turning  over  their 
operations  to  a  single  vendor. 

“I’d  be  nervous  putting  all  my 
eggs  into  one  basket,”  said  Laurie 
Bride,  manager  of  network  archi¬ 
tecture  at  Boeing  Computer  Ser¬ 
vices.  “In  a  single-vendor  out¬ 
sourcing  arrangement,  you  run  a 
greater  risk  of  not  getting  the 
right  tools  for  the  right  job.” 

Most  said  the  ultimate  success 
of  an  outsourcing  arrangement 
depends  largely  on  the  quality  of 
the  partnership  between  the  user 
and  the  outsourcing  firm. 


“Without  the  right  people  on 
either  side  working  together, 
you’re  placing  yourself  in  a  pre¬ 
carious  position,”  said  McDon¬ 
nell  Douglas’  Gillerman.  “If  the 
fit  isn’t  right,  I’d  suggest  you  not 
outsource  with  that  company.” 

Laurie  Bride  agreed.  “There’s 
a  slew  of  financial,  trust  and  rela¬ 
tionship  issues  that  make  out¬ 
sourcing  a  difficult  choice,”  she 


< 

JL  he  user’s  risk  is 
directly  related  to  how 
well  they  evaluate  the 
vendor’s  performance.” 

AAA 


said.  “When  establishing  a  rela¬ 
tionship  with  a  company  that’s 
independent  of  your  own,  there 
must  be  a  desire  on  the  part  of 
both  parties  to  work  as  a  team.” 

“Outsourcing  will  be  success¬ 
ful  for  some  and  fail  miserably  for 
others  depending  on  the  cultural 
makeup  and  personalities  of 
those  involved,”  she  said.  □ 


3Com®  terminal  servers  support  every  major 
protocol  on  your  network  with  remarkable 
flexibility:  XNS,  TCP/IP,  OSI  and  concurrent 
TCP/JP-LAT. 

In  fact,  it  supports  more  protocols  than  any 
other  terminal  server  you  can  buy 

This  flexibility  is  good,  of  course.  But  there’s 
more. 

A  menu-driven  interface  lets  you  get  your 
3Com  CS  terminal  server  up  and  running  simply. 


3Com 


COMMUNICATIONS  Server 


m 


"  !",■  m 


> 

Power 


Sell  tent 


Bool  State 


Dale 

Receivee 


PecRet 

Received 


And  if  you  want  to  use  command  lines  later  on, 
you’ll  find  those  included,  too. 

You’ll  find  power  in  conditional  macros  to 
automate  even  complex  command  sequences,  as 


©1991  3Com  Corporation,  5400  Bayfront  Plaza,  Santa  Clara,  CA  95052.  Telephone  (408)  764-5000.  3Com  and  the  3Com  tagline  ' 
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Tariff  12  users 
plan  for  worst 

continued  from  page  1 
the  FCC  must  examine  in  its  rein¬ 
vestigation  is  whether  the  pack¬ 
aged  network  deals  are  different 
from  their  component  services 
purchased  from  individual  tariffs. 
AT&T  must  show  that  Tariff  1 2  is 
distinctive  enough  to  warrant 
pricing  the  packages  at  lower 
rates  than  individual  sendees. 

The  FCC  reopened  its  investi¬ 
gation  into  the  legality  of  Tariff 
1 2  last  month  after  the  U.S.  Court 
of  Appeals  for  the  District  of  Co¬ 
lumbia  last  year  overturned  an 
earlier  decision  allowing  custom 
networks. 

The  FCC  is  limiting  its  investi¬ 
gation  to  the  first  four  Virtual 
Terminal  Network  Sendee  deals, 
made  with  American  Airlines, 
Inc.,  American  Express,  E.I.  du 
Pont  de  Nemours  &  Co.  and  Ford 
Motor  Co.,  as  well  as  an  earlier 
Tariff  12  option  that  no  one  pur¬ 
chases.  But  it  has  acknowledged 
that  some  of  the  other  Tariff  1 2 
deals  raise  the  same  legal  issues 
and  may  be  affected  by  the  ruling. 

“I  believe  Tariff  12  is  in  real 
jeopardy  right  now'  in  Washing¬ 


ton,”  said  Laurel  Kamen,  vice- 
president  of  government  affairs 
at  American  Express.  Kamen 
thinks  the  FCC  will  find  Tariff  1 2 
lawful  but  says  she  believes  the 
odds  are  only  60-40  in  favor  of 
the  custom  network  deals. 

“We’re  looking  at  contingen¬ 
cy  planning  and  urging  all  of  our 
colleagues  to  weigh  in  at  the 
FCC,”  Kamen  said. 

George  Balog,  assistant  vice- 
president  of  communications  and 
field  services  at  USAir,  an  early 
Tariff  1 2  user,  said  his  firm  is  also 
watching  the  FCC’s  investigation 
closely.  “We  believe  its  highly 
probable  that  Tariff  1 2  will  be  up¬ 
held,”  Balog  said.  “Nevertheless, 
there’s  enough  of  a  probability 
that  it  could  be  overturned  that 
we  have  initiated  contingency 
planning.” 

Although  Tariff  1 2  users  inter¬ 
viewed  declined  to  provide  de¬ 
tails  on  their  contingency  plans, 
Balog  discussed  the  options  users 
have  if  Tariff  12  is  rejected.  “To 
me,  the  worst  case  scenario  is 
that  you  revert  back  to  standard 
tariffs,”  he  said,  adding  that  users 
should  first  determine  how  costs 
would  change  if  they  went  back  to 
tariffed  rates. 


Users  could  also  work  out  a 
conditional  deal  with  another 
carrier  or  take  traffic  not  on  the 
Tariff  1 2  network  and  work  out  a 
custom  network  deal  with  a  rival 
that  could  be  expanded  in  case  of 
emergency,  according  to  Balog. 

Balog  said  an  FCC  rejection  of 
Tariff  1 2  would  cause  more  logis- 


“T 

A  believe  Tariff  12 
is  in  real  jeopardy  right 
now  in  Washington,” 
said  Laurel  Kamen. 


tical  and  billing  problems  than 
technical  headaches.  “As  far  as  I 
can  see,  there’d  be  no  reengi¬ 
neering  required  to  convert  from 
Tariff  1 2  because  no  reengineer¬ 
ing  was  required  to  convert  from 
the  previous  service.” 

Karen  Lobitz,  corporate  man¬ 
ager  of  telecommunications  at 
James  River  Corp.,  a  Tariff  12 
user  whose  deal  is  not  included  in 


the  investigation,  said  she  thinks 
there  is  a  50-50  chance  that  the 
FCC  will  reject  Tariff  1 2. 

“Right  now  we’re  feeling  that 
it  could  go  either  way,  we’re  sit¬ 
ting  on  the  fence,”  Lobitz  said. 
“[But]  at  this  point,  we’re  not  do¬ 
ing  anything  as  far  as  contingen¬ 
cy  planning.” 

Asea  Brown  Boveri,  Inc.,  a 
firm  that  produces  electrical  gen¬ 
eration  equipment,  inherited  a 
custom  network  agreement  in 
January  of  1990  when  it  bought 
Combustion  Engineering,  Inc.,  an 
early  Tariff  12  user.  “We’re  con¬ 
cerned  about  the  outcome  of  the 
remand  proceeding,”  said  Robert 
Wachstein,  manager  of  telecom¬ 
munications  at  Asea  Brown  Bo¬ 
veri.  The  firm  has  not  started  any 
contingency  planning,  he  added. 

Users  said  they  have  derived 
benefits  from  Tariff  1 2  that  they 
would  not  have  received  other¬ 
wise  and  are  hopeful  the  FCC  will 
rule  that  the  network  packages 
are  justified. 

James  River’s  Lobitz  said  the 
primary  benefit  of  Tariff  12  is 
more  efficient  network  manage¬ 
ment.  “The  ability  to  isolate  our 
network  management  through 
one  dedicated  group  of  people  is 


very  valuable  to  us,”  she  said. 

Lobitz  acknowledged  that  the 
firm  probably  could  have  worked 
out  a  deal  with  AT&T  to  purchase 
consolidated  network  manage¬ 
ment  outside  of  Tariff  1 2  but  it 
would  have  been  cumbersome. 

“Let’s  face  it,  you  can  buy  any¬ 
thing,”  Lobitz  said.  “You  could 
put  a  huge  price  tag  on  it  and  get 
[network  management  without 
Tariff  12]  but  I  don’t  think  it 
would  have  been  as  easy.” 

For  USAir,  “one  [unique  fea¬ 
ture  of  Tariff  1 2]  is  the  stable, 
simplified  price  structure,”  Balog 
said.  “I  don’t  know  any  other  way 
[to  get]  that.”  He  added  that  im¬ 
proved  network  management  is  a 
primary  benefit  of  Tariff  1 2  and 
agrees  that  such  an  arrangement 
might  have  been  achieved  with 
AT&T  outside  of  the  custom  deal. 

“I’ve  asked  myself  if  I  could 
buy  [network  management]  oth¬ 
erwise.  I  probably  could  but  it 
wouldn’t  be  as  efficient,”  he  said. 

John  Langhauser,  an  attorney 
at  AT&T,  said  consolidated  net¬ 
work  management  and  provision 
of  a  single  network  control  center 
are  two  of  the  features  that  make 
Tariff  12  different  from  other 
AT&T  services.  □ 


by  user,  time  of  day,  location  and  resource. 

If  it  sounds  remarkable,  it  is.  But  why  not 
call  l-800-NET-3Com  and  ask  for  Dept.  D6559. 
\bu’ll  find  something  you  and  your  network  are 
sure  to  like. 


well  as  tailor  resource  connection  options  for  the 
user  and  offer  them  on  a  menu. 

What’s  more,  you  have  the  option  to  design 
the  level  of  network  security  and  restrict  access 


3Com 

We  network  more  types  of  systems 
to  more  types  of  systems.™ 


^ -marks  of  3Com  Corporation.  XNS  is  a  trademark  of  Xerox  Corporation.  LAT  is  a  trademark  of  Digital  Equipment  Corporation. 
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Three  RBHCs  discuss  ISDN  strategies 


NEW  YORK  —  Three  regional 
Bell  holding  companies  last 
week  updated  users  on  their 
ISDN  deployment  schedules  and 
service  tariff  plans. 

At  a  meeting  sponsored  by 
the  Corporation  for  Open  Sys¬ 
tems  International,  John  Seaz- 
holtz,  technology  and  informa¬ 
tion  services  vice-president  for 
Bell  Atlantic  Corp.,  said  the 
RBHC  will  equip  all  digital  cen¬ 
tral  offices,  representing  two- 
thirds  of  its  access  lines  in  a  five- 
state  territory,  to  support 
Integrated  Sendees  Digital  Net¬ 
work  by  the  end  of  1992. 

However,  Bell  Atlantic  does 
not  see  widespread  use  of  ISDN 
until  some  time  later.  “We  see 
ISDN  coming  on-line  in  the 
1993-1994  time  frame,”  Seaz- 
holtz  said. 

Bell  Atlantic  will  tariff  ISDN 
Centrex  service  in  the  second 
quarter  of  this  year  and  single- 
line  Centrex  in  the  fourth  quar¬ 
ter;  Seazholtz  declined  to  dis¬ 
close  when  the  RBHC  will  tariff 
ISDN  Primary  Rate  Interface 
(PRI)  sendee. 

The  RBHCs  already  offer 
ISDN  Centrex  service  under  cus¬ 
tomer-specific  arrangements 


called  special  assemblies,  but  in 
some  cases,  they  have  not  yet 
tariffed  Basic  Rate  Interface 
(BRI)  service. 

Nynex  Corp.,  which  tariffed 
BRI  services  late  last  year,  has 
deployed  ISDN  in  20  central  of¬ 
fice  switches,  a  number  that  will 
increase  to  25  or  30  by  the  end 
of  1992  and  to  70  by  year  end 
1993,  according  to  Joe  Gustaf¬ 
son,  ISDN  market  planning  di¬ 
rector  for  Nynex.  The  compa¬ 
ny’s  switches  will  be  able  to 
support  500,000  to  750,000 
ISDN  BRI  and  PRI  lines  by  the 
end  of  next  year. 

Nynex  plans  to  tariff  ISDN 
PRI  service  in  Massachusetts  and 
New  York  by  the  end  of  the 
month,  according  to  Gustafson. 

Gustafson  said  industry  sup¬ 
port  for  National  ISDN  1 
prompted  Nynex  to  accelerate 
its  deployment  of  ISDN. 

National  ISDN  1  is  a  set  of 
Bell  Communications  Research 
Technical  References  (TR)  that 
specify  communications  be¬ 
tween  different  vendors’  central 
office  switches  and  provide  a 
single  open  specification  to  as¬ 
sure  interoperable  customer 
premises  equipment. 


“Now  [ISDN]  can  be  deployed 
in  a  more  standardized  fashion. 
What  we  have  done  here  creates 
an  impetus  for  that  increased  de¬ 
ployment,”  Gustafson  said. 

National  ISDN  1  has  not  ac¬ 
celerated  Southwestern  Bell 
Corp.’s  ISDN  deployment  plans. 
“We  were  already  increasing 
our  ISDN  deployment  anyhow,” 
said  Richard  Stephenson,  ad¬ 
vanced  technology  director  for 
Southwestern  Bell. 

Southwestern  Bell  expects  to 
have  25  of  its  1,358  offices 
equipped  to  support  ISDN  by 
year  end  and  about  50  by  the  end 
of  1993-  It  also  plans  to  have 
CCS7  support  for  all  central  of¬ 
fices  in  its  major  metropolitan 
areas  by  the  end  of  1993- 
The  RBHC  plans  to  tariff  PRI 
service  late  this  year  or  early 
next  year,  Stephenson  said. 

Southwestern  Bell  is  making 
extensive  use  of  remote  switch 
modules,  which  extend  from  a 
central  office  to  a  customer  site 
to  deliver  ISDN  BRI  service  to 
large  customers.  The  RBHC  has 
about  25  ISDN  customers  repre¬ 
senting  about  25,000  installed 
lines,  he  added. 

—  Bob  Wallace 


Firms  pledge  to 
support  strategy 

continued  from  page  4 
Switch  Generic  5E7,  the  operat¬ 
ing  software  for  AT&T’s  5ESS 
central  office  switch  that  will  in¬ 
teroperate  with  other  vendor’s 
switches,  will  be  generally  avail¬ 
able  in  March  1992. 

Steve  Jones,  director  of  switch 
services  product  marketing  for 
Northern  Telecom,  said  20%  of 
the  firm’s  switch  research  and  de¬ 
velopment  funds  this  year  will  be 
used  to  develop  software  that  in¬ 
corporates  National  ISDN  1 . 

Northern  Telecom’s  Batch 
Change  Supplement-34  central 
office  switch  software  should  be 
available  early  next  year. 

Support  of  National  ISDN  1 
may  burden  switch  makers  with 
additional  costs  because  they 
may  have  to  support  both  existing 
proprietary  ISDN  implementa¬ 
tions  and  National  ISDN  1  imple¬ 
mentations  for  some  time. 

AT&T  wants  to  eventually  mi¬ 
grate  users  from  AT&T  ISDN  im¬ 
plementations  to  National  ISDN 
1.  “There  will  be  two  universes 
for  a  while,”  AT&T’s  Colson  con¬ 
ceded.  “AT&T  will  not  dictate 
how  the  transition  will  occur,  but 
we  will  work  with  the  local  ex¬ 
change  carriers  to  ensure  the  pro¬ 
cess  occurs  in  a  way  that  makes 
sense  to  the  [user].” 
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Global  net  users 

continued  from  page  1 

international  voice  communica¬ 
tions  at  United  Parcel  Service, 
Inc.  in  Paramus,  N.J.  “Now  you 
have  the  luxury  of  options.  Be¬ 
fore  you  didn’t  have  an  option.” 

In  order  to  illustrate  these 
changes,  Network  World  has  de¬ 
signed  a  model  that  shows  how 
the  crossover  point  for  interna¬ 
tional  switched  circuits  vs.  pri¬ 
vate-line  services  has  changed 
since  1987  (see  graphic,  page  1). 

The  model  compares  the  cost 
of  using  switched  services  vs.  a 
multiplexed  56K  bit/sec  private 
line  between  New  York  and  Lon¬ 
don.  This  route  was  chosen  be¬ 
cause  it  is  one  of  the  busiest  inter¬ 
national  routes  and  because 
innovations  developed  for  use  be¬ 
tween  these  points  often  spread 
elsewhere. 

The  crossover  point  was  calcu¬ 
lated  by  figuring  how  much  dial¬ 
up  voice  and  facsimile  traffic 
would  be  required  before  it  would 
be  less  costly  to  use  a  56K  bit/sec 
private  line  to  carry  the  same 
traffic.  The  figure  was  calculated 
for  1987, 1989  and  1991. 

The  model  assumed  use  of  the 
most  advanced  voice-compres¬ 
sion  technology  available  to  us¬ 
ers  in  each  year. 

Calculations  were  performed 
by  Communications  Network  Ar¬ 
chitects,  Inc.,  a  Washington,  D.C. 
consultancy,  based  on  calling 
patterns  that  AT&T  said  are  typi¬ 
cal  of  transatlantic  users.  These 
patterns  include  average  call  du- 


rethink  mix 

rations  of  4Vi  minutes,  maximum 
private-line  call  blockage  of  10%, 
as  well  as  traffic  distribution  in 
which  22%  of  all  calls  occur  dur¬ 
ing  the  busiest  hour  and  25%  of 
busy-hour  calls  are  for  fax  trans¬ 
mission. 

Voice  and  fax  traffic  are  treat¬ 
ed  separately  because  voice  can 
be  compressed  more  than  fax. 

Private  net  costs  plummet 

Perhaps  the  most  striking 
finding  is  that  56K  bit/sec  cir¬ 
cuits  are  more  cost-effective  to¬ 
day  than  in  1987.  This  is  due  in 
large  part  to  the  fact  that  the 
price  of  a  London-to-New  York 
56K  bit/sec  circuit  from  AT&T 
and  British  Telecommunications 
PLC  dropped  from  about  $  2 1 ,000 
per  month  in  1987  to  about 
$9,800  in  1989  and  to  $8,400 
currently. 

New  compression  technol¬ 
ogies  also  have  emerged  that  en¬ 
able  users  to  pack  up  to  eight 
voice  channels,  or  six  voice  chan¬ 
nels  and  one  facsimile  channel, 
on  a  single  56K  bit/sec  circuit.  In 
1987,  users  could  only  squeeze  a 
total  of  two  voice  or  facsimile 
channels  into  a  56K  bit/sec  link. 

The  result  is  that  the  amount 
of  switched  traffic  required  to 
cost-justify  transatlantic  private 
lines  has  dropped  significantly. 
In  1987,  a  user  meeting  the  pro¬ 
file  in  this  analysis  would  have 
needed  to  generate  18,765  min¬ 
utes  per  month  of  voice  traffic  to 


cost-justify  a  transatlantic  56K 
bit/sec  circuit. 

Given  that  the  leased  line  sup¬ 
ports  two  channels,  trying  to 
squeeze  this  much  traffic  into  a 
leased  line  would  result  in  the 
blockage  of  more  than  50%  of  all 
busy-hour  calls,  exceeding  the 
10%  rate  considered  acceptable. 

By  contrast,  in  1989,  a  user 
would  have  required  1 1 ,493  min¬ 
utes  per  month  of  switched  traf¬ 
fic,  or  just  over  nine  hours  of 
transmissions  per  business  day, 
to  cost-justify  leasing  a  56K  bit- 
/sec  circuit.  This  assumes  the 
user  derived  eight  voice  channels 
from  the  circuit. 

These  changes  are  driving 
many  users  to  deploy  new,  pri¬ 
vate  transatlantic  networks. 

But  our  model  also  shows  that 
newly  available  international  vir¬ 
tual  net  services  are  balancing 
the  scales  by  reducing  the  cost  of 
switched  services. 

For  example,  a  4*/2  minute 
transmission  over  AT&T’s  new 
Global  Software-Defined  Net¬ 
work  (SDN)  service  now  costs 
$2.88.  By  contrast,  a  4*/2  minute 
transmission  in  1989  using 
AT&T’s  World  Connect  service  — 
the  standard  international 
switched  service  used  by  busi¬ 
nesses  then  —  cost  $4.23. 

Thus,  Global  SDN  users  today 
would  have  to  generate  at  least 
1 1 .63  hours  of  voice  and  fax  traf¬ 
fic  per  business  day  to  justify  a 
56K  bit/sec  leased  line,  about 
22%  more  than  the  amount  of 
dial-up  traffic  required  to  justify 
that  same  line  in  1989-  O 


Southwestern  Bell  Corp.  has 
taken  a  different  tack. 

“We  will  follow  the  lead  of  the 
user,”  said  Richard  Stephenson, 
advanced  technology  district 
manager  for  the  RBHC.  “We  will 
support  [proprietary  systems]  as 
long  as  the  customer  wants  it.  We 
are  not  forcing  users  to  move.” 

Northern  Telecom’s  approach 
since  1990  has  been  to  offer  us¬ 
ers  free  upgrades  from  nonstan¬ 
dard  alternate  mark  inversion 
line  coding  to  2B1Q  line  coding. 
“This  is  to  encourage  rapid  con¬ 
version  to  the  ISDN  standard,” 
said  Robert  Kenedi,  vice-presi¬ 
dent  of  network  architectures  for 
Northern  Telecom. 

Users  may  also  find  that  they 
have  fewer  services  available  on  a 
National  ISDN  1  link  than  on  a 
vendor-proprietary  ISDN  line. 

Bellcore’s  National  ISDN  1  de¬ 
scription  explains  that  on-de¬ 
mand  B-channel  packet  features 
on  Primary  Rate  Interface  (PRI) 
lines  are  not  required  for  Nation¬ 
al  ISDN  1 .  The  D  channel  will  ini¬ 
tially  be  used  for  signaling  to  con¬ 
trol  B  channels. 

Current  PRI  customers  use  the 
D  channel  to  transmit  packetized 
data  at  speeds  up  to  64K  bit/sec. 
The  Bellcore  document  said  the  D 
channel  on  Basic  Rate  Interface 
lines  can  be  used  for  packetized 
data  transmissions  at  16K  bit/ 
sec.  □ 


NTIA  serves  up 
spectrum  plan 

continued  from  page  4 
gress  intend  to  make  more  spec¬ 
trum  publicly  available  in  the  fu¬ 
ture.  The  FCC  is  considering  real¬ 
locating  spectrum  to  accommo¬ 
date  advanced  wireless  services 
such  as  personal  communica¬ 
tions  networks  (PCN).  And  mem¬ 
bers  of  Congress,  such  as  Rep. 
John  Dingell  (D-Mich.),  want  to 
pass  legislation  freeing  up  200 
MHz  of  government  spectrum  for 
private  sector  use. 

Obuchowski  said,  “It’s  going 
to  be  very  hard  for  government 
people  to  make  the  right  choices” 
when  spectrum  becomes  avail¬ 
able.  She  said  spectrum  auction¬ 
ing  would  allow  the  marketplace 
to  best  decide  future  applica¬ 
tions. 

The  NTIA  conceded  that  its 
plan  may  not  get  enough  backing 
on  Capitol  Hill  so  the  agency  is 
suggesting  user  fees  as  an  alter¬ 
native  to  bidding  for  spectrum. 

Aides  close  to  Dingell  and 
Rep.  Edward  Markey  (D-Mass.) 
said  they  doubted  Congress 
would  change  its  opposition  to 
spectrum  auctioning,  no  matter 
how  the  idea  is  packaged.  NTIA 
has  not  yet  approached  Capitol 
Hill  with  an  official  proposal. 

An  aide  to  Markey  labeled  the 
NTIA’s  idea  a  desperate  attempt 
by  the  administration  to  drum  up 
money  for  the  tax  coffers.  “It’s 
Darmageddon,”  quipped  one 
aide,  alluding  to  Budget  Director 
Richard  Damian.  □ 
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Early  SNMP  users  face  shortcomings 


Companies  using  the  Simple 
Network  Management  Protocol 
(SNMP)  often  have  misconcep¬ 
tions  about  what  SNMP  can  do 
and  must  deal  with  a  wide  range 
of  products  that  are  not  fully  in¬ 
teroperable. 

Despite  the  large  number  of 
SNMP  products  on  the  market, 
tools  that  are  currently  available 
are  “very  embryonic,”  said  Jef¬ 
frey  Case,  one  of  the  authors  of 
the  SNMP  protocol  and  presi¬ 
dent  of  SNMP  Research,  Inc.,  an 
SNMP  software  supplier. 

SNMP  products  today  offer 
only  basic  capabilities  and  do 
not  perform  the  higher  level 
management  functions  some¬ 
times  ascribed  to  them,  he  said. 

Independent  evaluations  of 
SNMP  products  have  revealed 
common  shortcomings  as  well, 
according  to  Steven  Morgenthal, 
senior  consultant  for  General 
Logistics  International,  Inc.,  a 
Union,  N.J.-based  commercial 
systems  integration  company. 

In  tests  conducted  by  Mor¬ 
genthal,  the  Management  Infor¬ 
mation  Bases  (MIB)  of  the  avail¬ 
able  SNMP  products  do  not 
perform  as  promised  “almost 
without  exception,”  he  said. 

MIBs  contain  the  net  objects, 


or  variables,  tracked  under 
SNMP.  An  example  of  an  object 
is  the  address  errors  of  packets 
received.  Most  vendors  add  ob¬ 
jects  to  their  MIBs,  forming  pro¬ 
prietary  MIB  extensions,  to  pro¬ 
vide  capabilities  not  covered  by 
the  standard.  In  order  for  prod¬ 
ucts  from  different  vendors  to  be 
fully  interoperable,  they  must 
include  one  another’s  MIB  ex¬ 
tensions. 

Many  SNMP  vendors  envision 
a  sort  of  convergence  of  all  pro¬ 
prietary  MIB  extensions.  This 
convergence  will  occur  when 
each  vendor  incorporates  the 
MIB  extensions  of  all  other  ven¬ 
dors.  The  vendors  admit  this  is 
not  likely  to  happen  soon. 

Equally  important  is  the  in¬ 
clusion  of  SNMP  agents  on  all 
network  devices. 

“Today  we’re  just  getting  the 
technology  in  place,”  said  Mi¬ 
chael  Howard,  president  of  In- 
fonetics  Research  Institute,  Inc., 
a  San  Jose,  Calif. -based  market 
research  firm.  “Not  all  devices 
have  SNMP  agents  yet.” 

The  next  step  is  developing 
higher  level  network  manage¬ 
ment  applications.  Current  net¬ 
work  management  applications 
track  activity  on  the  network 


and  take  corrective  action  when 
problems  arise.  Future  applica¬ 
tions  will  automate  network 
management  and  initiate  pre¬ 
ventive,  as  well  as  corrective,  ac¬ 
tions. 

The  industry  today  is  also 
characterized  by  a  lack  of  SNMP 
expertise,  Morgenthal  said. 

“There  are  not  many  sophis¬ 
ticated  users  yet.  Vendors  can 
get  away  with  more  [now]  than 
they  will  be  able  to  in  six 
months,”  he  said. 

Case  acknowledged  that  a 
lack  of  information  has  led  users 
to  unrealistic  expectations 
about  SNMP.  A  common  miscon¬ 
ception  about  SNMP  is  that  it  en¬ 
ables  users  to  have  one  central¬ 
ized  management  station  for  the 
entire  network,  an  idea  vendors 
haven’t  been  quick  to  clarify. 

SNMP  is  also  a  polling  proto¬ 
col.  At  regular  intervals,  SNMP 
management  stations  send  mes¬ 
sages  to  devices  in  order  to  de¬ 
termine  their  status.  This  man¬ 
agement  traffic  can  result  in 
significant  overhead.  Therefore, 
users  need  to  determine  what  in¬ 
formation  they  want  and  how 
frequently  they  want  it,  Mor¬ 
genthal  said. 

—  Eric  Smalley 


SynOptics  airs 
plan  for  control 

continued  from  page  1 
only  see  data  that  is  critical  to  the 
health  of  the  net. 

“We’re  pushing  network  man¬ 
agement  out  into  the  network,” 
said  William  Lanfri,  SynOptics’ 
vice-president  of  marketing. 

Moving  the  burden  of  process¬ 
ing  information  from  a  central¬ 
ized  management  station  to  mul¬ 
tiple  remote  processors  closes 
the  gap  with  the  managed  ob¬ 
jects,  thereby  reducing  the  man¬ 
agement  traffic  on  the  backbone. 

SynOptics’  NCE  module  is 
based  on  a  Sun  Microsystems, 
Inc.  Scalable  Processor  Architec¬ 
ture  processor  and  resides  in  Syn¬ 
Optics’  LattisNet  System  3000 
Ethernet  concentrator.  Data 
about  attached  network  devices  is 
gathered  by  a  separate  manage¬ 
ment  module  and  is  processed  by 
the  NCE,  which  forwards  only 
event  messages  to  the  centralized 
SNMP  management  station. 

The  NCE  runs  SynOptics’  Lat¬ 
tisNet  Network  Management  for 


▼  Ye’re  pushing 
network  management 
out  into  the  network,” 
said  William  Lanfri, 
SynOptics’  vice- 
president  of  marketing. 

AAA 


Unix,  a  program  based  on  Sun’s 
SunNet  Manager  that  allows  the 
NCE  to  act  as  a  local  SNMP  man¬ 
agement  station  and  control  lo¬ 
cally  attached  SNMP  devices. 

Network  Management  for 
Unix  also  allows  the  NCE  to  act  as 
an  SNMP  proxy  agent  for  a  cen¬ 
tralized  management  station. 
The  management  station  only 
needs  to  poll  or  receive  messages 
from  remote  NCEs  in  order  to 
manage  remote  LAN  segments. 
Without  the  NCE,  the  SNMP  man¬ 
agement  stations  must  individ¬ 
ually  poll  all  the  devices  on  those 
segments. 

The  NCE  will  be  available  in 
the  second  quarter  of  this  year  at 
a  cost  of  $9,995. 

SynOptics  will  offer  optional 
software  for  the  NCE  that  facili¬ 
tates  protocol  analysis  and  load 
profiling  by  allowing  central 
management  stations  to  use  the 
NCEs  as  network  analyzer  probes, 
according  to  company  officials. 

“It’s  the  same  distributed 
computing  concept  as  the  work¬ 
station  networks  themselves,” 
said  Michael  Howard,  president 
of  Infonetics  Research  Institute, 
Inc.,  a  San  Jose,  Calif. -based  mar¬ 
ket  research  firm.  He  added  that 
the  NCE  becomes  a  platform  for 
upper  level  applications  that  help 
automate  net  operations. 


Those  applications  will  deter¬ 
mine  when  problems  are  devel¬ 
oping,  rather  then  reacting  to 
them  as  they  occur.  They  will 
then  take  corrective  or  preven¬ 
tive  action  without  intervention. 

Management  applications 

Although  they  are  not  as  ad¬ 
vanced  as  the  programs  Howard 
mentioned,  SynOptics  also  intro¬ 
duced  last  week  a  series  of  net¬ 
work  management  applications 
that  run  on  Unix  workstations 
and  Microsoft  Corp.  Windows 
3-0-based  personal  computers. 

LattisNet  Advanced  Network 
Management,  running  under 
Windows,  and  LattisNet  Network 
Management  for  Unix,  which  can 
be  used  on  Unix  workstations  as 
well  as  the  NCE,  provide  what 
SynOptics  calls  Global  Network 
Views,  Flat  Network  Views,  Seg¬ 
ment  Views  and  Expanded  Views. 

Global  Network  Views  pro¬ 
vides  a  representation  of  an  en¬ 
tire  network  and  has  lower  level 
views  nested  within  it,  according 
to  SynOptics  officials.  Flat  Net¬ 
work  Views  provides  automatical¬ 
ly  updated  representations  of 
Ethernet  or  token-ring  networks 
bounded  by  routers. 

Segment  Views  provides  auto¬ 
matically  updated  representa¬ 
tions  of  Ethernet  or  token-ring 
segments  bounded  by  bridges. 
Expanded  Views  provides  an  up¬ 
dated  graphical  representation  of 
the  SynOptics  intelligent  hub  and 
each  module  within  it. 

LattisNet  NetMap  2.0  runs  on 
an  OS/2  system  along  with  IBM’s 
NetView/PC  to  allow  NetView 
consoles  to  monitor  LattisNet 
networks. 

LattisNet  Advanced  Network 
Management  will  be  available  in 
the  second  quarter  of  this  year  for 
$5,500.  LattisNet  Basic  Network 
Management  is  available  now  and 
costs  $2,295.  LattisNet  Network 
Management  for  Unix  will  be 
available  in  the  second  quarter 
for  $7,000.  LattisNet  NetMap  2.0 
will  also  be  available  in  the  sec¬ 
ond  quarter  for  $2,495. 

Interconnectivity 

SynOptics  also  boosted  the  in¬ 
ternetworking  capabilities  of  its 
concentrators  with  the  debut  of  a 
remote  router  module  employing 
technology  from  Cisco  Systems, 
Inc.  The  LattisNet  Model  3386 
Remote  Ethernet  Router,  which 
costs  $6,995,  supports  wide-area 
links  over  X.25,  frame  relay  or 
serial  line  connections. 

The  company  also  introduced 
two  local  Ethernet  bridges  —  the 
$4,795  LattisNet  Model  3323S 
and  the  $5,295  Model  3324S  — 
which  have  attachment  unit  inter¬ 
face  and  fiber-optic  interrepeater 
link  ports,  respectively. 

SynOptics  announced  plans  to 
unveil  a  local  token-ring  bridge 
based  on  technology  from  Madge 
Networks,  Inc.  and  a  router  sup¬ 
porting  Ethernet,  token  ring  and 
Fiber  Distributed  Data  Interface. 
Both  are  scheduled  for  release  in 
the  fall.  □ 


Telcos  meet  to 
form  POS  rules 

continued  from  page  1 
regional  Bell  holding  companies, 
Cincinnati  Bell,  Inc.  and  the  U.S. 
Telephone  Association,  Chap¬ 
man  said. 

Because  of  antitrust  concerns, 
the  group’s  discussions  must  fo¬ 
cus  specifically  on  technical  is¬ 
sues  and  not  on  marketing  strate¬ 
gies,  Chapman  said. 

Among  other  things,  the  first 
meeting  featured  a  presentation 
by  a  consultant  representing  the 
National  Retail  Federation.  He 
called  on  the  carriers  to  offer 
faster  and  less  expensive  services 
targeted  at  both  large  and  small 
retailers  on  a  nationwide  basis. 

“In  order  to  offer  retailers  na¬ 
tionwide  network  services  that 
appear  seamless  from  state  to 
state,  we  need  some  level  of  coor¬ 
dination,”  Chapman  said. 

Fred  Morsheimer,  director  of 
MIS  at  Trader  Joe’s  Co.,  a  special¬ 
ty  retailer  in  South  Pasadena, 
Calif.,  said  carriers’  existing  and 
emerging  data-over-voice  offer¬ 
ings  for  POS  and  other  transac¬ 
tion-based  services  are  attractive 
to  retailers.  “But  data-over-voice 
services  could  be  of  limited  value 
to  us  unless  the  services  of  multi¬ 
ple  regional  carriers  are  consis¬ 
tent  with  each  other  and  can  be 
put  to  use  on  a  nationwide  basis,” 
he  said. 

Although  the  group  will  con¬ 
sider  multiple  technologies,  ac¬ 
cording  to  Chapman,  it  is  likely 


carriers  will  promote  data-over- 
voice  technology  for  transaction 
processing  needs.  All  of  the 
RBHCs  have  either  investigated, 
tested  or  rolled  out  such  services. 

US  West  hopes  to  begin  a  con¬ 
trolled  commercial  rollout  of 
data-over-voice  services  this 
spring  in  Des  Moines,  Iowa,  and 
Salt  Lake  City,  Chapman  said. 

Data-over-voice  makes  it  pos¬ 
sible  to  squeeze  a  data  channel 
onto  a  dial-up  analog  or  digital 
voice  line  at  a  higher  frequency 
than  the  channel  used  to  carry 
voice  calls. 

It  would,  for  example,  enable 
a  cashier  at  a  retail  site  equipped 
with  only  one  telephone  line  to 
talk  on  the  phone  while  perform¬ 
ing  a  credit  card  authorization. 

The  voice  call  would  be  treat¬ 
ed  as  any  other  dial-up  voice  call, 
said  Mike  Anderson,  a  product 
manager  at  BellSouth  Services, 
Inc.  in  Birmingham,  Ala.  The  data 
call,  however,  would  not  need  to 
be  dialed  because  once  it  reached 
the  central  office,  it  would  be 
routed  in  the  same  manner  each 
time,  probably  into  a  packet  net¬ 
work,  he  said. 

This  would  enable  the  retailer 
to  pay  for  one  less  link  and  speed 
customer  service  by  reducing 
POS  transactions  from  1 2  to  28 
seconds  to  about  seven  seconds, 
some  carriers  estimate. 

Pacific  Bell  last  week  became 
the  most  recent  Bell  operating 
company  to  announce  the  com¬ 
pletion  of  a  data-over-voice  trial. 
The  carrier  hopes  to  convert  the 


technology  into  a  commercial  of¬ 
fering  by  this  summer,  said  Barry 
Schloffel,  a  product  manager  in 
Pacific  Bell’s  Data  Communica¬ 
tions  Group. 

Pacific  Bell’s  test,  which  was 
conducted  in  conjunction  with  In¬ 
tegrated  Network  Corp.  (INC), 
J.C.  Penney  Business  Services, 
Inc.,  Northern  Telecom,  Inc.  and 
VeriFone,  Inc.  involved  sending 
voice  and  data  simultaneously 
from  integrated  data/voice 
point-of-sale  terminals  across 
telephone  lines. 

In  the  test,  J.C.  Penney  Busi¬ 
ness  Services  provided  credit  au¬ 
thorization  to  five  unnamed  retail 
sites,  all  of  which  used  VeriFone’s 
point-of-sale  terminals. 

An  INC  data/voice  multiplex¬ 
er  at  the  retail  site  multiplexed 
the  voice  and  data  traffic  onto  the 
line  and  a  companion  device  at 
the  central  office  demultiplexed 
it.  Data  was  supported  at  4.8K 
bit/sec  in  the  test. 

At  the  central  office,  the  data 
channel  was  peeled  off  and  trans¬ 
ported  to  a  J.C.  Penney  Business 
Services  host  computer  via  Pacif¬ 
ic  Bell’s  Public  Packet  Switching 
network,  which  is  based  on 
Northern  Telecom  equipment.  A 
Pacific  Bell  56K  bit/sec  X.25  link 
was  used  for  the  final  connection 
to  the  J.C.  Penney  host. 

The  virtual  dedicated  link  be¬ 
tween  the  retail  sites  and  the  Pa¬ 
cific  Bell  central  office  eliminat¬ 
ed  dialing,  showing  that  credit 
card  authorization  time  could  be 
reduced.  □ 
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Fast  Path  4 


Networks  evolve,  too. 

Compare  the  two  leading  AppleTalk-Ethernet 
gateways.  You’ll  find  that  ours  is  a  generation  ahead. 

Sure,  they  both  allow  Macintoshes  to  communi¬ 
cate  with  PCs,  VAXs,  and  Unix  computers.  But  the  Gator- 
Box®  is  the  only  one  that  offers  wide-area  AppleTalk 
features  like  tunneling  and  filtering.  Plus  advanced  IP 
features  like  remote  monitoring  via  Telnet.  And  that’s 
just  for  starters. 

MORE  RELIABILITY.  MORE  MEMORY, 

MORE  SUPPORT. 

Designed  for  reliability,  the  GatorBox  is  powerful,  too, 
with  four  times  the  memory  and  a  faster  processor 
than  the  FastPath. 

What’s  more,  the  new  high-performance  release  of  GatorBox  soft¬ 
ware  boosts  its  AppleTalk-Ethernet  routing  speed  by  90%. 

Better  still,  the  GatorBox  is  backed  by  our  guaranteed  overnight 
replacement  policy  and  the  most  experienced  customer  support  and 
engineering  team  in  the  industry. 


A  PLATFORM  FOR  EASY-TO-ADD 

NETWORK  SERVICES. 

The  GatorBox,  unlike  FastPath,  is  a  platform  for  a 
family  of  connectivity  software.  Including  NFS  file 
sharing  with  GatorShare™  And,  now,  printer  sharing 
with  GatorPrint™— which  allows  an  entire  Unix  net¬ 
work  to  share  printers  on  AppleTalk  networks. 

Cayman  Systems  even  provides  Macintosh-to- 
Unix  mail  with  GaLorMail™  All  of  which  can  be  added 
to  your  network  without  wasting  valuable  time  install¬ 
ing  special  software  on  your  computers. 

So  why  settle  for  a  limited  gateway  when,  for 
the  same  investment,  you  can  have  a  versatile  one? 
Get  the  GatorBox. 

Anything  else  seems  outdated  by  comparison.  For  more  information, 
call  1-800-473-4776.  Or  write,  Cayman 
Systems,  26  Landsdowne  Street, 

Cambridge,  Massachusetts  02139. 

(617)  494-1999,  FAX  (617)  494-9270. 


Features 

GatorBox 

FastPath 

AppleTalk-Ethernet  gateway 

■ 

■ 

MacTCP  and  IP  support 

■ 

■ 

AppleTalk  Phase  1  and  2  support 

■ 

■ 

SNMP  and  atalkad  support 

■ 

■ 

Compatible  with  GatorMail 

■ 

■ 

Built-in  AppleTalk  tunneling  over 

IP  backbone 

■ 

Remote  gateway  status  via  Telnet 

■ 

Overnight  replacement  policy 

■ 

One  megabyte  of  RAM 

■ 

NFS  file  sharing  (with  GatorShare) 

■ 

Unix -AppleTalk  printing 
(with  GatorPrint) 

■ 

Suggested  retail  price 

$2795 

$2795 

“GatorBox  offers  the  best  blend  of  sophisticated  IP  and  AppleTalk  features.  "  —Mac  Week 


Formerly  manufactured  and  distributed  by  Kinetics.  Inc.,  the  FastPath  is  licensed  and  distributed  by  Shiva  Corporation.  All  product  names  are  trademarks  of  their  respective  manufacturers. 


